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Z NEW vers tractors 22 ZAEW tat MOUNTED HUSKORS 


New 2-3 Plow ZB Tractor New 3-4 Plow UB Tractor 
Here’s 2-3 plow power, visionlined design, I ! 
MM advantages— all combined tn the greatest tractor 
years. It’s the new Minneapolis-Moline ZB Tractor, 
cessor to the far-famed Model Z, offering a new | 
and an improved Flote-Ride seat, new centerline 
1utomotive-type twin-disc brakes, new sealed sp! 
thts, new safety features, and a powerful new I. 


vstem. One look and you ll Anow, that here's the 
' 


, 


the 2-3 plow class 
Teams with This Mounted Huskor 

‘abd « ¥< 
Iwo simple hook-ups mount this MM Huskor on the 7B Tractor Mounts This Fast, 
for a compact, big-capacity husking combination that offer Here's t 
self-propelled speed and handling ease plus all the proven ad oft 
vantages of MM_ pull-behind Huskors. Five-position floating 
snouts, four 53!” snapping rolls, ten new type 36 etal and the i 
rubber husking rolls, and a large capacil shelled-cor cr ) and an ve VIM 
assure a thorough job that helps get a// the crop! husking j help d 


MINNEAPOLIS-MOLINE amunnearotis 1, minnesota 


MOOT RN MACHINERY 





—~> buy NATIONAL... 
the most complete 


fastener line 


When you bus from National vou order from the 
most complete fastener line made for the hardware 
trade. Uhias le Ip simplify stock handling . . . and sell 


ing is made easier, too. because 


.++ National hardware fasteners are packaged 
in snappy red and black cartons—with easy- 
to-read labels. color-coded for quick fastener 


identification. 
Wooo Screws .. + National fasteners are all produced with 
Machine Screws wel the same high-quality workmanship—estab 
Nuts lished for over 60 vears. 
Cap Screws 
Tapping Screws : bor 
Stove Bolts Por full information on the complete National line 
Carriage Bolts wiiiln sini ellen 
Lag Bolts 
Machine Bolts 
Cotter Pins THE NATIONAL SCREW & MFG. COMPANY 

Cleveland 4, Ohio 
Pacific Coast: National Screw & Mfg. Co. of Cal 
3423 South Garfield Ave., Los Angeles 22, Cal 


rm ) 


. y 
FASTENERS <> 7 HODELL uns J CHESTER HOISTS | }) 
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vour best buy in fasteners. Better Buy National 

















They Lay Stronger Roofs with 
Stormproof Galvanized Steel 


Steel is stronger and stiffer than any other metal commonly 
used in sheet roofing. 

This is the reason why a good galvanized steel roofing 
sheet like Stormproof can withstand winds that would rip 
other metal roofing to ribbons. The steel keeps a tighter 
grip on the nails, and has less tendency to break loose and 
tear in stormy weather. It has better resistance to damage 
from falling ice. And it will not break or buckle easily 
under the weight of a man. 

In Bethlehem Stormproof roofing sheets we use strong, 
durable steel, either plain or copper-bearing. We add to 
this a uniform, tight coating of brightly spangled zinc as a 


further guard against corrosion. 



































Tight joints are assured with the spe- A slight pressure angle formed in each Three mbs hold the bottom of each 
cially designed triple mbs that run the sheet flattens out when the side laps sheet securely against the top of the 
length of Stormproof roofing sheets are nailed, forcing the entire sheet to next sheet. This prevents water from 
Double drains carry off any moisture. hug the roof Crimping ts not required iphoning between the sheets 


. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 2 - 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast Stee! Corporatior ETHLEHE 
' 


Export Distributor: Bethlehem Steel Export Corporation 


STOR(HPROOF GALVANIZED STEEL ROOFING 
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RICHARDS 
WILCOX 


Reg. U. 3. Pat. Od 
SUDING DOOR HANGERS & TRACK @ FIRE 
DOORS & FIXTURES © GARAGE DOORS & EQuiP 
MENT @ INDUSTRIAL CONVEYORS & CRANES 
@ SCHOOL WARDROBES & PARTITIONS e@ 
ELEVATOR DOOR OPERATING EQUIPMENT 


Zasy Qos /7/ 


Richards -Wilcox Ball Bearing 
Hangers and Lock Joint 


Trolley Track 


Any door that slides, slides easier and 
smoother with Richards- Wilcox door hardware. 
It’s designed for safe, silent operation of sliding 
doors in barns, industrial and commercial doors 
and interior vanishing doors in homes. 

When customers want the finest, it pays 
to recommend the finest . . . Richards-Wilcox. 
R-W door hardware is a winner all along the 
line. It builds profits—and good will—for your 


business. 


For complete information on the 
I 
complete R-W line write to: 


~ Richards-Wilcox Mfg. ©. 


“A HANGER FOR ANY DOOR THAT SLIDES” 


THIRD STREET, AURORA, ILLINOIS 


SOUTHERN HARDWARE for AUGUST, 1953 





Every Box of Ammunition You Sell 
can WINor LOSEa Future Customer 


ONE OUT OF EVERY THREE MEN SHOOT / Chances are, 


one out of every three men who come into your store own and 
sheot a gun. It’s mighty important to them what the man 
behind your counter knows about ammunition. Sports-minded 
men often judge your knowledge of everything you sell by 
what you know about ammunition. 


WHEN THEY ASK FOR AMMUNITION 
ce SELL THE EASY WESTERN WAY / 


"What Caliber Rifle Do You Shoot ?” 


When a man comes to your store for ammu 
nition, it’s a good idea to make certain he 
knows the caliber of his rifle. Not all gun 
owners are experts, and your special interest 
in getting the caliber right will win customer 
confidence fast 


. olbchnsirsihalin 4 
What kind of Game are you going After?“ 


Your customer may or may not know that the same 
caliber bullet usually comes in different weights. If 
he’s going after deer, he'll get best results with, say, 
a 150 to 170 grain bullet ...for larger game, a 
heavier weight. Recommended weights for all types 
of game are shown in the Western Ammunition 
Handbook. This information will be appreciated 
by your customer if he’s at all in doubt 


"We Recommend Siwvertips for Big Game 


You show your customer you're “‘on your toes’’ when 
you suggest WESTERN SILVERTIP. It’s the 
modern big-game bullet made by the makers of World 
Famous Super-X, greatest name in sporting 
ammunition. Your customer may not know that 
SILVERTIPS, unlike previous “‘mushrooming’’ type 
bullets, control expansion at any WEEN range. It’s 
the No. 1 choice of expert hunters. 


> SuperX 2. 


ANOTHER 


@ HERES A SPECIAL TIP! Many owners of 


big game rifles don’t know that most big caliber 
PRODUCT cartridges are available in light weight loads for 
varmint shooting remind ‘em 


Write TODAY FOR Dept 212 Arms and Ammunition Division 
Olin Industries, Inc., New Haven 4, Corn, 
THIS FREE ILLUSTRATED Please send Western Ammunition Handbook 
BOoK YOUR NAME 


136 PAGES OF HELPFUL FACTS TO 
HELP YOU HELP YOUR CUSTOMERS 
CHOOSE THE RIGHT AMMUNITION, ADDRESS 


STORE NAME 


city 
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EVERY WOMAN KNOWS © EVERY WOMAN WANTS 


| 
AVA 


The consistently advertised line of 
Quality KITCHEN Helee 


The Dazey ‘‘Tabie-Topper’’ Extension Can Opener witt 
Dual Electronic Lid Lifter Model 78C has all of the 
features of the famous Dazey Can Openers. Specially 
designed rubber vacuum cup attaches firmly to any 








horizontal flat, smooth non-porous surface, such as 
tables and work table space made of formica, stair 
less steel or enameled metals porcelain, etc. It adjusts 
easily to open from the smallest baby food cans up t 
gallon cans over table—not necessary to hang over 
edge—no chance of dropping cans to floor. Purposely 
designed as a removable portable can opener, it at 
taches quickly and is removed easily for storage 
Packed 46 of any one color in master shipping case 
Colors: Red, White, Yellow Chrome trim Weight 
13 Ibs. per Y2 dozen. Retail price $7.95 


Model 7OC same as Model 78C except without Dual 
Electronic Lid Lifter. Packed 6 of any one color in 
master shipping case. Colors: Red, White, Yellow 
Chrome trim. Weight: 12 Ibs. per Y. dozen. Retail 
price $6 95 


“<n ium o> 


MODEL No. 98 CAN OPENER (HOLD-VAC) DUAL ELECTRONIC > Guaranteed by» 
cup movnting is desianed to make can pener 

y vounted. Holds firmly on fila 

sch as: metal, gloss, 4! sq 
ceramic tile, porcelain ainless steel, etc. Non-marking 
staining black rubber vacuum cup. Features the Dual Electroni« 
permanent magnetic Lid Lifter. Prevents lid from dropping 
contents of can. In Darzite finish Individually packed in 
display cartons 12 per shipping case. Weight per dozen 
Reta price $5.95. Model No. 98CR Red ename! with Ch 
trim. Retail price $6.95 


Be sure 


MODEL No. 90 (HOLD-VAC) same features as Model No 
except without Dual Electron Lid Lifter. Individually packed 

lf display carton 12 per shipping case Weight 21 
Dorite f rto for $4.95. Mode! N 9OCR Red ename 
Chrome trim ' $5.95 


4 HELP ® 
wane Ei aM HELPS ARE American Home, Good Housekeeping, Household, Ladies’ Home Journol, McCall's, Parents’, 
ONALLY Redbook, House Beautiful, Saturday Evening Post, Sunset, Family Circle, Today's Woman, Woman's 
NaATiI Home Companion, Better Living, Woman's Doy, Better Homes & Gardens, Capper's Farmer, Country 


ADVERTISED IN: Gentiemon, Form Journal, Successtul Farming 


AZEY CORPORATION st. touis 7, MISSOURI 
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Do You Sell as Many 
_ Center Fire Rifles as You Oug nt to Sell? 


HERE ARE SOME TIPS 
ON SELLING ‘EM EASIER 


Put a Rifle j in his hands 


As soon as a man indicates he’s “thinking about buying 
a rifle’’...hand him one. Get him in the mood to buy 
right off the bat .. . then go into your sales talk. 


Ask him what he wants to shoot 


Get him talking about the game he wants to go after... he'll 

create his own urge to buy. It will also tip you off on what to recom- 

mend. If you know the basic information in the Winchester Gun 
Salesman’s Handbook (see coupon below), you'll be able to make 
suggestions: “...a rifle in 30-30 Winchester or 308 Winchester | /( 4g. 
caliber for all-’round big game hunting’’.. .““300 or 375 H&H 

Magnum for hunting the biggest of big game’’. . . and so on. 


A> Find Out which action he prefers 


As you hand him the different rifles, you can talk about bolt-action for long 
range accuracy, lever-action for woods shooting ... how good design makes a 
gun feel lighter, balance perfectly ... how details of stock, finish and lines add 
pleasure to gun handling. (Incidentally, give a small man a lightweight rifle; 
sell a big man all he can handle.) 


EVERYBODY SHOOTS BETTER WITH anes er 


WINCHESTER & 


Show him What Quality Means RADE MARR 
CENTER FIRE RIFLES 


If he isn’t an expert, he may not realize the 
importance of owning a good rifle. Explain 
the value of pride of ownership, fewer repairs, FR EE ! WINCHESTER GUN 

longer life. On a Winchester, for instance, SALESMAN’S HANDBOOK 
point out the WP mark . . . visible proof that Made especially to make your job easier. 
it has been test-fired with loads far more Tells which guns for which kind of shooting 
... 22's, center fire rifles, shotquns. Beauti- 
fully illustrated. Dept. 452, Arms and 
Ammunition Division, Olin Industries, Inc. 
New Haven 4, Connecticut. 

Get Ready for Hu nti ng Season ! Please send GUN Salesman's Handbook 
SEND FOR THIS Free BOOK NOW! YOUR NAME 


(and in the meantime, practice handling the rifles STORE NAME 
in your rack... get to know ‘em!) ADDRESS 


powerful than ordinary 








CITY and STATE 
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men who use 


\. UPSON.:: 
GN AND NUTS 


tough shanks i>: Wines e h 
withstand a ae appreciate f ese 
tension and ry i 
vibration ———-  § advantages... 
strong “y ‘a 
threads take 
tough 
wrenching 


clean, accurate, 
well-mated threads 
speed up assembly 


@ More than 20,000 different types, sizes and shapes 


of top-quality Republic Upson Bolts and Nuts are 


at your service. To make any product lastingly tight, 
to save time in assembly . . . depend on Republic 


Upson for all your fastening needs. 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division 
CLEVELAND 13, OHIO ° GADSDEN, ALABAMA 
Export Department: Chrysler Building, New York 17, N.Y. 
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Knowing Your Ammunition 


Sells Your Whole Store Line. 


GN One Out of every three men shoot! 
_ 


\ \ Sports-minded customers may judge your 

. . knowledge of everything you sell by your 
knowledge of ammunition. Show them you 
“know your stuff”’. 


Be sure of the Caliber of His Rifle 


When a customer asks for center fire ammunition, he'll 
appreciate extra attention to those all-important details 
So make a point of being sure of the caliber of his rifle. 
Remember, people who own guns sometimes confuse model 
designation with caliber. For instance, the Winchester Model 
70 comes in 8 different calibers: 22 Hornet, 220 Swift, 257 
Roberts, 270 Winchester, 308 Winchester, 30-06 Springfield, 
300 H&H Magnum, 375 Magnum. They are not inter- 
changeable 


Ask Men what He wants to shoot 


For peak performance, he'll need a heavier bullet weight for 
grizzly bear than for moose or deer. Let’s say he needs a 30-06 
Springfield Silvertip cartridge. This cartridge is available in a 
150-grain bullet (for deer), 180-grain bullet (for moose), or 
220-grain (for bear). A little “‘know-how”’ here goes a long way 
to win the confidence of sports-minded customers 


Recommend Sitvertips for Big Game Hunting 


If your customer isn’t too sure about bullet types, you can be of real 
service to him by recommending Winchester SILVERTIPS, made by 
the people who make the famous Winchester rifles. There are other 
“mushrooming” bullets for big game, but SILVERTIPS control ex- 
pansion at all hunting ranges. It’s the greatest big-game bullet made. 
Available in all popular calibers 


BE READY FOR BIG GAME HUNTING SEASON/ 


WINCHESTER &© 


& 


TRAOE- MARK 


CENTER FIRE CARTRIDGES 
P.S. Remind him of the NEW Varmint Loads! 


Before your customer goes after the big ones, he might like to do a 
little practicing using his same big game rifle with lighter weight 








varmint loads. If he owns a 270 Winchester, for example, you can 


SEND FOR THIS F ee, recommend practice on “pests’’ with 100-grain Soft Point bullets. 
AMMUNITION HANDBOOK 7oday 


Dept. 632, Arms and Ammunition Division 


112 pages... easy to understand... Olin industries, inc., New Haven 4, Connecticut 


puts all important ammunition facts 
at your fingertips... including re- 
commended ammunition for all types 
of shooting. 


Please send Winchester Ammunition Handbook 
NAME 

STORE NAME 

ADDRESS 





to-ocorerenr ee 
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NOW i(S PYREX 














Beautiful, Durable, Practical, Heat-Resistant 
PYRE X Dinnerware! 


Bordered in four stunning, high-style colors 

* FLAMINGO RED * TURQUOISE BLUE 

* LIME GREEN * DOVE GRAY 
With or without 22-carat gold band. 


The set includes 4 dinner plates, 4 salad plates, 4 cups and 4 saucers. 


(OTHER DISHES AVAILABLE IN OPEN STOCK) 


16-piece service for four $ 595" 


from only 
Regular PYREX Ware discounts apply 


* 16- piece gold banded set onl , 
BRAND 
“PYREX” is a registered trade-mark in the U.S. of Corning ™ orks 


rks. Corning, N.Y 
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DINNERWARE! 





Smart! Beautiful! Amazingly Strong! 
It’s bound to be the talk of the town! 
It’s a big New Business Opportunity for You! 


Make your store ““headquarters 
for PYREX Dinnerware!” 


It’s easy! The FREE merchandising kit you will re- 
ceive with your original 10-case starter assortment will 
help you. Contains point-of-sale display, newspaper 
mat, radio and T'V scripts, envelope enclosure samples, 
display ideas and a fact sheet for salespeople. 


Yes, it’s true! The cup is so strong it 
It will sell on sight! Because your customers will see has actually been used to hammer a 
it advertised in LIFE (big full-color, 2-page ad in the nail into a board in laboratory tests! 
September 28th issue), BETTER HOMES & GARDENS Heat-resistant as famous PYREX 
and LADIES’ HOME JOURNAL (full-color, full-page ads Ovenware! Won't crack, craze, chip or 
in the October issues). scratch. 


Sell PYREX Bakingware 


ay in color to match 
or harmonize! 


Cash in on 
new sales 
and profits 
with PYREX 
Dinnerware! 


Order from your 
regular PYREX Ware 
distributor today! 


DINNERWARE! 


a product of Corning Glass Works, Corning, N. Y. 
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THERE'S MORE TO OUR 


PARTNERSHIP DIVIDEND PLAN 


THAN MEETS THE EYE! 





|: OUT OF EVERY 3 RETAILERS 


OF HARDWARE OWNS ONE OF OUR 


LY Y Mae Tak 


ASK OUR HARDWARE DISTRIBUTORS, SALESMEN 


THE PECK, STOW & WILCOX COMPANY — SINCE 1785 — SOUTHINGTON, CONNECTICUT, U.S.A. 








Whether they're shooting 


BACKED BY POWERFUL NATIONAL ADVERTISING 
IN THE MAGAZINES THAT REACH YOUR CUSTOMERS 


Your customers will thank you for pointing out the hard-hitting 
advantages of Peters ammunition. For Peters “High Velocity” 
packs the kind of power they want for every kind of game . . . for 
every make of modern American gun. 

You'll find that you won't have to give them much of a sales talk 
on Peters ammunition, either. Most of your customers will have seen 
the full-color advertisements in leading outdoor magazines. So make 
sure you have a full stock of the entire Peters line. Check your sup 
plier, now. And remember, in sales—as in the gun—there’s no more 
powerful ammunition in the world than Peters ‘‘ High Velocity.” 


PETERS packs a, Te 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 


High Velocity” 1s a trademark of Peters Cartridge Division. Rem ngton Arms Company 
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BUSINESS EXECUTIVES! 
CHECK THESE QUESTIONS 


If you can answer “yes’’ to most of them, 
you and your company are doing a needed 
job for the National Blood Program 





HAVE YOU GIVEN YOUR EMPLOYEES TIME 
OFF TO MAKE BLOOD DONATIONS? 


HAS YOUR COMPANY GIVEN ANY RECOG 
NITION TO DONORS? 


DO YOU HAVE A BLOOD DONOR HONOR 
ROLL IN YOUR COMPANY? 


HAVE YOU ARRANGED TO HAVE A BLOOD 
MOBILE MAKE REGULAR VISITS? 


HAS YOUR MANAGEMENT ENDORSED THE 
LOCAL BLOOD DONOR PROGRAM? 


HAVE YOU INFORMED EMPLOYEES OF YOUR 
COMPANY'S PLAN OF CO-OPERATION 


WAS THIS INFORMATION GIVEN THROUGH 
PLAN BULLETIN OR HOUSE MAGAZINE? 


HAVE YOU CONDUCTED A DONOR PLEDGE 
CAMPAIGN IN YOUR COMPANY 


HAVE YOU SET UP A LIST OF VOLUNTEERS 
SO THAT EFFICIENT PLANS CAN BE MADE 
FOR SCHEDULING DONORS 


O OOOO0O00O 


Remember, as long as a single pint of blood 
may mean the difference between life and 
death for any American . . . the need for 
blood is urgent! 


NATIONAL BLOOD PROGRAM 





America’s blood bank needs more blood, now. Be a regular depositor and know 
that your dividend is saving a life of some American— somewhere. 


It may be a soldier shot down in battle, suffering from shock. Or someone 
here at home, sick and in dire need of new blood to restore life. A mother in 
childbirth, or a child in an accident. 


America must give. America is you. Won't you call your Red Cross, Armed 
Forces or Community Blood Donor Center right now, for an appointment? 


=} Mele) pn 


.. give it again and again 
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INVITE BUYERS TO MEET AND TALK WITH THEIR PRINCIPALS \) 
AT THE INDUSTRY’S GREATEST MERCHANDISING EVENT! 


Ony at the National Hardware Show can you 4,000 lines of hardware and related items. 
preview the industry in all its aspects . . . see the 
hardware world in all its detail . . . fulfill your 
buying needs for an entire year. It's the world’s 
largest showing of hardware and allied products 

. . the most comprehensive merchandising exposi- 
tion ever held by the trade. 


MORE THAN 700 OF THE NATION'S LEADING MANUFACTURERS / \ 
os 
SY 


And be sure not to miss the newest feature of the 
show ... the Lawn, Garden and Light Farm Equip- 
ment Division ... where more than $0,000 sq. ft. 
of space will be devoted to lawn, garden and light 
farm equipment displayed by over 200 manufac- 


Here, as a buyer, you may See... Feel . . . and oe 
Compare the newest and best in hardware and Also be sure to see the complete line of fishing 
allied lines, get the latest information on prices, and hunting equipment at the Fishing and Hunt- 
production and delivery, secure new lines and ing Division . . . this year at the 7ise Regt. 
franchises, learn about the latest merchandising Armory, within five minutes of Grand Central 
plans and packaging presentations in more than Palace. 


Buyers, plan now to attend. Fill out and mail the registration coupon. Your admission 
badge, which will admit you without further registration, will be mailed to you. 


§ Sove time by registering NOW. Fill in and mail this registration coupon | 
and your admission badge will be mailed to you. Please check below if | 


NATIONAL ! you wish us to moke hotel reservations for you. (Please Print). 
' 
NAME TITLE 
HARDWARE i 
| STREET 
‘SHOW | sae 


Please check below the clossificotion of your business 
0) Wholesaler CD) Retailer C) Dept. & Choin Store Buyer 
C) Importer-Exporter [J Migrs’ Agent (C) Manvfocturer [) Other 
C) Please send us your hotel reservation blank. 

















331 MADISON AVE., NEW YORK 17, 
MURRAY HILL 2-4802 
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WOODBURY, N. J. 


, Ae 


LO-F ‘FELT SOFTER 
IN BLINDFOLD TEST 


Wallace M. Warner, Warner Paint & 
Wallpaper Co., says: “Brand ‘D’ felt 
softer to cut and easier to break off.” 


“D”’ was one of four unidentified, but) well-known, 
brands of single-strength window vlass test-cut by Mr. 
Warner. Brand “D° was L-O-k. 93°, of the dealers 
taking the “Blindfold Test” picked L-O-F immediately. 

L-O-F Window Glass is easier to cut into big pieces 
or little preces. It’s easier to cut into angled or curved 
pieces. You ean cut narrow strips with a light. easy 
stroke. 

1-O-F euts easier because it is annealed more slowly, 
more patiently. That makes it less brittle so its a 


safer buy for your customers, too. 


_—e oe oe oe oe oe oe oe oe oe ee ee oe oe oe 


TRY THE “BLINDFOLD TEST’ 
YOURSELF! 


Cut L-O-Fk first. last. or in between the other 
brands. Run any kind of a cut vou want. You'll 
see why vou have fewer bad cuts, less wast 
and more profit with L-O-F, 

Call vour nearest L-O-Fk Distributor. These 
local businessmen are listed under “Glass” in 
the vellow pages of phone books in many prin- 
cipal cities throughout the country. And send 
for vour free booklet “For Greater Profits in 
\ indow Glass”. 


Write Libbey “Owens: Ford Glass Company, 
7183 Nie holas Building. Doledo . Ohio 


Mes LIBBEY-OWENS-FORD the casy-to-cut WINDOW GLASS 


BN 
yam cst 
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Kemington Dealer Letter 


BRIDGEPORT, 


QU PONT 





CONN 





Both yours for the asking - 


wie NEW CATALOG OF FREE REMINGTON 


You! 
enrarn® 
” 


Rem inet’ m 


7 


, ‘(| 
sqonnricn aorrere” ) 2 
vesr 6 eet te 





' New Remington catalog of free 
shooting promotion materials 


Here’s the other half of Reming 
ton’s one-two punch that delivers 
more profit for you. This new 
catalog features over 40 separate 
free items to help you reach new 
fans, 


shooters. rifle 


and skeet 


target trap 


shooters, and many 
others. It’s sure to spur shooting 
interest bring new customers 
to you from local gun club 

We can't begin to cover all the 


shooting promotion material 

you'll find offered but a sam 

ple includes gun safety rules, give 

away targets, score pads, building 

— plans for ranges, and many other 
aids, 

Make a bigger shooting market 

for yourself. Send the coupon in 


now. 
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SALES HELPS 


Here’s the first half of a sensational sales pro- 


motion program. The big catalog describes 


21 sales boosters for your store. And they're all 


free. Among them are these favorites 


= / ve-catching Re mington clothe slime and 


window banners 


Direct-matl cards that cultivate neu 
prospects 
Give-away targets and price tags that 
demand and get attention 

Instructional material for your salesmen! 


Lav-Away Plar Vaterial to aid shooters 


' 
in buying now 


If only one of these free items 
ahead. But 
after 


and many others 


increased your sales, you'd be 


they're all proven pullers in store 


store. Get your catalog now! 


» to have 1e fol wing Rer ington catalogs 


bing free sales-t jing material f 


ny store. | 
srstand both catalogs are tree and theres no b 


ition whatsoever 


1953 Ren tles Help 


ington . 





If you’re in business for this... 


it pays to tie in with this 


The that makes the most 


sense to the customer usually makes the 


most money for the dealer. That’s why a 


brand name 


growing number of money-wise dealers 
are stocking the complete Barrett building 
materials line ... and taking full advan- 
tage of Barrett’s great all-around promo- 


tion program. 


You rate high as a source of building mate- 
rials when you sell the high quality and 
highly acceptable Barrett line. Unusually 
varied and practical, it includes: asphalt 
roofing shingles ... mineral surfaced as- 
phalt roofings (in rolls)...rock wool insu- 
smooth- 


rolls)... 


sidings... 
qin 


lation ... insulated 


surfaced asphalt roofings 


mineral surfaced sidings (in rolls)... wood 


* 


preservatives sheathings and building 


papers... roof cements and coatings 


protective bituminous-base paints . 
damp-proof coatings...tarred and asphalt 


felts... waterproofings, etc, 


We push hard to give you the greatest 
dealer support in the industry. Full-color 
window and counter displays ...3-dimen- 
sional natural color picture selling kits . . 
mats and electros for local ads... samples 
. mailing pieces ... outdoor signs. . 
national advertising —to mention just a 
few of Barrett’s profit-building sales aids 


Now is the time to let Barrett help you 
set up your business for a greater profit 
potential. Get in touch with us TODAY! 


BARRETT DIVISION 


(Sa 


ALLIED CHEMICAL & DYE CORPORATION 


40 RECTOR STREET, NEW YORK 6, N.Y. 


205 W. Wacker Drive, Chicago 6, Ill. 


36th 


1327 Erie St., Birmingham 8, Ala 


SOUT 


St. & Grays Ferry Ave., Philadeiphia 46, Pa. 
Reg. U. S. Pat. OF 
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@ “When one of our ood bargain,.”’ 
says R_B Powel] 


. manager of the Eagle Lake. Tex 
2 . “ 
e yard of the Alamo Lumber ( ompany, “he not only 
® rs comes back for more, but he brings his neighbor 
Sa iS 1@ with him 


And when he buys pressure creosote 
fence posts, he Certainly gets a Rood buy.”’ 
Well Satisfied farmers and ranchers are the best 
2 salesmen for pressure-creosoted posts, Mr. Powel] 
AY | es m en has found. but he uses other promotion 48 well. The 
are t e es entire Eagle Lake 


yard of the Company is fenced 
with pressure creo 


soted posts. making an effectiy e 
Point-of-sale display 


0] PRESSURE-CREOSOTED This fnce pes eal neeepaps 


helped to establish Pressure-creosoted fence posts 
im the Eagle Lake area, and word-of mouth has 


carried it from there 

The Gulf Coast area, with its high humidity and 
sts OT moisture holding 8011, makes pressure creosoting of 
ence p 4 necessity. “‘In all MY experience with 
business, | have yet to hear o 
Pressure-creosoted Post being 

of failure.” Says Mr Powell 
The average sale ig between 100 
with individual sale 
The Eagle Lake 
Alamo Lumber Company that sel] Pressure-creo 

80ted products 


ranchers gets a ry 


~d 


ady ertising, has 


wood posts 
the lumber fa single 
replaced for reason 


and 200 posts, 
S running Up to 3000 posts 


yard is one of 33 stores of the 


{ § tlh 


WELL, manager of the 
Rdg ao fh ag rd ge to 
Eagle Lake, Tex., has ae ne 

“rs and ranchers who , 
eo pm essure-creosoted fence 
veer - his best salesmen. They 
set for more and bring their 
ma A with them 


LARG T K nn opre ure-creosoted fence posts 
— STOCKS of pressur r ted fen } 


iber Com 
tained by the Alamo Lun 
maintai 


. » yard 
. le Lake yare are 
ding the Eag Lake 
€ surrounc ‘ f pres at Eagle La 
THE or mo Lumber Company is of 5 nail pany a 
ee i fence posts —an effecti 
> e 
sure-creosotec 


point-of-sale display 


HERE'S HELP FOR YOU IN SELLING PRESSUK 


: wate in your 
. ~osoted fence ys le 
» f pressure creo » post dealer 
te the use o ‘ ed fence | 
rU-S’S Creosote is helping to qn become a pressure-creosote 
. 7 , 
ad how the producer of U°t for full information on how t 
om » e to res -CeSSAaTY c 
rurn the pag d (no stamp neces 
al P 8 car 
on mail thi 
area. The 


; 7 “ation 
ited States Steel Corpora —_ 
cian D. 525 William Penn Place 
m 2816-D, § , 
ar ee 30, Pennsylvania 


> ‘ > 
. ts. Please 
— -d fence pos 
d in distributing sateen espera ppsiine with pressure- 
interested i ; sit 
I’m intere _ ional information and put san e a copy of your new 

>< ons . . me ’ , 
sossrachee - Ss »duce this product. And, sen 

> »>pre 

treaters whe 


[ 
| 
| 
| 
| 
| 
| 
| 
| 
guide, “Fences That Pay.” 
MAIL 
THIS CARD ; 
TODAY— | 
NO STAMP 
NEEDED! | 
| 


Name 
Address 
City 
State 





078 W. ©. Moss, 
owner of Mile Away Farms 


Southern Pines, North ( @rolima 
| 


FARM PAPER 
ADVERTISING 


This month, advertising in leading state 
and regional farm papers again is telling 
your farmer customers all about long-last- 
ing pressure-creosoted wood posts. 

These advertisements stress the savings 
in labor, savings in replacements and sav- 
ings in fence that result from using pressure- 
creosoted fence posts. They go a long way 
toward convincing farmers that pressure- 
creosoted posts are the best wood posts. 


FENCE CONSTRUCTION 
GUIDE 


The makers of U‘S’S Creosote have pre- 
pared a guide to the best approved methods 
of fence construction. It deals with prob- 
lems farmers encounter in building fence, 
and it shows how pressure-creosoted posts 
save time and money. 

When you mail the card below, we'll send 
you a sample of this guide, ‘“‘Fences That 
Pay.’ Look it over. If you'd like copies 
later for your farmer customers, your pres- 
sure-treater who uses U'S'S Creosote can 


supply you. 


MATS FOR 
LOCAL 
ADVERTISING 


If you wish to advertise pressure-creosoted 
fence posts in your local newspapers, your 
pressure-treater can obtain mats like this 
for you. There’s ample space for your firm 
name and address. 


You've heard about them! 
You've read about them! 


We cell them / 
PRESSURE-CREOSOTED fence posts 


@ You've heard about pressure 


United States Steel is a major producer of Creosote used by many producers of 
pressure-creosoted fence posts. When your supplier tells you he uses U’S’S 
Creosote, you can be sure a quality preservative has been used. 


CRORE RE eee SOSH HEHEHE EH HHH seenee 





FIRST CLASS 
Permit No. 3117 





(SEC. 34.9 P.L&R) 
Pittsburgh, Pa. 














BUSINESS REPLY CARD 


No Postage Stamp Necessary if Mailed in the United States 








— POSTAGE WILL BE PAID BY — 


UNITED STATES STEEL 


Room 2816-D, 525 William Penn Place 


Pittsburgh 30, Pennsylvania 


crecseted poate from your neigh 
bors you've read about them 
in leading farm Magazines Pres 
sure-crecscted posts mean fewer 
Poste to buy over the years 
= labor in artting and reaet 
lon 
pn oe life from the 
Why are Pressure -creosoted 
posts ‘our best buy Because 
they are th engineered pro 


ducta of modern wood treating 
plants. Just the right amount 
of Crecaote Oil is forced deep 
into the wood to give it the 
fongest poamble life There's no 
guesswork involved 

Over the years you'll find 
Pressure <reosoted posts cost you 
far lem than any other wood 
post you can uae ( ome in and 
get prices and other information 
today 


Your headquarters for PRESSURE-CREOSOTED posts 


DEALER SIGNATURE 


ee 





You’ve never seen anything 
like if & Convertible —and we mean con- 


; vertible. Same ejector works on shal- 
. low wells or on deep (4 or larger) 
= j ' wells — nothing extra to buy. You 
wr , el a 
~| Big Selling Features — 
N new “Quad-Volute” design, 
nationally-known motors, 
bronze impellers, brass ven- 
turis and nozzles, rotary 
seals, heavy-duty tanks! 


Designed for Volume Sales! 
Two complete “Champion” 
groups (“4 and 4 H.P.) that give 
you the right model for 82% of 
the total jet pump market! 


$99.50 Retail—lowest nationally- 
advertised price! That's for the a - 
‘Tecra Ti nae Write now for more details 


(illustrated), f.o.b. factory. Deliveries ree 
up to 610 G.P.H.— or depths to 70 ft. a ON THIS GREAT, NEW 


—or pressures up to 70 Ibs 


$134.50 Retail—that’s the ie b. a 
factory price for the 2 H.P. 5-Star > 
“Champion” with tank; less than RY C HAM P} 0 4 


most 3 H.P. systems! Deliveries up 
ra CONVERTIBLE JET PUMP 
| Pump & Ejector only — both 


to 740 G.P.H., or depths to 80 ft., 
or pressures up to 80 Ibs.! 

and 2 H.P.—even lower in price! THE DAYTON PUMP & MFG. COMPANY 
“Champion” models come with Dayton 1, Ohio 


, ae larger tanks, too, and as wertical / 
} tank systems if desired! 


and only Kyiaagqion has it! 
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IT'S NEW! 
IT'S ALL-PURPOSE! 
IT'S FOR SALT WATER! 
IT'S FOR FRESH WATER! 











e Level Wind 

e Removable Line Guide and Worm 

e Self-lubricating Bearing 

e Gear Ratio 3 to 1 

e Line Capacity: 100 yds, 27 lb. test line 
e Retail Price: $12.00 


OCEAN CITY MFG. COMPANY 


**A’’ and Somerset Sts., Philadelphia 34, Pa. 


20 


Nur 


*940 OCEAN CITY 
“TOPSAIL GENERAL” 


Write for free catalog pages 
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100,000 civincssrs: 


\ye 
PROVE LONG LIFEOF 


UTICA TOOLS 


4 


All across the country where this automatic edge 
tester has been demonstrated with Urica® pliers, thou- 
sands have marveled at the rugged, long life of the 
Utica cutting edge 

Pliers used are standard, out of Urica stock, and 
the wire is .080 hardened steel plow wire (Rockwell “'C” 
47 Tensile Strength 224,000 P.S.1.). Utica standards 
require at least 100,000 cuttings — yet this minimum is 
often exceeded in our continuing laboratory tests. 

The secret is Uricas own process of extra harden- 
ing the cutting edges. Ask for Utica, and get the benefit 
of longer tool life. 


Note that in this 
grueling test all 
cuttings are made 
at precisely the 
some points of cut 
ting edges. In ac 
tual use, the weor 
would be some 
what distributed 


COTICA’ screw orivers 


Ask about the new line of Urica 
Screw Drivers — typical in quality of 
all tools by Utica 


and the world's best tools 
It paysto sell quality tools are made in U.S.A. 


DROP FORGE AND TOOL 


CORPORATION In Canada 
ADLAM TOOL & SUPPLY CO., LTD., MONTREAL, 


UTICA 4, NEW YORK 
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tom ain Saw File 


this special are important items 
BLACK for hardware stores 


DIAMOND The vrowth ith the list ol chain “saws Is tremendous I he i! 


fields lie all around the average hardware store. Not only 


Chain Saw File lumbermen and pulpwood cutters. but farmers, tree surgeons 


land clearers. and even sawmillers. have adopted them. Keep 


ny them in good working condition require ~ frequent filin 


Chain saw teeth are of various types practically all of 
which can be ke ptoin sharp-« utting trim with the four ty pes 
of Black Diamond Chain Saw Files shown here. What's more 
these files are widely advertised They are easy to sell. Cus 
tomers have no hesitancy in buying them because “BLACK 
DIAMOND” is one of the best known and most highly. re 
ening wend garded names in files 


has pioneered in de 


ne exactly the right types ASK YOUR WHOLESALER 


veloping 

for chain saws | 
Biack Diamond Chen re as to the right proportion of each of these types you should 

Files have no superior They re 

made right to file right on 

d-hooded chain saw teeth 

(eh most widely used) th BLACK DIAMOND ROUND CHAIN SAW FILE NO. 86. Most wisely 

(the m v 

Round Chain Saw File Nx | 

: "oo —_, —— ton sharpe nine ind smmoothin al ime time o 

: ine "< rg Also made in 5/16 No. 85) and 1/4 iN uh 
spiral cut 1s at jus ¢ mgh 
angle for sharpening en ter BLACK DIAMOND FLAT CHAIN SAW FILE with tw: 

M ie c 

ing at the same time oO H : y 

tooth can be filed unif rmly with 


for shar} 


ddalibiiedddiinddeaddsadeidite estas. Cie is i ee 


carry for your particular trading area 


, seated Pe 
nh OREN Re ee NEAT PS # eC 


86 is for round-hooded teeth. Uniform spiral cut has spe 


cutter-and-raker type teeth. 7” and 8 


BLACK DIAMOND SQUARE CHAIN SAW FILE, {. 


its crisp bite 
two cutting edges of square-hooded teet! 6 


Other Brack DiaMonD Round Chain 
a5 


hisses BLACK DIAMOND LOZENGE CHAIN SAW FILE, for file 
fer the chamond shaped el ection to the at 


. x 
Ask your dealer os poe ye hooded teeth. Length, 6 
d am 


DIAMOND bran 
and delighted 
; NICHOLSON FILE COMPANY NICHOLSON FILE COMPANY ~- 15 Acorn St., Providence 1, R.1. Ja ~ = 


2) Acorn Street, Providence 1, &. ! , 
. : > 
fa | 


NV choleor 





ny HA DIAMOND ADVERTISING LIKE THIS will oppear in these leading farm magazines 
Farm and Ranch with 


in September: Country Gentleman, Farm Journal 


F | L E S$ FOR ee y Southern Agriculturist Progressive Farmer 
PUR 














BLACK DIAMOND FILES FOR EVERY PURPOSE 
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Everyone's a prospect: Hunters, Fishermen, Servicemen, 
Golfers, Outdoor spectators, Policemen, School children etc. 


@A practical necessity for all outdoor people—unsurpassed os a gift item 
Dealers everywhere rate the Jon-é a terrific fast selling profit maker 

—Both the Giant G.I. ond the Standard Jon-€ ore durably designed to lost 
a lifetime, beautifully chromium plated and highly polished. Carried in 
pockets or mittens they give comforting heat without flame, Use Jon-é Fluid, 
Energine (naphtha) cleaning fluid, Nophtha or “stove and lamp” gasoline 
Both models attractively pockaged with soft flannel bag included. Each 
pocked 6 to a carton with counter display card 


FAMOUS STANDARD SIZE 


Gives comforting heat for 24 hours on 1} 


GIANT JON-E G.I 


Gives comforting heat for 2 days on } fillin 
” a 
of fluid filling of Aud 


$495 FAIR TRADE retail price $995 


FAIR TRADE retail price 








Exclusive, Patented Burners 
ONLY the Jon-® has these durable patented 
plotinum treated heating elements to insure 
perfect operation Giont Gl. size fair-trade 
retail price, 75. Stondord size, 50¢ 


Sell Jon-é FLUID for repeat profits 


use in both 





Here's a fast selling repeat sales companion. For 
models. Fast heating, long lasting. 


8 oz. can retoils..... 45¢ 16 oz. con retoils 75< 


ALADDIN LABORATORIES, INC., MPLS. 15, MINN. 
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Sales Outlook Good for 
1953's Last Half 


DESPITE CONTINUED talk of 
nomic readjustment,” 
tivity at the year’s halfway mark 
continues strong, and there is 
every indication that the year's 
last half will be a pericd of con- 
tinuing high activity. 

Some decline to a more normal 
level is probable, for as defense 
spending passes its peak the edge 
will be taken off the boom, and 
there is little question that supply 
in most lines is fully caught up 
with consumer demand 

In the months ahead there prob- 
ably will be some decrease in in- 
dustrial production, influenced 
primarily by a cut-back in produc- 
tion of automobiles. The automo- 
tive industry is headed for a com- 
pletely competitive economy and 
the accent will be on selling with 
striking model changes used to 
spur sales. Other makers of dur- 
able goods likely will find in- 
creased competition. 

However, this does not neces- 
sarily signal a depression nor even 
a recession. Construction activity 
continues strong and while prices 
of new houses probably will ease 
somewhat in the months ahead 
there is still a strong demand. 

And it becomes apparent that the 
government will tighten or loosen 
credit as the situation dictates, As 
a result, the dollar is to gain in 
value and over the next few 
months will tend to buy 
than formerly 

Meanwhile, all evidence points 
to tax cuts for individuals in 1954 
This will tend to give consumer 
purchasing power an _ additional 
shot in the arm 


“eco- 


business ac- 


more 


* 


Employment Shows 
Further Increase 
EMPLOYMENT continues to set 
records. In May, the latest month 
for which statistics are available, 
employment increased to 61.7 mil- 


24 


F } 
A/G | 


+ ee 
rage ree 


lion, about 400,000 higher than the 
month before. A seasonal gain in 
farm employment accounted for 
most of the rise as planting of 
crops continued and harvesting of 
some early crops got under way 

Nonagricultural employment, 
which has established a new high 
each month so far this year, 
showed a small increase, mostly 
of a pickup in construc- 
tion activity. Unemployment 
dropped more than seasonally as 
the civilian labor force failed to 
expand as rapidly as the number of 
jobs 

Unemployment was at the rela 
tively low level of 1.3 million, only 
two percent of the civilian labor 
force. 


also 


because 


+ 


Personal Incomes 
at Record Level 


PERSONAL INCOMES in the first 
four months of 1953 were about 
seven percent above the same 
months of a year earlier, reflecting 
the record employment and weekly 
earnings which have accompanied 
the high rate of industrial activity 
so far this year. 

In April, the 


latest month for 


EOS RE ++ 
RASS eG 


7 


(LAs SK 


which statistics are available, per- 
sonal incomes continued at a 
record 283 billion annual rate. At 
the same time, consumer expendi- 
tures in the early months of this 
year were about six percent higher 
than a year earlier 


Sd 


New Increase Reported 
in Construction Volume 


NEW CONSTRUCTION activity rose 
10 percent from the record figure 
for April to a new high for May of 
2.9 billion dollars. On a seasonally 
adjusted basis, construction opera- 
tions were at an annual rate of 
more than 34 billion dollars, near 
the highest level ever recorded. In 
early summer, however, there was 
a slight decline in the number of 
new housing starts 


e 


Cotton Prices Steady 
in Early Summer 


COTTON PRICES were steady dur- 
ing the latter part of May and the 
first half of June. The average 10- 
spot market price for Middling, 

(Continued on page 72) 





change 
in sales 
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change 
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Wholesale Hardware Sales and Inventories 
(From U. S. Dept. of Commerce Monthly Report) 
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TACKLE COMBINATION 
SWEEPING NORTH AMERICA 
IN A TIDAL SALES WAVE! 


Tue display of the amazing, new 1954 SPINET 
Bristol Rods and Rain-Beau Lines will “stop” the ails , 
National Fishing Tackle Show ... no doubt about "Eilicesl of Uouhes at adbatate 
it, the Sealand ine exhibit will be jam-packed. a aes cl at ae 
You'll see, immediately, that Bristol’s superb anodised ferrules 
1954 line of rods are new from butt to tip. Offered List only $19.95 
in new fittings ...new lengths... new weights 
... Mew actions ... and new prices, these Bristol 
rods’ll bring you new highs in sales and profits. 
When your customers rig their Bristol rods with 
supreme Rain-Beau lines, they've achieved the 
finest fishing tackle combination available to 
anglers. For Rain-Beau designs ideal lines that 
meet the exact demands of fishermen. At the 
Sealand booth examine some of Rain-Beau’s best 
sales-producers: Stop Lite ...Glasline ... Fly- 
Flote ... Spinbraid . . . and Surfbraid. 
Head for the Sealand booth (No. 57 ) early. It'll 
be the focal point of the Show. 


Don't miss thie! Rain-Beau's 


startling Stop Lite spinning line, ay F i; SPINDRIFT 
the only automatic measuring , ; Thiet you must eee! One of Bristol's 
“ fe - 


line in the world. This wonder terrific 1954 salt-water spinning 
“stop and go” line changes its 7 rode fashioned in gleaming, 

. ; ss translucent, green glass, created 
color every 3344 yds. Tell your from the same materiale used in 
U.S. Marines’ armored combat 
vente 


List only $35.00 


customers, “It's more fun fishing 
with Rain-Beau lines.” 


Rain-Beau Lines 
are Tested and Approved 
By U. S. Testing Company. 


Buy THE SPORTS BRAND MILLICNS DEMAND! Terrington, Connecticet 
. Since /826 


NEW YORK © CHICAGO © ATLANTA + LOS ANGELES 


UNION HARDWARE CO. « BRISTOL HORTON, INC. « RAIN-BEAU PRODUCTS CO. « THE SPRINGFIELD CO. « JOSEPH T. WOOD CO. « THE T.H. WOOD CO. 
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If we really want to fight for 
our American Way of Life— 


s Not Too Late! 


By CAPTAIN EDDIE RICKENBACKER 
President and General Manager 
Eastern Air Lines, Inc. 


5 hoy IS NO need for me to underline the grimness a president; in 1944 the percentage was 57 and in 
of the times. even in the face of our national 1948 it sank to 52 
prosperity, for we have been and we remain, spec What happened last November gave great satisfac 
tators, observing some of the most disturbing chapter tion to those of us who had despaired of the average 
in global and domestic history in the making American's concern with affairs of state. Electors by 
In a global sense the divided world shows no sign the unexpected millions burst from their often and 
of becoming less divided. And the “cold war” with loudly criticized complacency to demonstrate that 
the their stupor was only a chronic condition—not so 


acute that it could not be cured by generation of some 


Communism has brought serious dislocations in 
lives of nations of free men 

From a domestic viewpoint, our enormous gains in good, old-fashioned American indignation 
Nevertheless, this great land of ours—this America 


clence, in techniques and in productive experience 
that I love better than life itself—is traveling down 


have resulted from more than a century and a half of 
American freedom for which we should be thankful the wrong highway. In the midst of prosperity we are 
to God. Science, machinery and laboratory skills are forgetting the spiritual values, and the moral courage 
ready to go still farther, ready to exceed now even passed on to us by our forefathers who founded this 
our fantastic modern dreams nation 

But in this atmosphere of apparent prosperity | I think I can 


feel compelled to sound a note of concern about some subject. 
and our For where is there another land in the world where 


a young man can come from the wrong side of the 
tracks, as I have, and graduate into a relative position 
of leadership and affluence because of the very 
freedoms, liberties, and opportunities this land offers’ 
Where is there another land? There is none 
wrong—with America! I am a fir t generation Amet ican, whose parents 75 
One thing that has been wrong with America wa years ago migrated from Switzerland. They came to 
righted, at least for the time being, last November America to take advantage of the opportunities that 
Before that, for more than a decade, our priceless existed here—came here to enjoy the freedoms 
eiectoral prerogative had been shamefully neglected 
In 1940, some 62 percent of the eligibles voted fo 


speak with some authority on the 


other matters that are more important to u 
country than material gains 


Are We Forgetting Sviritual Values? 


Something has been wrong—something is. still 


liberties and laws of this land 
My immigrant parents taught me and six other 
members of our family to e1joy and appreciate the 
freedoms of this country. They taught us how to 
work. They taught us that we could never expect 
REPRINTS up to five will be furnished without charge. something for nothing. nor more for less. They taught 
Larger quantities will be supplied at cost, 3c each. us to be frugal. They taught us, above all, to love 

W. R. C, SMITH PUBLISHING COMPANY tian 

806 Peachtree St., N. E., Atlanta 5, Ga. We are fortunate and grateful heirs of the Pil 


grims, the Puritans and the Cavaliers, who came to 
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Military strength, alone, will not 
save this nation from the perils 
which surround it, says Captain 
Rickenbacker. Dollars and bullets 
are not enough. We must return 
to the principles on which our na- 
tion was established. We must re- 
vive the Spirit of America if we 
are to retain our precious heri- 
tage for future generations. 


America almost 300 years previously. Through in- 
describable hardships they carved out a new nation 
founded upon belief that all mankind is born to be 
free—physically, mentally and spiritually free, as a 
matter of right from the Creator and not as a mere 
privilege granted by the State. 

Further, it lies within the power of each human 
being in the system of free enterprise to succeed o1 
fzil according to his own character and efforts. I am 
the beneficiary of those who in the meantime have 
worked and fought to defend and develop this country 
and its institutions for future generations—and to all 
of them I make my grateful acknowledgments 

Few men, if any, have cheated death as often as I 
heve in the past forty-five years. And it wasn’t be 
cause of any super-knowledge or super-ability on my 
part, but because of my great faith in the Power 
Above, and the desire to contribute something to this 
land of mine and to its people for what our country 
and they have given me. 

But faith is not alone for the individual. If one man 
needs it, how much more does a nation need it? We 
are becoming weak today because, instead of follow- 
ing the enduring spiritual principles upon which our 
nation was founded, we have substituted material 
wealth as the yardstick with which to measure suc- 
cess 

As individuals, we have been selfish and pre- 
occupied with material ambitions, We have felt that 
we needed more and more of the material things of 
life, and have forgotten the need of more and more 
of the spiritual side of life—of simple Christianity 

There is no greater weapon in the world than the 
moral force that goes with the strength and spirit of 
Christianity. I reiterate—there is nothing that can 
equal Christianity. And when I say Christianity, that 
includes the Jewish faith or any other faith—as I am 
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CAPTAIN RICKENBACKER'S life has been filled 
with adventurous activities and great achieve- 
ments. In his early 20's he attained nation-wide 
fame in automobile racing. In World War | he 
was America’s Ace of Aces, winding up as Com 
mander of the 94th Aero Squadron, being credited 
with 26 victories, and receiving the highest Ameri 
can and French military awards. Following some 
years in high executive positions in the automo 
bile industry, he entered the aviation field in 1929, 
became general manager of Eastern Air Lines in 
1935 and president and general manager in 1938 
During World War II! his activities included several 
special missions for the Secretary of War to 
European and Asiatic countries, the South Pacific 
and the Aleutians. It was on a flight across the 
Pacific in 1942 that he was forced down at sea 
and finally was rescued after three weeks on a 
life raft 


talking about faith itself—faith in a Supreme Being 

The most important thing that has happened since 
the birth of Christ is the birth of America. The 
second never could have happened without the first 
The Colossus that we call America has been the 
product of the idea of the sovereignty of the in- 
dividual that Christ brought to the world 

Our Founding Fathers believed in the Ten Com 
mandments and the Golden Rule. Within that moral 
code they had a complete way of life—in matters 
spiritual, political, social and economic 

It was obvious that to sabotage America’s faith in 
America it was necessary to transfer the people's 
faith in God to Faith in the State. Morality in polities, 
busine and private contracts had to be broken 
down. The strategy has been to undermine the foun 
ditions on which that morality rested and. in the 
chaos that followed, offer the Total State as the only 
alternative to continued chaos 

Thanks to our science and industry, we are not 
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short of weapons, but weapons are no substitute for 
the will to fight and the courage to die should an 
emergency arise. Our military strength does not 
seem to frighten our enemies, and the reason may be 
that there is so little moral strength—so little single- 
ness of purpose—behind it 

We must not make the mistake of thinking that the 
outcome of the struggle between Communism and 
freedom will be determined by military and economic 
power alone 

In this period of moral laxity, many people believe 
that the task of bringing America back to the Golden 
Rule and the Ten Commandments will be a most dif- 
ficult one. But the wages of economic sin can be 
measured in dollars and cents, and I am convinced 
that business morality can be sold just as surely as 
soft drinks and radio sets can be. The connection be- 
tween a nation’s morals and its material welfare is 
simple and certain. 


What Can We Do? 


We must revive and instill the spirit of America 
America is the spirit of man, the spirit that is in your 
heart and mine, and that spirit must be expanded. It 
niust be re-kindled, not only in ourselves of our 
generation, but further, it must be implanted in the 
younger generation, or America must go the way 
other lands and other peoples have gone 

Instead of our young people knowing and under 
standing the homely virtues of industry, and loyalty 
and self-reliance, their chief concern now seems to be 
to complacently lean on government subsistence and 
let taxpayers foot the bill. The trend is to turn out 
very lives over to the Government which is to feed 
and control us 

The growth of the activities of the Federal Govern 
ment is revealed by the increase in the federal budget 
from some three billion dollars in 1936 to over 71 bil 
lien dollars in 1951, and over 85 billion dollars de 
manded by the President for 1952-1953 

The national debt has grown from one billion dol 
lars at the start of World War I to $265,583,000,000 as 
announced last spring by George M. Humphrey, sec- 
retary of the treasury. This means a debt of nearly 

7,000 for every family in the United States 

Our departures from the covenant of the Founding 
Fathers are startling. The most fearful event of these 
times is the colossal expansion of the national govern- 
ment and the constant increase of executive power 
within the government. The trek back to free enter- 
prise, and the American Way, will not be easy 

For decades the income tax has furnished the gov 
ernment with more and more “easy money,” which 
has led to the gradual growth at the national capital 
of functions that might better have been exercised by 
the states o> even by local government 

The same process of centralization, though in less 
degree, has taken place in several states which have 
teken over functions that might better have been 
executed by local government. Barring rare examples, 
local government is, or can be made, more honest, ef- 
ficient and responsive to public interest, than state or 
national government. 
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By every step we take toward making the Govern- 
ment caretaker of our lives, we move toward making 
it our master. Paternalistic government can gradually 
destroy, by the immediate advantages of subsidy, the 
will of the people to maintain a high degree of re- 
ponsibility. This will cause the abdication of in- 
dividual responsibility, which is inevitably followed 
by further concentration of power in the government 

leading ultimately to absolute power over our lives 
ard freedoms. 

We have demonstrated that our system of free 
enterprise, run by free people, can out-produce by a 
wide margin any other economic system. The very 
core of what we mean by Americanism is individual 
liberty, founded on individual responsibility, equality 
before law, and a system of private enterprise that 
aims to reward according to merit. 

Strange as it may seem, there are some in this 
country of greatest freedom, greatest happiness and 
greatest prosperity, who lend willing ears to the alien 
propaganda which says that we, the best fed, best 
clothed and best educated people in the history of the 
world. should discard our social, economic and 
political systems—our way of life—and adopt the 
totalitarian pattern 

I am not afraid that our people will directly and 
intentionally exchange our free, happy and prosper- 
ous society for the slavery of Russian totalitarianism, 
or repeal the Bill of Rights. But there is some danger 
that we may lose our freedom without knowing it— 
that totalitarianism may overtake us before we are 
aware of it 

Freedom is more than the Bill of Right 

Freedom, if it is to have meaning, must continue to 
find expression in the everyday lives and affairs of 
the people. Freedom is more than a law, or an ab 
stract idea—it is a living reality 

How can we lose it unintentionally? 

Freedom begins to perish when it becomes incon 
venient or difficult for one to exercise it. Freedom 
exists only in its being daily exercised and enjoyed 

Recent trends have been toward community re 
sponsibility for the individual welfare at the local, 
state and national levels. Over 30 percent of all in- 
come is taken by government through taxation—and 
government (local, state and federal) in turn disburse 

bsidies, bounties, benefits and permits to the in- 
dividuals 


Moving Towards Socialism 


More and more we are moving in the direction of 
production for a community storehouse upon which 
all of us are becoming dependent for our own 
sustenance and for the operation of our various enter 
prises. The distribution of the variety of benefits from 
the common storenouse necessarily is in the hands of 
persons who are employed by local, state or national 
apencies 

When Andrew Jackson became the champion of the 
rights of the masses 125 years ago, the “spoils” of of- 
fice were negligible. Government, at all levels, was 
“little.” No one was beholden to government or afraid 

(Continued on page 58) 
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Complete 
This,line leads to 
sreater tinware volume 


84 sales-proven items — 84 profit-making opportunities 
— are yours in America’s most complete tinware 
line by De Luxe, the BIG name in household 


metalwore for over 50 years 


Delighted customers keep coming back for more 
De Luxe Tinware. They go for its mirror-smooth finish — 


so easy to clean. And how it stands up under rugged use! 


Put your store “on the map’ as Tinware Headquarters 
in your city. Cash in on the complete De Luxe Line 


See your jobber! 
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SCHLUETER MFG. CO. * ST. LOUIS 7, MO. 
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True Temper Elects 
Rector New President 


AT AN ANNUAL meeting of stock- 
holders W. G. (Bill) Rector was 
elected President of the True 
Temper Corporation. A former 
executive vice-president of the 
company, Rector has also been 
manager of the _ corporation’s 
largest plant at Charleston, West 
Va. 


W. G. Rector 


G. E. Dickenson, former Vice 
President of Labor Relations, was 
elected Vice-President and Manu- 
facturing Director, and it was also 
announced that G. W. Yearley 
has been appointed Director of Re 
search and Product Development 


Turner to Represent 
Perfection Stove 


J. C. TURNER has been employed 
as a salesman by the Atlanta, Ga., 
district of the Perfection Stove 
Company. A native of Chickasaw, 
Ala., he will represent Perfection 
in Southern Alabama. 

Enlisting in the U, S. Navy 
shortly after the outbreak of 
World War II, Turner was dis- 
charged four years later as a Chief 
Petty Officer. 
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Mr. Turner has had several 
years experience merchandising 
appliances, principally in Alabama 
He was the Mobile, Ala., repre- 
sentative of Maytag Southeastern, 
just prior to coming with Perfec- 
tion. Also, he formerly sold ap- 
pliances for Moore-Handley, hard- 
ware wholesalers in Birmingham 


. 


Enterprise Mfg. Co. 
Advances 4 Officers 


A NEW CHAIRMAN of the board, 
two new vice-presidents, and a 
new treasurer were named at a 
stockholders meeting, in early 
June, of the Enterprise Mfg. Co 
Akron, Ohio, manufacturers of 
Pflueger Fishing Tackle 

John S. Pflueger, president since 
1950, and an officer for 28 years, 
was named to the additional posi- 
tion of chairman of the board. L 
Clifford Dibble, secretary and as- 


/ 


John S. Pfiueger 


sistant treasurer, becomes execu- 
tive vice-president and secretary 
Charles T. Pflueger, Jr., director 
of personnel since 1950, becomes 
vice-president in charge of person- 
nel. S. Albert Butt, assistant secre- 
tary, becomes assistant secretary 
(Continued on page 32) 


Lawn Mower Institute Holds 
Annual Convention in Chicago 


MEMBERS OF the Lawn Mower 
Institute, Inc., with headquarters 
in Washington, D. C., held thei: 
first annual convention, June 26, 
in Chicago, Il. 

More than 90 persons represent- 
ing approximately 50 manufactur- 
ers of power mowers were present 
for the one day meeting 

Among the featured speakers 
were Allan W. Greene whose sub- 
ject was, “Let’s Face It—Lawn 
Mower Users Need Better Serv- 
ice; Vincent Shiely who spoke on 
“Economic Facts of Life for the 
Lawn Mower Industry;” and O. T 
Jacobsen whose topic was “Trends 
in Models and Distribution.” 

Harold K. Howe, executive sec- 
retary of the organization, reported 


that all power mowers with 24 inch 
cutting widths or over have been 
exempted from the excise tax. He 
pointed out, however, that it still 
leaves some special problems for 
commercial or institutional type 
mowers with cutting widths less 
than 24 inches. Mr. Howe called for 
the complete abolition of the 10 
percent Federal Excise tax on 
power mowers. 

Officers of the Institute are: 
President, T. Bowring Woodbury, 
Air Capitol Manufacturers, Inc.; 
Vice President, Sam Briggs, Lawn 
Mower Division, Reo Motors; Sec- 
retary-Treasurer, C. Neal Turner, 
The Eclipse Lawn Mower Co., and 
Executive Secretary, Harold K 
Howe. 
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Cc y b- 
Cc $s \ 
oil af ton from our o 


in prices: 


FEATURES 

@ Easy to Handle... 

@ Easy to Store... 

@ Easy to Dispense... 

@ Keeps Rope Clean... 

@ More Sales Appeal... 


: ITH N) TEIN H] 
' 


iit HTH i 


HT Hill HHI] 
LUMBIAN |") i ey 
MANILA ROPE 


COLUMBIAN ROPE COMPANY, 440-70 GENESEE ST., AUBURN “The Cordage City’, N. Y. 
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and treasurer of the company 

John S. Pflueger is a grandson 
of E. F. Pflueger, who founded the 
company in 1864, and ason of E. A 
Pflueger, president until his death 
in 1944. He is a graduate of Cor 
nell, and served in the Army Air 
Force in World War I. The father 
of two children, he is a member 
of the Trinity Lutheran Church, 
the Masonic Lodge, and the Por- 
tage Country Club 


* 


Rose Succeeds Malcolm 
As Linen Thread Head 


H. Wycuirrt Rose became Presi- 
dent of the Linen Threac Co., Inc. 
on July Ist with the retirement of 
D. Leonard Malcolm from. that 
post. 


Mr. Rose, formerly Assistant to 
the President of the American 
Viscose Corp., came to Linen 
Thread in June as General Man- 
ager 

Mr. Rose has been a pioneer in 
the development and sale of rayon 
yarn and has long been a leader in 
the field of textile development 
He has served as Chairman of the 
Board of the Textile Research In- 
stitute and is the author of books 
and articles on synthetic fibers. 

Mr. Malcolm ends a 50-year 
career with Linen Thread. In 1921 
he became manager of the Barbour 
Mill in Paterson and in 1932 he 
joined the Board of the company. 
Appointed Vice-President of Man- 
ufacturing in 1939, he succeeded 
Frederick K. Barbour as President 
in 1947. 
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NEWS 


National Hardware Show 
to Feature 3 Divisions 


THe 1953 National Hardware 
Show, to be held October 5-9 in 
New York City, will have three 
complete divisions, each an in- 
tegral part of the largest and most 
inclusive trade show ever held, 
according to the directors 

In addition to the general hard- 
ware exhibits, special divisions 
have been created in the Show for 
display and demonstration of hunt 
ing and fishing, lawn, garden, and 
light farm equipment 

Hardware and allied lines, val 
ued at over one million dollars 
will occupy the first three floors 
of the Grand Central Palace 

The entire fourth floor of the 
Palace will be given over entirely 
to the industry’s greatest display 
of lawn, garden and light farm 
equipment. More than a fourth of 
the hall’s nearly 200,000 square 
feet of exhibit space will be de 
voted to the new Lawn, Garden 
and Farm Division. In this section, 
with one-half mile of exhibit 
frontage, will be shown and dem 
onstrated every type of lawn, gar 
den and light farm equipment 
from trimmers to light tractors, 
spades to sprayers, and pumps to 
power mowers. Its booths will be 
manned by principals of more 
than 200 of the nation’s leading 
manufacturers 

The Fishing and Huating Divi 
sion, having outgrown its previous 
quarters at the Show, will take 
over the entire first floor of the 


(Continued from page 30) 


7ist Regiment Armory at 34th 
Street and Park Avenue, less than 
five minutes from the regular 
hardware sections at Grand Cen 
tral Palace 


> 


Coleman Appoints Gibbons 
to Advertising-Sales Post 


CONSOLIDATION of all advertising 
and sales promotion activities un- 
der the direction of Tom Gibbons 
is announced by C. L. Burrows 
vice-president in charge of sales of 


Tom Gibbons 


The Coleman Co., Inc., manufac- 
turer of home heating and air con- 
ditioning equipment and gasoline 
appliances. The appointment of 
Gibbons is part of a major ex- 
(Continued on page 34) 


Shown above are company personnel attending the recent sales conference 

held by RPM Manufacturing Co. recently at the factory in Lamar, Missouri. 

The meeting was to acquaint salesmen with new developments in design and 
engineering on the company's rotary power mower, the Lawn-Boy 
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A SSirco Salesman is a lot of things. He’s a build- 
ing materials specialist . .. a man who keeps up 
with the building materials and metal products 
market... one who knows consumer needs. But 
most important is his willingness—as a friend— 
to help you in any way that he can. 

Whether it’s information about products, the 
latest dope on market trends, or setting up effeec- 
tive displays in your place of business, your 
SSirco Salesman is happy to give you the benefit 
of his knowledge. He wants to do everything in 
his power to help you do a better job in your 
business, because his success depends on yours. 

You'll find the traditional SSirco helpfulness 
whenever you write, ‘phone, or visit one of the 
16 SSirco warehouses located throughout the 
South. The folks there—like your SSirco Sales- 
man—are anxious to serve you. 

Your SSirco Salesman and the warehouse folks 
are mighty proud of the cordial quality of their 
contacts with building materials. dealers all over 
the South. They are eager for new opportunities 
to lend a hand with product information and in 
giving you prompt delivery of the top-quality, 
nationally-advertised products that make up the 
well-rounded SSirco line — products that leave 
you a good margin of profit. 
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THESE FAMOUS PRODUCTS MAKE UP 


SSIRCO STOCK 
Reynolds Aluminum Durell Screens 
Suliding Products Georgia-Pacific Plywood 
Feollansbee Terne le-"K” Cotten 
Corey Asphalt ond insulation 
Ashestes Products Columbia-Metic Screens 
Cortein-teed Shekertown Cedor Shingles 


Asphelt Products 
§Z-Way Steirweys General Flush Doors 
Atlas Flush Doors 


Miami-Corey Cebinets 

Milcor Steel Products 
Celotex Insulation 

Veri-Pitch Leuvers 


Board Products 
Insulite Insulation Hamlin Ventilators 
Anaconda Copper 


Boord Products 
Flintkote Products SSirco Steel Roofing 
Nu-Woed Insuletion and Building Products 
Board Products Berclay Plastic-Coated 
Masonite Hardboords Paneling 
Superior Metal Trim 


Upson Panels 
Leslie Louvers 


Asbestone Asbestos 
Products Alsynite Translucent Penels 


FOR A NEW HIGH IN ALL 3—QUALITY, PROFITS, AND DELIVERY 
-WRITE OR CALL YOUR NEARBY SSIRCO WAREHOUSE 


SOUTHERN STATES 


IRON ROOFING COMPANY 
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pansion of the company’s mar- 
keting operations, Mr. Burrows 
said 

A. W. Boyer will continue as a 
member of the staff and will be in 
charge of advertising and sale 
promotion of the company’s Open 
Market product: 

From 1946-52 Mr. Gibbons wa 
advertising manager of Magic 
Chef, Inc., and more recently was 
director of marketing for Caloric 
Corporation, Philadelphia. He is 
widely known in the home ap- 
pliance industry through his active 
participation in the Gas Appliance 
Mfgrs. Association, American Gas 
Association and the national LP- 
Gas Association. 


© 


Eversharp Mo: cr © »0ints 
Turpin Sales Manager 


The Midwest Mower Corpora 
tion of St. Louis, Mo., manufactur- 
ers of Eversharp Power and Hand 
Lawn Mowers, have announced the 
appointment of Mr. Ralph Turpin 
as Sales Manager. Until the time of 
his appointment, Mr. Turpin was 
southern representative for )id 
west Mower Corp., prior to which 
he covered the 11 southern states 
for one of the region’s largest hard 
ware companies. 

According to Mr. Turpin, the 
Midwest Mower Corp. sales efforts 
for the coming season will be ex- 
panded considerably and will in- 
clude an aggressive national adver- 
tising campaign in a wide list of 
magazines. 


NEWS 


Wheeler Appointed to 
American Chain Post 

C. N. JOHNS, president of Amer- 
ican Chain & Cable Co., Inc. and 
named 
istant 


associate companies, has 


Wilmot F. Wheeler, Jr., a 


W. F. Wheeler 


to the president, with headquarters 
at 230 Park Avenue, New York 
Mr. Wheeler has been with the 
company for the past two year 
working on special assignments 


e 


Avery Named to 
Southern Post 


HARTLEY D. Avery has been ap- 
pointed district manager for the 
sale of Western-Winchester prod- 
ucts in the Atlanta, Ga., sales ter- 
ritory. The announcement was 


Shown above are representatives of Fayette R. Plumb, Inc., who attended 
the recent sales conference of the domestic sales department of the firm 
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made recently by J. T. Boone, sales 
manager of the Arms and Ammu- 
nition division of Olin Industries, 
Inc 

Avery who will 
Southern Regional Manager Paul 
F. Lewis, at Atlanta, Georgia, has 
been with the company 25 years 
and for the past five years has 
represented the Western - Win- 
chester lines in Florida ind South 
Carolina. His new te'ritory will 
encompass Georgia, Florida, North 
and South Carolina and the east- 
ern part of Tennessee 


report 


o 


Boston Varnish Co. 
Now Kyanize Paints 


THE STOCKHOLDERS of the Boston 
Varnish Company voted recently 
to change the name of the cor 
poration to Kyanize Paints, Inc 
In announcing the change, Ren- 
haw Smith, Jr., vice-president and 
general manager said, “Originally 
the company was local in operation 
and the name had local signif- 
icance. Today, where we are op- 
erating nationally, and in Canada 
as well. the change in name gives 
us an added merchandising ad 
vantage.” 

The Boston Varnish Co., was in- 
corporated in 1899 by Mr. Jan 
B. Lord and Mr. Harry A. Hall, Sr 
Today members of their families 
still occupy key posts in the 
Kyanize management and control 
the stock 


Savage Arms Corp. 
Alters Sales Areas 


JOSEPH V. FALCON, sales and ad- 
vertising manager, firearms divi- 
sion of Savage Arms Corporation, 
has announced a realignment of 
Savage's national sales territories 

L. L. Love of Lake Jackson, 
Texas, has been appointed sales 
representative covering all of 
Texas east of San Angelo and 
Wichita Falls, Arkansas, South- 
eastern Oklahoma, and Louisiana 
west of Baton Rouge. This terri- 
tory was formerly covered by Paul 
A. Shepherd who will continue to 

(Continued on page 36) 





Warren-Teed sledges are DEEP heat treated for 
ORDINARY 


a even wear and longer life. 

= In a precision operation every Warren-Teed sledge 
is shock quenched by eight high-pressure nozzles 
giving all working surfaces a uniform hardness of 
greater depth over a greater area. Each sledge is 
quenched from ten directions. The sledge eye is 
carefully shielded to give that area of every sledge 
the ability to absorb greater shock. 

Order Warren-Teed sledges today, sketch their 

deep-treated features for your customers, and watch 


them sell. For fast information on deep-treatéd 


Warren-Teed sledges . . . write, wire or phone today! 


WARREN-TEED = oe 


trade mark 


WARKEN TOOL CORPORATION. 


Manufacturers of Warren-Teed and Devil railway track tools 
General Offices . Warren, Ohio 


Export Division . - 30 Church St., New York 7, N. } 


WORLD'S LARGEST MAKERS OF HEAVY HAND TOOLS... exclusively 
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cover west Texas, Missouri, North- 
western Oklahoma, Kansas, and 
Nebraska. Love has been active as 
a field representative for Savage in 
Texas and Louisiana for the past 
year 

W. Tuttle Sherrill of Greens- 
boro, North Carolina, has been ap- 
pointed sales representative for the 
coastal states of South Carolina 
North Carolina, Virginia, Dela- 
ware, and Maryland. Mr. Sherrill 
has been a field representative for 
Savage in this area since Septem- 
ber 1952. Mr. Brown will continue 
to cover Tennessee, Mississippi, 
Alabama, Georgia, Florida, and 
Louisiana east of Baton Rouge 


. 


Pioneer Gen-E-Motors 
Appoints Two 


THE PIONEER’ Gen - E - Motor 
Corp., Chicago, Ill., announces two 
new appointments to its executive 
and sales staffs. M. J. Walker has 
returned to the company as a 
member of the executive staff and 
vice-president in charge of all 
sales, advertising, and merchan- 
dising. “Doc,” as he is best known 
in the hardware and power mower 
trade, recently resigned as vice 
president of Jacobson Mfg. Co 


M. J. Walker 


The appointment of Robert M 
Wiley as sales manager of the cor- 
poration was in turn announced by 
Walker. Mr. Wiley will be respon- 
sible for the sales and merchan- 
dising of the Pioneer Power Lawn 
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NEWS 


Robert M. Wiley 


portable electric power 
plants, 


Mowers, 
tools, electric generating 
and hedge trimmers to wholesalers 
Wiley was formerly sales manager 
of Johnston Lawn Mower Corp 

Pioneer announces also that its 
recently acquired plant number 
two in Chicago, now in production 
will produce power products and 
generators for wholesale’ trade 
permitting the expansion of facili 
ties at plant number one for the 
production of Pincor Products for 
franchise dealers 


s 


Olin Names New 
Publicity Director 


SPENCER T. OLIN, Vice-President 
of Olin Industries, Inc., East Alton, 
Ill. has announced the appoint- 
ment of William H. Depper- 
man as Director of the Public Re- 
lations Department. Depperman 
has been Olin’s director of Public 
Information for the past year 
previous to which he handled the 
Olin account for the Steve Han 
nagan Publicity Organization. He 
was a reporter for the Indianapolis 
Star, handled publicity, sales pro- 
motion and advertising for various 
motion picture theaters, Western 
Union and Reader’s Digest. He is 
the author of many magazine ar 
ticles and a book on the subject of 
arms and ammunition. 

Depperman named E. N. Jac 
quin, a former newspaperman, as 
Press Relations Assistant. Jacquin 
joined the department in February, 


(Continued from page 34) 


prior to which he was for twelve 
years managing editor of the 
Champaign News-Gazette 

William F. Leonard was named 
Community Relations Assistant 
Leonard comes to Olin following a 
seven-year affiliation with Gen- 
eral Electric 


Sf 


M. J. Schammel Passes; 
Headed S. L. Allen & Co. 


MATTHEW J. SCAMMEL, presi- 
dent of S. L. Allen & Co., Ine. 
Philadelphia, Pa., died at his home 
in Trenton, N. J. on June 15, 1953. 
Mr. Scammel had been president 
of the company since 1929 


M. J. Schammel 


In addition to being President 
of S. L. Allen & Co., Inc., he was 
former treasurer of Scammel 
China Co., in Trenton, former gen- 
eral superintendent of the Spar- 
rows Point, Md. plant of the Beth- 
lehem Steel Co., and former super- 
intendent of Carnegie Steel Plant 
at Niles, Ohio. 


A 


D. C. Buck to Direct 
Cooper Co. Sales 


Dayton C. Buck, for the past 
seven years buyer of lawn, garden 
and hardware for Firestone Tire 
& Rubber Co., on June 1 became 
director of sales and assistant to 
H. M. Cooper, operating executive 

(Continued on page 80) 
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193 ways to build store traffic and make more money 


The RED HEAD line features your store as the place that tas a complete 


nS line of hunting and fishing clothing, equipment and accefories. Sports- 

ee . : } , 

—> men will prefer to buy in your store when you can sell them practically 
~ ! 


high when your customers always find the complete RED HEAD line. 


heen tte 


. = > 
any piece of clothing and equipment they want. a profit climbs oH 


you have a golden opportunity to sell RED HEAD i ie and 


CASES, RECOIL PADS and RIFLE SLINGS. The powerfu} profit maker, 
plete line to 







related selling, is only possible when you have the cc 
offer... RED HEAD of course, because quality, service/and customer 
satisfaction are the best you can sell, the best way ho build store 


traffic and make more money. 
| 


\ 
} 


13 HUNTING COATS | 3 GAME CARRIERS 
12 HUNTING PANTS { 2 LEGGINS 
18 HUNTING CAPS | 1. SKEETRAP COAT 
2 GAME BAGS | 1 SKEETRAP VEST 
4 HUNTING VESTS \ 2 FISHING COATS 
3 HUNTERS’ | 2 FISHING VESTS 
PROTECTIVE CAPES | 6 FISHING CREELS 
7 LEATHER GUN CASES | 5 CREEL HARNESSES 
fo 21 GUN COVERS | 3 WADER SUSPENDERS 
6 SCABBARDS | 3 REEL CASES 
ba 5 CARTRIDGE HOLDERS | 5 TACKLE BAGS 
| 6 HOLSTER STYLES | 2 SPORTSMAN’S BAGS 
3 SHELL BELTS | 6 DUFFEL BAGS 
13 CARTRIDGE BELTS | 2 PACK SACKS 


7 RECOIL PADS TARPAULINS, PAINTERS 
18 RIFLE SLINGS DROP CLOTHS, ETC 
5 SHELL POUCHES ANY CUSTOM MADE 
7 SHELL BAGS CANVAS PRODUCT 
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t / : tED HEAD SRAND COMPANY 
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) y 4300 West Belmont Avenue 
Chicago 41, Illinois 





Bassick 
GUIDES == 


Bassick 


Counter Display 
(No. HD-12CD) 


5” x 112" ZS 
aw 


Also available as 2 ro 
Wall Display Ne. 
(No. HD-12WD) = Qe, 


41 MATA NOOB 28 patentee: eremen P+ 


MOVE FASTER 


with new 
TRY-IT-YOURSELF DISPLAY 


e This ingenious new display invites 
a shopper to see for himself how well 
Bassick Rubber-Cushion Glides 
work. He simply slides cach end of a 
piece of wooden furniture leg over a 
square of carpeting. A Bassick Glide 
is inserted in one end; the other is 
bare. In no time at all he’s sure that 
smooth-sliding Bassick Glides make 
it much easier to move chairs, sofas 
and other furniture without harming 
carpets or floors. A salesman couldn't 
do more! 


YOURS WITH EACH SPECIAL 
GLIDE PACKAGE 
e Your choice of wall or counter 
glide display —at no cost to you— 
containing 52 sets of most popular 
Bassick glides (retail value $23.70). 


Get in touch with 
‘ your Bassick dis- 

q DS tributor. 
<a Bassick COMPANY, 
Bridgeport 2, Conn. In 
Canada: Belleville, Ont 


SEAN, 4 


A DIVISION OF 
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WHOLESALER NEWS 





New Appointments Made 
By Baird Hardware Co. 


AT THE ANNUAL meeting of the 


board of directors of Baird Hard 
ware Co., Gainesville, Fla., the 
following officers were re-elected 
C. A. Pounds, president; S. McK 
Mixson, first vice-president; C. A 
Pound, J1 vice-president and 
secretary, and F. D. Bennett 
treasurer and assistant secretary 
J. M. Long, director of purcha 
ing, was elected to the board to fill 
the vacancy caused by the recent 
death of J. L 
general sales manager. In addition. 
J. Harry Norton was named to the 
board. W. D. Padgett will serve as 
director of sales, according to the 


Lawrence, former 


announcement. 


Hall & Co. Expands 
Capital Structure 
STOCKHOLDERS OF Hall & Co., 


Inc., hardware wholesalers in 
Spartanburg, South Carolina, re- 


cently approved an increase in the 
company’s authorized capital from 
$300,000 to $1,000,000. At the same 
time par value of the company’s 
stock was changed from $100 to 
$10 per share 

Hall & Co., Inc. was organ‘zed 
in January, 1945 by F. N. Hall 
who presently serves as president 
and treasurer of the firm which 
employs 69 persons and travels 12 
outside salesmen 


* 


John T. Everett Co. Opens 
Atlanta Warehouse 


A NEW ATLANTA warehouse has 
been opened by John T. Everett & 
Co., manufacturers’ representa- 
tives throughout the 
South 

W. N. Wilkerson of Memphis, 
Tenn., managing partner of the 
Everett firm, announced that M. J. 
Peters, Everett representative in 
Atlanta, will be in charge of the 
warehouse. 

(Continued on page 77) 


operating 


If their grins are any indication, W. N. (Bill) Huie and Carl Reynolds are 

more than pleased with the size of these bonefish allegedly caught doing a 

recent trip off the Florida keys. Mr. Huie, vice president, Beck & Gregg 

Hardware Co., Atlanta, Ga., and Mr. Reynolds, vice president, Florida Fish- 

ing Tackle Manufacturing Co., were guests of C. A. Pitts and Clay Threeton, 
Remington Arms Co., Inc. 
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1. A new shovel -a new design 
exclusively Ames 


Hollow Back Construction 
with shape and looks of an 
Ames Solid Shank Shovel 


wel Re-enforced rolled sections 


E . ‘th where strength counts. 
ig} a UCfspen 


| A m ES New Ames Burntcote Handle 
SHOCK BAND Finish Optional. 


A light shovel makes light 
work. 


C AMES 2 
Since i 


€ 1774 Po 


Q.AMES CO. 


PARKERSBURG, W.VA. NORTH EASTON, MASS. 
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Display the sign 
of the profit line 


Teeoe ween 


The colorful metal sign on every roll of Dixisteen Fence 
is a sure-fire profit producer, because it sells two wavs 
for you. 

Displayed in your store, the sign calls attention to well- 
made, well-advertised Dixnisrees Fence. 

When the fence is erected, the sign becomes a part of 
the installation—a permanent advertisement of the fence 
you sell, 

Make your store headquarters for Dixistern Fence. 
Barbed Wire and Staples— the profit line. See your whole- 


saler or write us today. 





SELL DIXISTEEL BARBED WIRE 
AND STAPLES, TOO! 


Dinisteet, Barbed Wire and 
Staples are perfect companions 
to Dixnisteen Fenee. Every 
time you make a fence sale, 
suggest that it be topped with 
Dinisteet Barbed Wire, stapled 


ee 9 tll with Dixistee. staples. 
C \ V4 
CY 








Atlantic Steel Company 


ATLANTA, GEORGIA 
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AS THE result of carefully- 
planned promotional activities, 
customer attention is focused year- 
’round on the sporting goods de- 
partment of the O. W. Jones & Son 
Hardware Co. in Thomaston, Geor 
gia. 

O. D. Jones and Haro!d Lifsey, 
operators of the business, em 
phasize, however, that consistently 
successful promotional ideas de- 
pend directly upon some know! 
edge of when, how and how often 
to stage a promotional campaign 

Established in 1910 by the late 
O. W. Jones and two partners, the 
company has promoted its exten- 
sive line of sporting goods for 
decades and the management is 
familiar with the types of promo- 
tion most effective in small-town 
localities. Though the store cat 
ries a complete sporting goods line 
including boats, outboard motors 
athletic equipment, hunting and 
fishing clothing, and other such 
items, guns and fishing tackle re- 
ceive the major share of promo- 
tion and are the major source of 
sporting goods volume 

Headed by Davis 
sporting goods department places 
special emphasis on fishing tackle 
from mid-March on through the 
warm months. During this time, 


Jones, the 
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This well-stocked sporting goods 
department gets year-round at- 
tention from customers visiting 
the O. W. Jones & Son Hardware 
Co. in Thomaston, Ga. Carefully 
planned promotional activities 
have been an important means 
of maintaining the interest of 
customers 


By S. N. Williams 


Major profit from 
Sporting Goods 


This store's sales increased as a re- 
sult of promotional events staged to 
interest the entire community 


special window display 
to attract the 
ous promotional event 


portsmen 


to interest the entire commu 
fishing 

One of the most CCE 
used by the company in 
months was a_ spinning 
show held in the chool 


ful idea 
recent 


nasium and packed with inte! 

for both the expert and the be 
fisherman. In addition to 
hown, factory representa 


Zinne! 
movies 


tives gave demonstrations and ex 
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plained the features of spinning 
tackle, then fairly new to Thomas 
ton sportsmen. At the close of the 
demonstratio! visitor were in 
vited to test the spinning tackle 
and many received help with thei 
individual casting 
The resu if this promotion 
were most ing,’ Jone aid 
Qur local fishing enthusiast 
spinning 


techniaue 


were 
so impressed with the 
equipment that they immediately 
converted to this type fishing. In 
fact, the trend has been so great 


4) 





Spinning tackle has been one of the company's most popular lines since 
the store spinning tackle show, held in the local school gymnasium, in- 


troduced spinning to local fishermen. 


Spinning tackle has since been 


responsible for a major share of sales in the tackle department 


that today spinning tackle repre- 
sents about 75 percent of our total 
fishing tackle volume, exclusive of 
sales of cane poles. Furthermore, 
the demonstration attracted nu- 
merous Thomaston women who, 
after attending the event, became 
ardent fishermen and now pur- 
chase a _ substantial volume of 
tackle from the store.” 

At another time, in cooperation 
with dealers and local sports clubs, 
Jones helped conduct fishing tackle 
classes for fishermen in his terri- 
tory. Customers invited to the 
classes were given instructions in 
the various fishing tackle problems 
which arise during a normal fish- 
ing period: the correct lure to use 
under varying conditions; the 
proper line to select for pulling in 
certain types and weights of fish; 
how to gauge weather conditions, 
and how to select the proper tackle 
for use under various climatic con- 
ditions; how to select the correct 
equipment for fishing in muddy, 
swift, clear and still waters; etc 

“This type of promotion,” Davis 
pointed out, “serves as both a sales- 
booster and a service to the cus- 
tomer, as we learned from the 
number of participants who came 
in to express their appreciation 
and purchase’ various __ tackle 
needs.” 


42 


Perhaps the store’s favorite pro 
motion is a unique window display 
used during the spring of last yea: 
and repeated again this year, i 
response to numerou request 
from customers and_= sidewalk 
pectators. In the large window 
surrounded by sloping patches of 
green grass and other effects to 
give a realistic lake-side atmos 
phere, was a small pool of wate! 
Extending over the water was a 
fishing pole, its line and cork dip 
ping into the water. At frequent 
intervals, the line wouid give a 
slight tremor and the cork would 
begin to bob in the water, first 
slightly and then with spasmodic 
jerks, as though a fish had nibbled 
the bait and finally grasped it 
This action-like display not only 
gave fishing enthusiasts a big 
thrill when the cork began to bob 
but it aroused the curiosity of all 
who saw it, and many came into 
the store to ask what caused the 
bobbing motion. This, of course, 
has remained a closely-guarded 
store secret, building up even 
greater curiosity and resulting in 
numerous requests for the display 
to be repeated again and again 

“This type of promotion has a 
strong appeal to both the sports 
fan and the regular window- 
gazers,” Jones pointed out. “Even 


a person who has never seen a cork 
bobbing in the water will wonder 
what is tugging at the line, and he 
will stand at the window for 
minutes at a time, studying the 
display. Naturally, our sporting 
goods department becomes tucked 
away in his subconscious mind, and 
he will return to the store when 
any sporting goods need arises.” 

In the past, fishing contests have 
been held, with a prize going to 
the entry bringing in the largest 
catch, usually of a designated type 
of fish. Though the store got re- 
sults from these contests, they 
have been abandoned lately for 
larger and more extensive promo- 
tions 

“There is little excuse for a 
hardware dealer to lag behind in 
fishing tackle volume, if he is ag- 
gressive and goes after this busi- 
ness,” Jones said. “Fishermen like 
new ideas and they appreciate 
help, and, more than any other 
type of customer, they will buy 
any new item you offer or any in- 
novation that is displayed in the 
fishing tackle department. Display 
it where it will be seen, and the 
fisherman will bite. What en- 
thusiastic fisherman will turn his 
back on a new lure, hook, or line? 
I don’t mean that fishermen are 
suckers—but that they are open- 
minded to new ideas and merchan- 
dise, and they want to improve 
their prowess in their chosen sport 
A fisherman will try anything 
once, believe me.” 

Fishing tackle occupies a mini- 
mum amount of space at O. W. 
Jones & Son Hardware Co., though 
it is given a prominent position at 
the front of the store. Unable to 
locate a ready-made fixture for 
displaying their large and repre- 
sentative line of fishing rods, 
Jones and Davis designed and 
built their own. Resembling an 
ordinary pyramid display at first 
glance, it contains a special ar- 
rangement at one end to accommo- 
date numerous rods. Here rods are 
placed in an upright position, their 
handles resting on a hip-high level, 
tips extending toward the ceiling. 
About midway the length of the 
rods, and in line with the top shelf 
of the display, uniformly 
notched strip of wood, with the 
rod shafts resting in the notches 
for support and steadiness 


IS a 


The prospective rod customer 
glance the various 
lengths, handles, and general ap- 
pearance of the rods. Also, he 
knows that he is invited to take 


notes at a 


(Continued on page 58) 


SOUTHERN HARDWARE for AUGUST, 1953 





Here's a successful formula for 


Boosting Paint Profits 


By B. Miller Full knowledge of home decoration trends, 
plus an up-to-date stock of paint have 
helped this dealer boost paint sales 20°% 


7 BUILD a really substantial 
volume on paint and _ allied 
products, the dealer must have full 
knowledge of paints and their ap- 
plications, according to Carl C 
Thomas, co-owner of P. L. Hargett 
& Co., hardware dealers in Fred 
erick, Maryland. To gain this 
knowledge and to keep abreast of 
new developments, Thomas makes 
it a point to talk with experienced 
painters and consult them when 
certain paint problems arise. And 
he makes a continuing study of 
manufacturers’ literature and 
guide books 

“Keeping abreast of moderr 
decoration through the home deco 
ration magazines and newspape! 
columns, in order to advise home 
owners who consult you on colo! 
schemes, is of vital importance al 
so,’ added Thomas, citing a 20 per 
cent yearly increase in P. L. Har 
gett’s paint sales to painters, build 
ing contractors and home-owners 
“This is the kind of knowledge 
that any hardware dealer can gain 
by reading.” 

P. L. Hargett & Co. handles two 
full lines of quality paint in a com 
plete line of colors for both in Using a paint chart, Cari C. Thomas, left, co-owner of the company, here, 
teriors and exteriors. Thi in advises customer in results obtainable from use of certain paint 
cludes varnishes, lacquers, oil 
stains, varnish stains, flat oil 
semi-gloss and such exterior paint tance, h 
as barn. roof, and creosote farm and 


“If you do not know the alesmen must be familiar with the dining room. Knowing 
type paint to use on arn hat over! hoice of color. the 


re about light 
f furniture, 


F i help in selecting 
iburbdan trade al! i ct ce r for a bedroom or 
the factors 


answers to some of the questions 
which customers raisé on paint etc. They are qualified to recom paint men inqu 
and painting, learn from painter mend a creosote white paint for onditior pe ¢ 
who visit your store,” Thomas fence a waterproof pain hi olor of rug and draperies, etc 
said. “They can help you out of tops condensation for a these questions, 
unusual difficulties.” wall; a different type of paint 
Knowing what paint to use and the cellar cement floor; and still olor pe bilities from their color 
where to use it is of paramount im- another type for the barn. Fre d guidebook 
portance, he explained. For in quent problems arise when a cu fiving advice, stocking 


for al abl 0 elect various 
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a full line of paints is of utmost 
importance, advises Thomas. Hav- 
ing what a customer wants when 
he wants it is basic to a good paint 
volume, he explained. 

P. L. Hargett & Co. advertises 
paints weekly the year-round in 
the local newspaper. Through the 
spring, summer and fall, all paints 
and their uses are advertised. In 
the winter, only inside paints are 
promoted. During the warm 
months some 500 paint promotion 
letters go out monthly to ac- 
counts receivable customers. With 
this mailing, paint manufacturers’ 
literature is stuffed into’ the 
envelopes, along with statements 
Special prices of a few cents re- 
duction are offered during the 
peak paint periods in spring and 
summer and these always receive a 
good response. 

“But our best promotion is the 
word-of-mouth advertising by our 
customers when they have accom- 
plished a satisfactory paint job,” 
said Thomas, attributing this cus- 
tomer confidence to the advice 
company salesmen offer under 
difficult circumstances. “A farmer 
sees his neighbor’s fence neatly 
painted, and he inquires about the 
type of paint used and where it 
was purchased. Since it is a creo- 
sote white paint that preserves 
wood as well as enhances the ap- 
pearance of the fence, the inquir- 
ing farmer comes to us to make 
sure he gets the same thing. The 
same is true of a good interior 
paint job on a kitchen or living 
room, That’s why it is so im- 
portant to know paint and how to 
confidently instruct a customer in 
getting good paint results. A good 


44 


paint job is self-promoting. It in- 
creases volume.” 


+ 


Mass Display Promotes 
Grinding Wheel Sales 


SAM SpeEIR Hardware _ Co.'s 
large-volume sales of grinding 
wheels is traceable directly to this 
San Antonio, Texas, store’s rou 


tine policy of “giving mass display 
to unusual lines,” according to E 
O. Busby, of the store manage- 
ment. 


Despite a downtown location 
and the usual parking difficulties, 
many factories, industrial firms, 
garages, specialty machine shops, 
etc., depend upon the Speir or- 
ganization for 
their standard and 
odd-sized grinding 
wheels, as well as 
quick _ replace- 
ments. 

Despite a down- 
town location and 
the usual parking 
difficulties, many 
factories. indus- 
trial firms, ga- 
rages, specialty 
machine shops, etc. 
depend upon the 
Speir organization 


More than 35 types 

of grinding wheels 

can be displayed on 

this fixture. Interior 

of fixture contains 

shelves of additional 
stock 


Paint promotion is a yeor-‘round 

affair in this company. Weekly 

advertisements are devoted to 

building sales on this line and 

during the warm months, direct 

mail pieces go to 500 customers 
monthly 


tandard and odd-sized 
well as quick 


for the 
grinding 
replacements 

The store's effective display of 
grinding wheels, shown in the ac- 
companying illustration, flanks 
the left side of the main aisle in 
the store. It is simply a “wedge- 
shaped box” of polished masonite, 
with the front panel slanted back- 
ward slightly, so that every dis- 
played sample is clearly visible 
The interior of the display unit, 
open to the service aisle, contains 
six tiers of shelving, on which 
duplicates of the various wheels 
shown at the front are kept pack- 
aged for swift service to the cus- 
tomer 

Some 35 types of grinding 
wheels, from small models for the 
home craftsman up to heavy-duty, 
12-inch by 2-inch wheels for fac- 
tory use, are displayed on the fix- 
ture at one time. Each is bolted to 
the front, and none is sold unless 
a real emergency arises. A definite 
market has been found for every 
size and type of wheel carried, and 
even though extremely slow turn- 
over may characterize some of the 
less common types, the store glad- 
ly carries them in stock to keep 

(Continued on page 62) 
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Special Services 


which stimulate sales 


A VARIETY of repair services de- 
signed to appeal to almost 
every type customer has meant 
added volume and goodwill for 
Parker Hardware Co., Fairfield, 
Alabama. Owners L. W. Parker 
and his son, John T., follow a 
policy of helping as many cus- 
tomers as possible as often as pos- 
sible. 

Fishermen, for instance, are of 
fered a complete rod and reel re- 
pair service which not only serves 
veteran anglers in the Fairfield 
area, but even attracts sportsmen 
from nearby towns. Rods and reels 
are not repaired within the store 
an experienced repairman from a 
nearby suburb stops by the store 
daily to pick up and deliver tackle 
that has been left for repairs 

Twenty-four hour service is of- 
fered on most of these jobs. Parker 
Hardware Co. receives a small per- 
centage of the repair charge as its 
commission. A_ printed notice 
posted beside the cash register 
calls attention to the repair serv- 
ices. Fishing tackle displays near 
the store’s entrance and in the 


window are used to promote both 
the service and fishing equipment 

Of special interest to carpenters 
and home craftsmen is the store's 
saw-filing service. “We found,’ 
explained Parker, “that there was 
a need for this type of service 
among our customers, so we de 
cided two year 
The number of saws that we serv 
ice has grown rapidly. Also, we 
farm out’ this business, taking 10 
percent of the charge as our com 
mission. Many of our saw-filing 
customers are home-owners who 


ago to install it 


Even the lady customers take od- 
vantage of the special services 
offered by this company. Com- 
pany will have her rod repaired 
in 24 hours. Though profit is 
small from services, they attract 
added store traffic, build good 
will 


By Stuart Covington 


perform their own carpentry work 
around the house. These are good 
prospects for a number of othe 
items, particularly paints and tools 
so we display a complete line of 
small hand tools at our ‘tool bar 
and enjoy a nice business in this 
line.” 

The outside concern which han 
dles Parker's saw-filing work 
maintains modern and efficient 
equipment, and thus is able to as- 
sure dependable work 

The servicing of lawn mowers is 
one of the most profitable of the 
store’s services. Each spring and 
summer lawn mowe! 
owners bring mowers to the store 
for sharpening, oiling, blade ad- 
justment, and minor conditioning 
Mower services are handled on the 
same basis as other service work, 
with an outside individual calling 
for and delivering the mowers. On 
this work, Parker Hardware Co 
receives a 25 percent commission 

This service appeals to a wide 
variety of customers and also 
creates valuable store traffic that 
pays off in added sales. Obviously, 
it helps sell lawn mowers, because 
when a customer’s mower wears 
out, he thinks first of Parker Hard- 
ware Co. Gardening tools, garden 
hose and allied lines likewise re 
spond well to this phase of repair 

ervice 

The tore rental 

(Continued on page 62) 


scores of 


ervice also 


Rod and reel repair service 


Modern saw-filing service 


Floor sander and polisher rentals 


Stock of housewares parts 
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Attracting 


light, and an attractively decorated 
store.” 

The left side of the store con- 
tains merchandise of interest to 
men: tools, electrical goods, plumb- 
ing supplies, and paint; while the 
right side of the store is devoted 
to products of primary interest to 
women: housewares, small ap- 


Open displays on left side of store contain items of interest chiefly 
pliances, major appliances, and 


to men. Tools and related items are grouped, above, in open display 
cleaning supplies. Two tables near 


the entrance are set aside for 
seasonal items, such as garden sup- 


BR cotey PLANNING of both store in the open where customers could plies in the spring and toys at 
Alayout and fixtures has enabled inspect them easily, but we wanted Christmas 

Strosnider’s Hardware, Bethesda, to avoid the cluttered appearance Paint was placed at the rear in 
Maryland, to display openly fully of so many well-stocked stores,” order to draw customers through 
90 percent of its merchandise. All said Walter G. Strosnider, owner the store and thus “expose” them 
100 foot Also, we wanted ample aisle to other merchandise. Near the 


merchandise in the 50 x 
paint display is a table for waxes 


sales area is completely depart space in which to move about, so 
mentized. Every department i we selected island display tables and cleaning supplies. According to 
strategically placed with regard to with 5-foot aisles between. To Strosnider this is a logical arrange 
volume, and every fixture place offer customers maximum con ment, for paints and cleaning sup 


merchandise within easy reach of venience and comfort, we pro plies are closely allied in the 


both customer and sales personne! vided ufficient parking = space minds of many customer e 
“We wanted every product out year-round air conditioning, ample pecially those who are in the midst 
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Shoppers with Open Displays 


of, or who are planning home im- 
provements. 

In line with this 
customers through the 
cash register was set up near the 
rear of the store, so that when the 
customer follows the salesman to 
the register to collect his change, 
he will pass various displays 

However, the over-all store lay- 
out was designed to save the cus 
tcmer steps. “This is evident in 
our concentration of sup- 
plies on two tables near the en- 
trance,” Strosnider said. “Also, we 
display related items as closely to- 
gether as possible, both to save the 
customer steps and to remind her 
of related needs.” 

The island display tables, with 
graduated spaces of 12, 10 and 9 
inches between shelves, are made 
of plywood with white oak trim 
Wall fixtures are approximately 
seven feet high. A shelf at the top 

(Continued on page 56) 


idea to draw 
store, the 


garden 


In this corner of the women's department housewares, small appliances 
and cleaning supplies are displayed together. Below: shopping conven- 
jence is afforded by wide aisles, complete departmentization of goods 


shialadg 
rs 
449, 
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Toy department occupies a space 50 by 33 feet 


$25,000 annual volume from this 


Year- round Toy Shop 


A SEPARATE toy department op- 

erated by Vivroux Hardware 
in Seguin, Texas, has annual sales 
from that department alone 
amounting to $25,000, and sells 
$12,000 worth of toy goods, or al- 
most half the annual total, during 
the Christmas season. 

This seasonal volume is made 
possible to a great extent, accord 
ing to Arthur (Jap) Vivroux, by a 
promotion that impresses upon the 
population the importance of keep- 
ing intact and within easy reach, 
the toy catalog distributed free in 
the fall by Vivroux Hardware 

“When the catalogs are dis- 
tributed just before the heavy 
Christmas buying season of Decem 
ber, we get on the radio with spot 
positions and advise against throw- 
ing away the catalog, or losing it,” 
explained Vivroux 

“We tell the radio audience that 


prizes in trade will be awarded 


Arthur Vivroux, right, shown here 
with Otto Peters, gunsmith and 
sporting goods buyer, puts em- 
phasis on the importance of lay- 
aways in merchandising toys 


every day from then on to Christ- 
mas, but that to be eligible to com- 
people 


pete for any 
keep the catalog. 


prize, 


By Baron Creager 


radio station will 
make a certain number of tele- 
phone calls each day. Picking a 
page in the catalog, the station op- 
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erative will call a number picked 
at random from the telephone 
directory. The individual answer- 
ing for the household will be in- 
formed: “ ‘If you can tell me what 
is on page 16 of the Vivroux Hard- 
ware toy catalog, you will win two 
dollars in trade at Vivroux’s.’ 

“That makes people keep our 
toy catalogs,” Vivroux added 
“and, naturally, the longer the 
catalog stays around the house the 
longer it does a selling job for our 
toy department. It is easy enough 
to distribute such toy catalogs, but 
the important part is to give the 
catalog a tangible value so it will 
be kept and read.” 

The Vivroux exclusive toy de- 
partment occupies a space 50 by 33 
feet, directly across the street from 
the side entrance to the main 
store, which is approximately 67 by 
220 feet. The main store has both 
basement and second story for 
warehouse facilities and, similarly, 
the toy department utilizes an up- 
stairs, also 50 by 33, for storage 
In season, this space is crammed 
with surplus stock and lay-aways 

The toy catalog is one produced 
on a national basis and 6,000 of 
these were distributed by Vivroux 
Hardware. They were distributed 
by hand and by mail, both in 
Seguin and to rural box numbers, 
and this distribution becomes such 
a common topic of conversation 
that the store receives many calls, 
reporting that a catalog has not 
been received, and requesting de- 
livery. 

However, this circumstance is al- 
so used to get people into the toy 
department. Those who do not get 
catalogs are told they can obtain 
them by calling at the toy depart- 


Vivroux “dollers” ore 


ment and Mrs. Martin Schroeder, 
in charge of the department, esti- 
mates that she handed out at least 
200 catalogs last season to those 
who called in person at the toy 
store. 

Mrs. Schroeder is the toy de 
partment “staff” in off season and 
in March the inventory was ap- 
proximately $5,000. But both per 
sonnel and inventory increase sub 
stantially as the selling season ap 
proaches 
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awarded as trade prizes 


It was because he never could 
forget one of his Christmas thrills 
as a youngster that Arthur (Jap) 
Vivroux launched his year-round 
toy department. He recalled: 

“I remember when I was a kid, 
one of my biggest thrills was for 
my parents to take me to see the 
toy displays at Christmas time. 
One day several of us here in the 
store were discussing ways and 
means of increasing business 

“I related for the others the 
thrill I got at Christmas from in- 
specting toy displays. I argued 
that if toys made such a lasting 
impression on me, why wouldn't 
an exclusive toy department make 
an equal impression on the boys 
and girls of today? The outcome of 
that conference was the beginning 
of our exclusive toy department, 
five vears ago.” 

Vivroux has also discovered that 
youngsters are the best toy sales 
men. That i their 
ells their toy desire 


enthusiasm 
to adults 
(Continued on page 64) 


Though the Christmas season is 
the period of heaviest sales, 
store's inventory of toys carly 
in the year amounted to $5,000. 
Department is publicized through 
distribution of a toy catalog 











A STORE remodernization pro- 
gram which involved a cost 
of no more than $3,000 has proved 
to be a profitable investment for 
Raymond Shores, owner of the 
Bentonville Hardware Co., located 
in the Arkansas city of the same 
name. Following installation of 
new fixtures and modern displays, 
sales volume increased 10 percent 
almost immediately. In Shores’ 
opinion this was due directly to 
the fact that virtually all merchan- 
dise handled by the store was dis- 
played openly and afforded easy 
inspection by customers. 

When Shores purchased the 
business, he attempted for a year 
to operate with the old-fashioned 
fixtures and with little change to 
the dark, rather uninviting interior 
of the store. 

“But I soon found that I was 
missing some sales,”’ he said. “With 
half my merchandise hidden away 
and poorly displayed in the show 
cases, I sometimes did not know 
what I had to sell. When customers 
came in and asked for a specific 


Wall shelves, drawers and pyra- 
mid tables similar to that being 
inspected by Shores, above, were 
instalied by the store at a cost 
of $3,000. Pyramid tables, right, 
cre used for display of merchan- 
dise down the center of the store. 
Remodernization program  per- 
mitted virtually ail merchandise 
to be displayed openly 


Modernization 


By S. W. Ellis 


item, I was able to serve them 
usually, but I noticed that very 
little impulse buying took place. I 
tried to make attractive items 
show up on the old fixtures, but 
soon found that the customer 
could not get close enough to the 


merchandise to inspect it. If I 
wanted new volume, it was evident 
that I should have new tixtures.” 

Because he wanted a lighter in- 
terior, Shores decided that light- 
colored fixtures would have the 
best reflecting qualities He 
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selected bird’s-eye maple. At a 
cost of $3,000 he installed side 
shelving and drawers, and was 
able tc place a quantity of every 
item on open display. Pyramid 
tables—well-spaced—are used fo! 
display of merchandise down the 
center of the store. Ample space 
between these tables and wall 
shelves affords customers easy 
movement within the store 

“The attempt to operate with 
the old fixtures made me want to 
place the customer close to every 
item in the store,’ Shores ex- 
plained. “That's why I didn’t want 
that wasted, behind-the-counte! 
space. Now the customer doesn't 
feel barred from any spot in the 
store. He can circulate wherever! 
he wishes, see whai he wents. and 
see the price on every item.” 

Attractive price-marking ‘ 
feature in the remodeled store. The 
uniform white-on-black price tag 
are used for all merchandis« 
Shores never arranges a display 
without this finishing touch. Hav- 
ing attractive and permanent tag 
is a good investment, he explained 


i 


Pays for Itself! 


... with 10% increase in sales 


for the customer can tell at a 
glance what he is going to pay for 
any particular item. Furthermore 
a plain price tag makes the item 
seem a good buy, even though 
there is no actual price reduction 
(Continued on page 66) 





Open display of all 
merchandise has en- 
couraged customers 
to serve themselves. 
According to the 
owner, this means o 
saving of time with- 
in the store and few- 
er salesmen core re- 
quired. All merchan- 
dise is price-marked 
































































































































Looking for a new source of volume? 


Try Sewing Machines 


ee TYPE merchandise will 
serve as an additional traffic- 
builder to bring more women into 
the hardware store, and at the 
same time account for considerable 
additional profit? Dixie Hardware 
Co., Inc., of Crowley, Louisiana, 
found the answer in sewing ma- 
chines. In fact, this dealership sold 
50 units in six weeks; and women 
continue to come in and buy ma- 
chines, months after the special 
promotion which sold the original 
50 units 

The store’s special 
began with an advertising idea 
supplied by the manufacturer—a 
“count-the-dots” type advertise- 
ments, in which prizes were of 
fered to contestants who turned in 
the most accurate count of dots 
which appeared in the advertise- 
ments. From this point on, the pro 
motion was basically a _ Dixie 
Hardware deal. Prizes consisted 
of certificates to be applied on the 
purchase of sewing machines, with 
certificates of the highest value 
going to contestants who entered 


promotion 
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As the result of a modest promotional 
effort, store sold 50 sewing machines 
in six weeks—and sales continue up 


By Ruel McDaniel 


the nearest correct answers. 

The names of contestants formed 
the basis for a list from which the 
store made telephone calls to in- 
duce entrants to come in and see a 
demonstrated; and, of 
purchase 


machine 
course, the winners of 
certificates were prime prospects 

The management trained three 
regular floor salesmen to demon- 
strate the machines. Two models 
were placed in a prominent spot on 
the sales floor, so that no woman 
coming into the store could over 
look them. One salesman remained 
near the machines during the first 
two weeks of the special promo 
tion 

Not only did this modest promo- 


tion sell 50 sewing machines in six 
weeks, but it spotlighted the sales 
possibilities of the item to the 
sales force; and because the sales- 
men have become conscious of 
sales possibilities, they have con- 
tinued to suggest and demonstrate 
ewing machines to women cus- 
tomers. A demonstration unit oc- 
cupies a prominent place on the 
floor at all times, and at least one 
experienced salesman is available 
to demonstrate the unit 

As a result, the company’s sew- 
ing machine sales continue high, 
even six months after the special 
promotion that sold the first 50 
units, according to Guy Gardiner 
secretary -treasurer. 
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Dealers convene for a morning business session 


NRHA Meets in Miami 


Coveren IN the strength of 
future business activity was 
the prevailing conviction as dealers 
representing all sections of the na- 
tion met in Miami Beach, Florida, 
July 12-16 for the 54th annual 
congress of the National Retail 


Hardware Association. 

Little time, in fact, was taken 
up with appraisals of probable 
future business either by speakers 
or by dealers in their informal dis- 
cussions, Principal interest was in 
new merchandising techniques and 
trends, and business sessions were 
devoted largely to consideration of 
these subjects. 


Quick Service Viewed 


The convention's first business 
session, opened by President John 
T. Skolfield on Tuesday morning, 
July 13, proved to be a battle- 
ground of conflicting opinions as 
two leading speakers took oppo- 
site viewpoints of the adaptability 
of hardware stores to the type of 
self-service selling utilized by 
supermarkets and other retail 
outlets. 

An advocate of the self-service 
idea, E. B. Weiss, Vice-President 
Grey Advertising Agency, New 
York City, in his talk, “Making 
Quick Service More Profitable,” 
noted the “dangerously high” 
break-even point in the average 
retail hardware store. Independent 
retail hardware dealers, he said, 
might well consider how they can 
best apply quick service retailing 


to the problem of increasing both 
gross and net. Since the average 
store does half of its week's vol- 
ume in a 12 to 15 hour period, the 
hardware dealer should attempt to 
reduce the number of “‘walk-outs” 
and should make it physically pos- 
sible, in the time available, for the 
customer to buy more rapidly and 
thus buy more 

During these peak hours, 50 to 
75 percent of a store’s total week's 
traffic troop through the aisles 
To stop these shoppers and sell 
them more effectively, there must 
be a sharpening of quick service 
techniques. More time and money 
must be spent on signs, for with 
less personne] selling, more of the 
selling job must be taken over by 
signs, cards and tags. Pre-pack- 
aged merchandise also is essential 
the speaker said, emphasizing that 
under quick service selling, maxi- 
mum stocks must be on the sale 
floor, particularly during the peak 
periods 

Mr. Weiss 
portance of fixturing that will al- 
low open display of all stock, and 
stressed the need for full depart- 
mentization. Of particular impor- 
tance, he said, is the need to cut 


emphasized the im- 


down the time required for the 
shopper to compl te the purcha e 
after making a selection. He point- 
ed to the cash-wrap desk as a com- 
ing development, for it cuts the 
shopper's time and cuts retail 
costs 

The speaker 


phasized the 


particularly em- 
need for keeping 
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merchandise fresh and urged that 
displays be inspected regularly to 
guard against unsalable mercnan- 
dise remaining on shelves indef- 
initely 

Quick service, he concluded, is 
not a quick way to volume and 
profits. It is a whole new tech- 
nique of retailing. It really means 
the development of every device 
that will sell more, more profit- 
ably through sight and touch 


Personal Service 


Taking an opposite view, Wil- 
liam J. Pilat, President, Russell 
W. Allen Co., New York, N. Y.., 
deplored any sales technique for 
the hardware store which would 
take the personal approach out of 
elling. In his talk, “Robots Can't 
Sell Everything,” Mr. Pilat ex- 
pressed the feeling that selling 
hould not be made mechanical 
“Don't contemplate any lessening 
of personal services in those lines 
which require explanation as part 
of the sale,” he said, “‘Remembet 
that upermarket operate on a 
net of no more than two percent.’ 

While check out counters might 
peed operations after a sale is 
made, the speaker expressed the 
conviction that sales will be lost 
if sales people are not present to 
help the customer decide. He 
pointed out that department 
are not resorting to self-service 
and emphasized that quick serv- 


1 


ice utilizing check out counters 


tores 


may cost as much or more as the 


53 





A view of the Industry Luncheon 


sales people eliminated 

In summary, Mr. Pilat stated 
that little of the merchandise sold 
in hardware stores is suitable to 
quick selling or the check out 
system. Further, little pre-sell- 
ing has been accomplished on the 
hardware customer through ad- 
vertising. Therefore, the customer 
must be constantly sold. 

“For the average hardware store 
the check out counter means extra 
expense and slower service. Super- 
market technique is wrong for 90 
percent of hardware stores and 
probably unwise for all. It is the 
selection of goods which deter- 
mines the speed of the sales trans- 
action, and for this transaction 
personal selling is a must.” 


Brasch Speaks 


Speaking on “Profit Margins,” 
Edgar Brasch, a retail dealer in 
Levelland, Texas, had the addi- 
tional task of summarizing the 
two previous talks. He cited the 
favorable aspects of quick service 
and commented on the need for 
personal selling in merchandising 
many lines. In the final analysis, 
“our customers are going where 
they will get the most for their 
dollar, It is up to us.” 

Mr. Brasch urged that both 
ideas be adapted to individual re- 
quirements, keeping in mind at all 
times that “we must about face 
and widen the gap between profit 
and loss.” 

Highlighting the industry lunch- 
eon for men which followed the 
first business session was an ad- 
dress on “Fair Trade,”” by Maurice 
Mermey, Director, Bureau of Ed- 
ucation on Fair Trade. 

“Significant gains were record- 
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ed for fair trade, in both the courts 
and the market-place, during the 
first year of the McGuire Act,” 
Mr. Mermey said. He indicated 
that the U. S. Supreme Court 
might well review the constitu- 
tionality of the McGuire Act dur- 
ing the next 12 months. 

“If the future of fair trade is 
clarified by a favorable Supreme 
Court decision on the McGuire Act, 
the problem of discount houses 
and price-jugglers will dwindle to 
the vanishing point. I am con- 
fident that we can look forward to 
a very high degree of compliance 
with the fair trade laws if the 
Supreme Court, for the second 
time, upholds the constitutionality 
of fair trade.” 

Mr. Mermey stated that court 
victories for fair trade in the first 
year under the McGuire Act “have 
rolled across the country from 
New Jersey to California, from 
New York to New Orleans.” 

On the minus side the speaker 
said, the only unfavorable decision 
of major consequence came from 
the Georgia State Supreme Court 
which held the State’s fair trade 
law to be unconstitutional. Favor- 
able legislation is expected in 
Georgia, however. 

“The efforts of  fair-trading 
manufacturers to make fair trade 
work has, by and large, been char- 
acterized by outstanding vigor and 
determination in this first year 
of the McGuire Act,” he conclud- 
ed, “There is, of course, still some 
chiselling in the market-place, 
but this should be measured a- 
gainst the large number of warn- 
ings and court actions initiated 
against fair trade violators. With 
respect to the state legislatures, 
fair trade’s record still stands: 


not a single fair trade law has 
yet been repealed.” 

The second day’s business ses- 
sion was devoted largely to out- 
lining further objectives of the as- 
sociation’s national advertising 
campaign. 

C. J. Christopher, Manager- 
Treasurer, Minnesota Retail Hard- 
ware Association, in his talk on 
“Life Comes to the irha Program,” 
pointed to some of the accomplish- 
ments of the national public re- 
lations program, then explained 
fully the association’s next pro- 
ject. This will be a nationally ad- 
vertised campaign designed to help 
independent hardware’ dealers 
further benefit from the expand- 
ing “Do It Yourself’ market, As- 
sociation advertising will appear 
in Life magazine during October 
with numerous manufacturers al- 
so participating in the advertising 
campaign to attract more of this 
business to the hardware store 


Necd Store Traffic 


In his talk, “A Wholesaler 
Brings Life to the irha Program,” 
Charles Wheeler, President, The 
Salt Lake Hardware Co., Salt 
Lake City, Utah, stated that “the 
chains have no patent or monop- 
oly on brains, ideas, or success- 
ful operations. They have grown 
in the hardware field more be- 
cause of our own apathy, both 
wholesalers and retailers, than 
through any unusual genius on 
their part. . . . There is only one 
reason why you don’t sell more 
hardware than all competitors 
combined — you don’t have the 
store traffic. .. .” 

Mr. Wheeler then described a 
proposed association program de- 
signed to attract store traffic 
throughout the year by means of 
the sales of specific merchandise 
through an “Item of the Month” 
plan. In this plan one product 
would be specially promoted each 
month of the year as a means of 
increasing store traffic. 

Closing the session, W. H. Gove, 
Sales Development Manager, Min- 
nesota Mining & Manufacturing 
Co., spoke on “Do It Yourself 
And Sell in 1953.”" In today’s com- 
petitive market, he said, success- 
ful selling depends on the retailers 
attitude with customers. “In sell- 
ing,” he said, “be yourself and be 
a good listener. And above all, 
never be afraid to ask a customer 
to buy.” 

The convention’s final business 
session on Thursday morning, 

(Continued on page 69) 


SOUTHERN HARDWARE for AUGUST, 1953 





Promoting Giftware Sales 


By C. Thomas 


A STGRE with a reputation for 

quality merchandise can 
successfully promote expensive 
giftware lines,’ says Mrs. Virginia 
Morris, manager of the gift depart 
ment at Foxworth Hardware, San 
Angelo, Texas, where luxury gift 
items account for a substantial por 
tion of annual sales volume 

“This type of operation she 
continued, “attracts the customer 
of better financial means and taste 
Hence, our giftware department 
serves a dual purpose—it build 


profit and it attri 
fic.”’ 

The uccessful 
quality giftware 
quires wise buying 
decoration of the 
he aid 


fancy fixtures wil 


neithe1 


alone 
“It i 


chandise of 


Bride-to-be, left, with 
help of store sales- 
lady inspects store's 
broad inventory of 
gift goods 
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same is true in crystal, silverware, 
ind figurine 

We have a selection of figurines 
priced at $150.00," M: Morris 
aid And we have a wide selec 
tion of le Sut we 
handle no cheap one In fact, 


expensive one 

there are no uch thing a cheap 
Cheap characte! made 
go by another name in 


id we do not handle 


crystal and 
mostly 
who already have 
nece ities and 
needed for their 
collectors 

where 

Mor 

“With iis line 
Those 
the little ar 
which 


rine are 


who en- 


design 


of well 
the old 
ige to 
de 
cus- 


the alert for wed 


Mr Morri aid 


inued on page fh) 
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“As soon as we hear of an engage- 
ment announcement, I personally 
telephone the prospective bride 
and invite her to visit the store 
and inspect our chinaware, silver- 
ware, and crystal.” 

Once the bride-to-be has chosen 
her patterns, Mrs. Morris jots 
down the information on a 3 x 5 
index card, which will be used to 
inform the _ prospective bride’s 
friends of her selections when they 
visit the store to purchase gifts 

“Brides -to-be usually select 
items that have more or less a 
formal touch,” Mrs. Morris ex- 
plained. “This means that the 
chinaware they select will be 
rather conservative, but of excel- 
lent quality. They will choose 
crystalware to karmonize. In sil- 
verware, the situation is different 
Usually the bride-to-be will have, 
buried deep in her hope chest, her 
table service. She will want flat- 
ware and hollowware to match 
this.” 

However, all brides-to-be are not 
accustomed to formal table set- 
tings and would have no use for 
the more expensive lines. But they 
still can find just what they need 
in the gift department 

“This customer will request 
something a little more colorful,” 
Mrs. Morris explained. “She prob- 
ably will want something modern- 
istic in design, and we suggest 
crystal colored glassware. Perhaps 
99 times out of a hundred, these 
brides-to-be will select a pattern 
in chinaware that can be matched, 
as far as color goes, with their iced 
tea glasses, goblets, and stem- 
ware.” 

Naturally, these informal pieces 
find favor among all brides long 
after the wedding has passed, for 
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they appeal to the home-maker of 
all ages, though they might not be 
appropriate for wedding gifts in 
certain instances 


“Very few customers know ex- 
actly what they want,’ Mrs. Morris 
said. “Often they will not recognize 
what they want when they see it 
We must help the customer decide 

by informing her about the 
merchandise. We never tell her the 
preferences of another customer 
for few women like to be told, even 
in a subtle way, that they should 
copy the choice of another wo- 
man.” 

Throughout the giftware de- 
partment, no display tables are 
high enough to conceal a customer 
from view. This is to insure quick 
and efficient service. “We never 
try to hurry a customer,’ Mrs 
Morris explained. “We encourage 
customers to come in and browse 
But when a customer wants as- 
sistance, we like to be certain that 
a salesperson is within view to note 
the customer’s nod and offer help.”’ 


In buying gift items, stay away 
from those that radiate vulgarity, 
Mrs. Morris advised. “You just 
can't operate a quality gift depart- 
ment and expect to blend in some 
of the variety flavoring 
Cheap items displayed side-by-side 
with quality merchandise will not 
enhance the better merchandise 
They will cause the average cus 
tomer to doubt the integrity of the 
store, Shoppers looking for variety 
store prices seldom wander into a 
store of this type in search of gift- 
wares, But it is easy for the re- 
tailer to misjudge people and buy 
unwisely. Quality, I have found, 
always pleases. It attracts cus- 
tomers 


store 


Successful promo- 
tion of quality gift- 
ware, according to 
these dealers, re- 
quires, first, wise 
buying of widety 
known lines. Attrac- 
tive store decora- 
tion, while helpfui, 
will not alone as- 
sure success 


Attracting Shoppers 
with Open Displays 


(Continued from page 47) 


of the wall fixtures encircies the 
store and provides space for dis- 
of such bulky items as 
bicycles, velocipedes, galvanized 
ware. waste baskets, etc., yet 
places them within reach of both 
customer and sales person. An 8 
x 12 foot glass-enclosed office 
located towards the rear of the 
store, offers privacy for business 
discussions, yet provides the owner 
with a clear view of the store. 


plays 


With no appliance store in the 
shopping center, Strosnider saw a 
big advantage in installing an ap- 
pliance department, thus further 
extending his policy of having all 
household needs under one roof 
Electric washing machines and 
dryers are displayed in the two 
40 x 9-foot windows, while re- 
frigerators, freezers and ranges are 
placed on the sales floor. The dis- 
play windows are backless, so that 
passing motorists and pedestrians 
can see merchandise well towards 
the rear of the store 
excellent  illumina- 
tion are 10 rows of continuous 
streamline fluorescent fixtures 
Combined with natural light in the 
front of the store. this leaves no 
items in the dark and enhances the 
attractiveness of all floor displays 

The inviting Iris back- 
ground was selected because of its 


Providing 


green 


fresh appearance and for its at- 
tractiveness as a background 
against which to display merchan- 
dise. A green and white asphalt 
tile floor, easy to keep clean, com- 
plements the green in the walls. 
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revenue from service amounted to 
10.6 percent of net sales. The serv- 
NARDA Survey Reveals ice requirements of television ac- 
counted in large measure for this 
growth in seivice revenue 
Some slight reduction in the 
e cost of goods sold accounted for the 
eratin osts small increase in gross Margin re- 
ported by dealers participating In 
the survey. The cost-of-goods-sold 
ratio for 1952 was 68 percent of net 
sales or $68 for every $100 of net 


2 
A li n e Dealers ales. This was 0.8 percent less 
or Applianc he 


The 1952 gross margin amounted 

to 32 percent of net sales and was 

the highest since 1949. The 1952 

gross margin on merchandise only 

Handle appliances? Here's a chance was 30.2 percent of net sales, up 

to compare your costs with those of 0.5 percent from 1951, but 0.1 per- 

the exclusive appliance dealer cent below 1950 

The total operating cost ratio 

for 1952 was 28.8 percent of net 

sales ($28.80 of every $100 of sales) 

This was the highest total cost 

ee DEALERS who add to time high for appliance dealers ratio ever recorded in a NARDA 

their profits through sales of Meanwhile, the survey furthe! survey, rising 0.5 percent over 
radios, refrigerators and other ap- disclosed that the cost-of-goods- 1951's previous high 

pliances might be interested in a sold ratio declined for the second Following are some of the fac- 

recent survey which reveals the straight year, permitting a slight tors contributing to this reported 
average cost of doing business for increase in the gross margin ratio high operating cost: 

a major competitor, the exclusive over 1951. Administrative costs accounted 

appliance dealer. From the standpoint of sales, for 20.6 percent of net sales and 

The survey, based on 1952 busi- television sold best and increased included such things as manage- 

ness performances and conducted its share of total sales to 30.8 per- ment salaries, office salaries, com- 

by the National Appiiance and cent, while refrigerators accounted pensation for salesmen and serv- 

Radio-TV Dealers Association, re- for the second largest percentage icemen, vehicle expense and other 

veals a sharp increase of 8.8 per- of total sales, 19 percent. Follow- administrative expense 

cent in dollar sales and a jump in ing in order were: washing ma The ratio of owners’ or man- 

the rate of turnover from 3.3 to chines, 15.9 percent; ranges, 9.3; agers’ salaries to net sales 

4.4 times. However, the percentage radios, 3.3; freezers, 3.1; vacuum amounted to 3.6 percent for 1952, 

of net profit showed only a small cleaners, 1.4, with sales of all a drop of 0.5 percent. Office 

gain, to 3.2 percent, for in a year other items amounting to 17.2 per salaries accounted for $2.10 out of 

of heavy sales, dealers, at the same cent. each $100 of sales, or a ratio of 2.1 

time, were plagued with operating The growing importance of serv percent. This was a new high 


costs which moved to a new all- ice is reflected in the fact that (Continued on page 70) 





Operating Cost and Profit Ratios, 1946-52, as reported by members 
of the National Appliance and Radio-TV Dealers Association 





National Averages 
Line Item 1952 1951 1956 1949 1948 1947 1946 


1. Net Sales* . : 100.0 100.0 100.0 100.0 100.0 100.0 100.0 

2. Cost of Goods Sold** 68.0 68.8 69.2 67.2 68.7 67.0 66.1 

3. Gross Margin (Line 1 minus Line 2) 32.0 31.2 30.8 32.8 31.: 33.0 33.9 

4. Total Operating Costs ‘(A thru E) 28.8 28.3 24.8 27.6 26.7 26.2 25.4 

A. Administrative 20.6 16.9 19.1 6 18.2 18.0 

(1) Owners’ and/or Managers’ Salaries 3.6 f NS NS 

(2) Office Salaries 2 NS NS 

(3) Salesmen’'s Pay : 48 4.8 

(4) Service Men’s Wages and Expenses 41 3.3 

(5) Vehicle Expense NS NS 

(6) Other Administrative Expense NS NS 

B. Occupancy Expense 3.0 3.7 

C. Advertising Expense 2.1 19 

D. Bad Debt Losses 02 18 
E. All Other Expenses ....... 2.7 


5. Net Operating Profit (Line 3 minus Line 4) 6.8 5 





~— = 


na] fm a) 
lo oO 


NNR Se 
~~ 


Nenmev 
wo 
co te tS 





* Includes revenue from service 
** Includes cost of service parts and supplies 
NS Not segregated in 1947 and 1946 survey schedules 
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It's Not Too Late!—Rickenbacker 


(Continued from page 28) 


to speak out and take issue with a local, state or na- 
tional official. 

Now, when governments collect and disburse each 
year more than 30 percent of the aggregate of all in- 
comes, and when governments are our chief business 
organizations, and regulators of private business, all 
citizens are substantially beholden to and dependent 
upon the favors of governments at one level or an- 
other, and must deal with the officials of governments 
in seeking to obtain their fair shares of benefits, 
subsidies and permits. 

As we have observed in the efforts of the new 
national administration, it is not easy to correct a 
trend in government that has gained such momentum. 
but it rests on men and women such as you readers, 
who have character and intelligence and qualities of 
leacership, to make your influence felt in the right 
direction. 

As I emphasized before, it is as easy for a nation 
as for an individual—to surrender to the placid 


custome! 


have one each of several 


sweetness of death. It takes courage and strength for 
a nation to live. 

We must fight for our American Way of Life. But 
dellars and bullets are not enough. If we pin our 
hopes on these alone, we are doomed to fail. We must 
have spiritual rearmament as well. On our people 
has fallen a responsibility, greater than that of any 
other people; you and I, loyal custodians of our 
precious heritage, have our part to perform. 

Let us acknowledge and be grateful for the bless- 
ings of freedom which God has given us. 

Let us, therefore, pray every night for the strength 
and guidance to inspire in others the gratitude, the 
obligations and the responsibilities that we owe to 
this great land of ours for the sake of future genera- 
tions—our boys and girls—our Leaders of Tcmorrow. 
Then, and then only, can we say when the candle of 
life burns low, “Thank God I have contributed my 
best to the land that contributed so much to me.” 


REPRINTS up to five will be furnished without charge 
Larger quantities will be supplied at cost, 3¢ each 
W. R. C. SMITH PUBLISHING COMPANY 
806 Peachtree St., N. E., Atlanta 5, Ga. 


In addition to the various dem- 


Major Profit from 
Sporting Goods 


(Continued from page 42) 


any rod from the display to test 
and inspect it. Each item is clearly 
price-marked with tags, so that, if 
he wishes, the customer may be 
left alone to select the rod he 
needs 

Shotguns and pistols have shared 
equally with fishing tackle in the 
store’s promotional efforts and 
sales volume in these lines has 
been substantial. As in tackle, the 
inventory in this line is widely 
representative of the many models 
and styles offered by the manu- 
facturer; but to avoid dead stock 
and to enable the store to keep up- 
to-date with new models, Jones 
does not stock heavily on any one 
model. Instead, he limits the in- 
ventory to expected demand and 
re-orders at frequent intervals 

“This is the most satisfactory 
method of handling gun inven- 
tories, in our case,’ Davis said 
“We display some models that are 
rarely called for, because they are 
samples of big-game and other 
special types. Primarily, these are 
stocked to interest our regular gun 
customers, who like to handle and 
inspect these unique firearms but 
who rarely have occasion to pur 
chase one. Hunting equipment 
actually is an obsession with many 
sportsmen. In fact, a few of our 


58 


of the models we carry, simply be- 
cause they love guns and want a 
big collection. Though we do not 
especially cater to this type of 


sportsmen, we like to be known 
for having a large and widely 
representative line of both rifles 
and shotguns.” 

Promotion of guns, in 
ways, is similar to the store’s pro- 
motion of fishing tackle. Recently 
a marksmanship demonstration 
was staged on the outskirts of 
town. Cooperating with the manu 
facturer on advertising and pub- 
licity, Jones invited factory repre- 
sentatives to visit Thomaston and 
conduct a marksmanship exhibi- 
tion with shotguns, rifles and pis- 
tols. This event drew a large 
crowd of local sportsmen, repre- 
senting every age bracket, and 
created much interest in hunting 
and target practice 

Also during the hunting season, 
the store arranged a special dis- 
play window, featuring a log cabin 
interior as a background, with 
practically every hunting § item 
shown. Around an old-fashioned 
stove were placed unlaced boots, 
for example, to give the cabin a 
atmosphere. This 


many 


well-occupied 
display, set up in the early fall, 
consistently reminded hunters of 
needed equipment and also served 
to introduce new hunting novelties 
and accessories 


onstrations and displays used by 
this company to increase sporting 
goods sales, many services are of- 
fered to sporting goods customers 
throughout the year. One of the 
most effective of these is the year- 
ly gift of calendars 

“For the past 10 years we have 
distributed sporting goods calen- 
dars to our regular customers and 
to hunting and fishing lodges 
throughout this section,” Jones ex- 
plained. “They proved their value 
when strangers began to visit our 
store, stating that they had seen 
our calendars in various lodges 
and camps and would like to see 
our sporting goods lines. Early 
last year a prominent Atlanta 
doctor came in. told me that he had 
seen one of the calendars in a 
Florida fishing camp the previous 
year and that he wanted to pur- 
chase some fishing tackle before 
continuing on to Florida for an- 
other fishing trip. We naturally 
were impressed with the fact that 
this busy physician, after a year’s 
time, had remembered our calen- 
dar and its sales message. Numer- 
ous such instances have proven the 
value of this one advertising out- 
let for us; and we intend to con- 
tinue our calendar promotion of 
sporting goods hereafter.” 

Another service to customers is 
the store’s up-to-the-minute re- 
ports on weather and fishing con- 
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Why does AMERICAN make 
All Basic Chain Patterns ? 


@ Although two chains may look alike, their end 
uses differ, resulting in poor service if a substitu 
tion is made. For instance, the three heavy 
welded chains in the middle above appear almost 
identical except for size. Yet one is designed for 
general service where great strength is not re 
quired, one is for logging, while the third is for 
heavy duty service. 

The same thing applies to the weldless chains. 
Take the two stamped, flat link chains: the 
safety chain near the left, and the sash chain 
near the right side. One has only to keep some 
thing from being lost; the other must carry 
weight and run over a pulley. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


Alike in looks, yes — but that’s as far as it goes. 


““AMERICAN 


makes all basic chain patterns so you can sell the 


Probably we can suffice by saying 


best (and most economica!) chain for every use 
Check your stock. Mark down the items to be 
reordered not stock 


ing now so you can sell your customers the cor 


and—other items you are 
rect chains for each of their requirements. Your 
AMERICAN CHAIN wholesaler stocks many pop 
ular numbers. He can get any 

Write 


if you don't 


others for you 
York ofhice 


know his name 


our 


American 
Chain 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco. Bridgeport, Conn 
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Save Porcelainware Profits 


from being ‘Smashed 


to Smithereens” 


Another Selmout First... 


Scientific Packaging 
That Increases 
Damage-Free Delivery 


With Belmont Titanium Porcelainware you're 

practically rid of the headaches of damage claims to 

carriers ... time and money-wasting waits for replacements. For 

Belmont “Drop Tested” shipping packages not only meet the 

high standards set by The National Safe Transit Committee, but exceed 
them by 50%. More items go right 
from carton to counter in clean, 


GU AR AN TEE saleable, perfect condition. 


of Zelmont Enamel 
This utensil complies nat Butea ‘ P fit b Be ’ r Q li 
aires oyds, Commercial Sandaed rofit by Getexone Quality 
7 « 
Coit Department oe 5 Only Belmont carries the label that guar- 
THE BELMONT BONY ) antees top quality for your customers’ 
— patentee ono. ve ) utensil dollar. Inside that durable gleaming 
quae The Midge Toot Co, Elvis _4) white porcelain are only the finest mate- 
™ rials, to produce the constantly uniform 
product your customers want. Dealers who are “going 


Belmont” report volume, turnover and profits are UP! 


Profit by Sedo«c Appearance 


When displays of shining white Belmont ware take 
the place of dusty remnants and job-lot bargains, ring- 
ing cash registers prove that “eye appeal’ is real 
“buy appeal”. 


Profit by Sedrco«c Popular Prices 


Your customers buy all the Belmont ware they want for 
the price of a piece or two of those fancy, expensive 
metal utensils—and don’t think that isn't important to 
a lot of budgets! Volume production makes possible 
the best buy for utility and beauty on the market. 


Turnover's faster, profits are greater with Belmont! 
Insist on Belmont from your wholesaler. 


Top Quality, Popular Priced Belmont PORCELAINWARE 


Made by Gelmou L division 


The Ridge Tool Company 
111 Belmont Street, New Philadelphia, Ohio 
Colander 


MAIL THIS COUPON FOR CATALOG 


-_—- , @ 
Memo to © clercei 
Please send me latest catalog of Belmont Titanium Porcelainware 


Name 
Store 


Address 
City Zone State 








ditions in Florida and other adjoin- 
ing vicinities. This information Is 
sent into the store weekly frem 
rod and gun lodges throughout the 
area. This data, along with river 
and stream maps, is posted directly 
behind the fishing rods on the rod 
display, where they are clearly 
visible to the customer as he in- 
spects the rods. Local fishermen, as 
well as out-of-town customers, 
have commented on the help which 
these notices offer, and many pay 
the store a weekly visit to note the 
most recent reports—and to pur- 
chase sports equipment 

Availability of hunting and fish- 
ing licenses within the store also 
has proven a worth-while traffic 
builder and customer service, as 
well as a good source for obtaining 
name for the tore’s sporting 
goods mailing list. “When you sell 
a license, you find out the cus 
tomer’s name. his address, age, and 
other personal facts,” Davis said 
“We make up our mailing list 
from these, and each recorded 
name receives notice of our vari- 
ous sporting goods promotions and 
any advertising or promotional 
material we send out.” 

A fishing enthusiast himself 
Davis has accompanied customers 
on fishing and hunting trips often 
demonstrating his new lines and 
accessories and building good-will 
for the department 

Unique in most sporting goods 
departments is the offer to stuff 
and mount sportsmen’s prized fish 
fowl and animals. This work is 
ent out to a reliable and profes 
ional taxidermist and later is re 
turned to the customer. Though 
the store offers this service to the 
public without profit, it helps to 
attract sportsmen and builds good 
will among both old and new cu 
tomers, Jones pointed out 

These are the leading promo 
tions used by Jones and his son to 
increase sporting goods sale But 
Jones has till another word of 
advice: 

‘My first advice to the hardware 
dealer who wants to increase 
porting goods volume is this: Pro 
mote your lines in the way which 
will best please sports enthusiasts 
in your area. When you stage a 
promotion, go into it whole 
heartedly and plan your event so 
that your invited guests will enjoy 
and benefit from it, regardless of 
whether or not they buy merchan- 
dise from you immediately. The 
sales results will follow in the 
wake of a well-planned and effec 
tive promotion, Cooperate in every 
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(yit’ar] Sensational OLI 
| Battery Discover 


BIG NEW PROFIT-BUILDER FOR DEALERS! 


Magic New Ingredient-SOLINITE 
—Appeals to Battery Customers 


No more sticky ooze to short batteries and ruin flashlights! 
Olin’s new Size “D” Leakproof battery made with SOLINITE 
—an exclusive Olin development—gives you something 
really new and different for your customers. Alert dealers 
will find it the biggest sales-builder in battery history! 


107,000,000 Advertising Messages 
Pre-Sell New Olin Battery 


Starting in September, Olin will launch a big advertising 
campaign in SATURDAY EVENING POST, LOOK, COLLIER'’S, 
BOY’S LIFE, TRUE, OUTDOOR LIFE, FARM JOURNAL, COUN 
rRY GENTLEMAN to pre-sell your customers on new Olin 
Leakproof Batteries, 


NEW COUNTER DISPLAY UNITS 
BRING 35% PROFIT TO DEALERS 


Colorful, compact, profitable! New Olin counter display 
packages are ready for business in seconds. Your profit 
per unit: 35% 


OLIN INDUSTRIES, INC., ELECTRICAL DIVISION, NEW HAVEN 4, CONN. 





IMPORTANT 


TO ALL DEALERS 
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THIS GUARANTEE ON EVERY BATTERY 


damage flashlight send ; 


48 Olin Size “D" Leakproof 
Batteries — Extra long shelf 
life. No dating required, Ex 


tra profit for dealers, Retail 


48 Olin No. 1511 Gucranteed 
Batteries — Long-life guaran- 
teed battery to sell at 2 for 25¢. 


An Product 


*Corrosion inhibitor 


BE THE FIRST TO BRING SENSATIONAL NEW OLIN BAT- 
TERIES TO YOUR AREA—ORDER A BIG SUPPLY TODAY! 





way possible with your local gu 
and tackle clubs, gaining the 
confidence and sharing their en- 
thusiasm while subtly impressing 
them with your sporting good: 
lines. Determine your best mean 
of advertising and stick with it 
3ut above all, and I emphasize thi 


? 


point: don’t hold promotions toc 


6 ; 
Greenlee Chisels ics aaes eaneane eae 
or three in one season on the same 


line is not a good policy, I have 





found. One big promotion a yea! 


: for each sport is best—and its re 
m u | Ing ults will last the year-round 
Recceeieeeeillll 


+ 


customers for you! Mass Display Promotes 


Grinding Wheel Sales 


(Continued from page 44) 


customer atisfied 
The display is located just 

front of a complete display o 
power tools, which extends all the 
way back to the rear of the store 
“While grinding wheels of thi 
When vou sell a Greener chisel, vou at type may be long lasting and du: 
able, the chances are that they are 


selling the means to fine workmanship at 
badly needed when breakage «« 


sure satisfaction. Each Greener chisel ‘ curs,”” Busby said. “Knowing that 

we can quickly replace any 

highese quality carefully balanced 
wheel, of any material in use, ha 


blade is selected tool steel that long retains won us a lot of goodwill from cu 

; tomer and it insure their re 

its fine-cutting edge. Attractive green turning to us for other items a 

plastic handle provides comfortable, sure ociated with thei: particul: 

fields 
grip. Available in Socket Butt, Socket 

Firmer, and Tang Butt types. Sell them in 


sets Shown below for extra volume! Stocked 
Special Services 
Stimulate Sales 


complete information. (Continued from page 45) 


wholesalers. Write for 


has been responsible for attracting 
added store traffic. As is usual] 
the case, most calls are for the 
floor anding machire and_ the 
floor polishing machin Sande 
and polishers are rented for $3.50 ; 
me , half-day or $6.00 for 24 hour 
ms F =: They remain in service appre 
=e 7s mately 50 percent of the time, a 
cording to L. W. Parker. To kee 
these machines in good conditior 


Sets of four GREEN wee chisels 


" + imnfal ore 
LEE chisels in hard metal-edge fibre the Lore maintall a rvi at 


wood cases. it complete with i upp 

t I anae 

and work bencl Machine 

are checked carefully it 
rental to in 


GREENLEE vonek 


We also carry a lin 


ware p : tr added 


part fo any V pe 


percolato 


GREENLEE TOOL CO., 1828 Herbert Ave., Rockford, Illinois waffle irons and similar applian 
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PACKED 
IN 
COLORFUL 
DISPLAY 
BOX 


Illustrated sheet inside cach tray “tells 
and sells” the many fine features of 
Swiftee paint rollers. Remember, 
every roller you sell stimulates paint 


business 


M, 
Guaranteed by "4 
Good Housekeeping 


‘fp 


N, NS 
ST AS ADvERTISED wer’ 











No. C$-13 
6-Piece Set 
Retail $13.95 
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“BOOK-LIKE PACKAGES FOR BETTER GIVING | 


Imperial Veri-Sharp DeLuxe sets, packed in these sales promoting “Books,” are as 
outstanding a cutlery gift as one can find... anywhere. Frigid Tempered, high-carbon 
stainless, hollow ground, precision honed blades with Strata-wood Handles, provide all the 
successful sales features expected of fine cutlery—at prices that are suprisingly reasonable. 

The beautiful “Book” packages, with gold lettering on green leather-finish binding stand 
out on the counter—stop traffic—make sales. Ask about this DeLuxe cutlery line now. Sold 
only through distributors. 


THE KNIFE THAT MADE STAINLESS HISTORY 


Imperial pioneered it... the first Stainless Dinner Knives produced with hollow handles. 
They have high-carbon Stainless blades, Frigid Tempered to hold a keen edge...make 
tough cuts easy. A permanent joint prevents loose blades. The complete Stainless line by 
Imperial is a joy to behold. The high polish and warm lustre look like Sterling. Yet the 
prices are surprisingly low... Dinner Knives illustrated, No. K2-4 “Felicity,” left and K1-4 
“Cape Cod” right, retail for $1.25 each. Try this fine Stainless...and see it sell. Sold 
through distributors. 


a 
mperia KNIFE ASSOCIATED COMPANIES, INC. 


Cs — —" 


General Sales Office: 1776 Broadway, New York 19, WN. Y¥. 


ONE OF THE LARGEST PRODUCERS OF CUTLERY IN THE WORLD 
Imperial Veri-Shorp Deluxe Household Cutlery Imperial Jack-master Pocket Knives 
Imperial Veri-Shorp Household Cutlery Ulster Pocket Knives 
Stainless Tableware by Imperial Schrade. Walden Pocket Knives 





There is a constant demand fo 
these items. Although there Is not 
much profit in them, customers ap- 
preciate our carrying them, and 
they have proven excellent traffic 
builders 

For instance, Parker explained 
a housewife who comes in for a 
coffee percolator screw may be at 
tracted to a newly arrived double 
boiler or pressure cooker, and a 
sale may result. Then, too, as u 
the case of lawn mowers, Parke: 
Hardware Co. is remembered by 
customers when their housewares 
become unserviceable. Also, home- 
owners like to buy merchandise for 
which they can obtain spare parts 

This combination of special 
services has enabled the store t 
attract a wide variety of customers 
and to bring them back often. Fo: 
instance, a fisherman who brings 
in a rod for mending may later re- 
turn with his lawn mower to have 
the blades adjusted. A housewife 
who rents a floor sander may re- 
turn, at a later date, to buy a per- 
colator handle. Each visit means 
added opportunities for impulse 
purchases from the carefully ar- 
ranged displays throughout the 
store, Parker said 


° 


$25,000 Annual Sales 
from This Toy Shop 


(Continued from page 49) 


It was pointed out to Vivroux 
that within a period of 30 minutes 
an observer had noted that five 
youngsters entered the toy store 
accompanied by one or both 
parents, and that in each case a 
sale was made. 

“Oh, we get a wonderful traffix 
in kids,” agreed Vivroux, “‘and we 
welcome it. You don’t need a 
Christmas season for toy sales 
Whenever we get anything new in 
the way of toys we advertise it on 
the radio and we also do some 
newspaper advertising. Then at 
Christmas season we have electric 
trains running and we have other 
animated displays 

“That all helps build traffic 
But when boys and girls see 
something they want, they prove 
to be excellent salesmen_ selling 
the idea of getting them what they 
want to mother or father. There j 
less difficulty selling the same ide: 
to grandma.” 

Vivroux hi found, however 
that he best easonal traffi 
builder for a toy department is 
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Your Customers Know 
and Buy J&L Ware 








Turnover and profit on the sale of galvanized J&L Ware is priced to cover the big volume 
ware are yours when you stock and display market... and yield a healthy profit to every 
the J&L line. People know the J&L name— hardware dealer. Your local Hardware 
they have confidence in its reputation for Jobber can give you complete information 
quality and sturdy service. They buy it when on prices and deliveries. Call him today—get 
they see it in your store. those extra profits with J&L Ware now. 


M}:iMm JONES & LAUGHLIN | STEEL CORPORATION 
pi iaal NEW YORK 17, NEW YORK 


Galvanized Ware Plants: Toledo, Ohio, and Acianta, Georgia 
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Announcing the new... 


Oxco 


a big new market with 
this new Oxco broom! 


Here's a new tough-fibred broom for sweeping all 

outdoor surfaces. It's ‘‘push-broom” style 

(preferred by maintenance men for years) for 

easy, non-tiring sweeping. Ranch House quickly 

removes cut grass, weeds, litter and dirt 

keeps the ‘‘outdoors”’ as neat and clean as the 

indoors. Outdoor living is climbing fast in 

popularity ... surveys show 44.8% of 

America’s new homes are Ranch Style, with 

large areas of outdoor living space. Hun- 

dreds of thousands of ranch style homes, 

plus millions of home-owners with hard Advertised in: 

surfaced walks, garages and basements, 

spell a big new market for you. A mar- Reaching over POST 

ket you can sell in volume, at a profit, 8,400,000 

with Oxco’s Ranch House broom home-owners 

with outdoor 

to place your order. If he’s not yet gp Pb 

supplied, send us his name and money to buy 

receive colorful Catalog Sheet “Ranch House” 

in return in volume... 
from your store. 


Contact your nearest jobber today 


meg PHONE Your 
A, «=: JOBBER 
Yat 
\\ 4 


\ 


TODAY 


Sandy yellow 14” hardwood block, , ' wa) 
firmly stapled with long-wearing brown f 
and white fibre mixture 4” red ~ os , 
lacquered wood handle with threaded — 

’ HE 
metal “‘screw on" cap, hanging ring on BRUS Ss 
end. Brush-head in individual 3-color 


0 for counter o nndow display. 
a ee OX FIBRE BRUSH COMPANY, INC. 


preocaicn J0lablahed /SSF maariano 
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tock of fireworks, where city 
ordinances permit. He says, “the 
kids of today are just as red- 
blooded as we were as kids and 
they like fireworks In Seguin 
city ordinance permits sale of fire 
works, but not the discharge there- 
of. within the city limits. Strange 
ly, however, fireworks sell best at 
Christmas and New Year, with not 
much interest in pyrotechnics for 
July 4 

There is another reason fo! 
having a toy department, as I look 
at the proposition,” said Vivroux 

“The youngsters who buy toys 
are going to be hardware cus 
tomers some day. So I want them 
to get the habit of patronizing a 
tore that bears the Vivroux name 

“Oh. there will be some loss from 
pilferage in a toy store and there 

no diplomatic solution that I can 
think of. No solution that would 
not also scare off the customers 

And there is a certain amount 
of loss from damage. Especially i 
that true in the case of toys that 
must be wound before they will 
operate. The kids come in to see 
the toys and it is only natural they 
want to wind them up and see 
them function. You can’t remon 
trate and keep your traffic. From 
the viewpoint of parents, it’s all 
right for the offspring to wind a 
toy, put it on the floor and watch 
it go.’ 

Vivroux agrees that from thi 
practice he accumulates some dam 
aged toy stock. But he has found 
what he considers the best way to 
dispose of this damaged merchan- 
dise and keep the stock clean 

“Every year we gather it all up 
in boxes and donate it to some 
charitable organization that will 
have the damaged toys repaired fo: 
free distribution to poorer families 

‘I've found that the best way 
to keep a toy stock clean. Such 
damaged stock is not just dead in 
ventory, occupying space that 
hould be occupied by merchan 
dise that will sell. That damaged 
stock is a discouraging factor. I 
find that the more I look at it the 
more it bothers and depresses me 
So I am better off to give it away 
and be rid of it.” 


. 


Modernization Pays Off 


(Continued from page 51) 


Thus, price tags are used in the 
windows and on all di played 
nerchandise. Where they cannot 
be attached to bulky items, such 
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BOX AND OPEN END 
WRENCHES AND SETS 
Drop forged of the finest Alloy Steel 
and Triple Plate, Chrome finished, 
these NONE BETTER Wrenches are 
designed to stand up under hard 
and constant use. Complete, matched 
Sets for practically every service need 
include Engineer's Sets, 15° and 45° 
Box End Sets, Combination Box and 
Open End Sets and Tappet Wrench 
Sets. Each Set in sturdy, compact 

Leatherette Roll 


; ieeeeme } 


la: 


iter ee 


CARBON TOOL SETS 

Quick-selling NONE BETTER Carbon 
Socket Wrench Sets packed for con- 
venience and security. Versatile 19 
piece combination with both '2" and 
ts" Drive Sets, 11 piece '2” Drive 
Set and pocket size 7 piece ‘2 Drive 
Set, each in Handle Lock Con- 
tainer of red enameled steel. 
Also compact 8 piece Set of 
42” Drive Ell Handle with 7 
Sockets strung on” for easy 
storage. 


THE NEW BRITAIN MACHINE CO. @ NEW BRITAIN, 





One of the many NONE BETTER 
Alloy Steel Sets — 34 pieces 
and ‘«” squore Drive. Sockets are 
12 and 6 pt. for hex nuts, 8 pt. 
for square nuts. Selection of most 
useful Drive Parts. All in sturdy 
metal Kit Box. Other Sets in Ya", 
ta", '2" and °4" Drives. 





Customers BUY when they SEE what 
they need in your store... remind them 
and you SELL them! That's the profit-making prin- 
ciple behind this unbeatable array of NONE BETTER 
Tools and Sales Aids. Your customers see the hand- 
some, rugged construction of NONE BETTER Tools, 
feel the comfortable grips and perfect balance, and 
then—they buy! Thus NONE BETTER’s great line-up 
of popular Tools and eye-catching Displays makes 
Tool sales easy and profitable for you. Ask for the 
details today! 


Complete range of thin wall Socket Wrenches of finest Alloy 
Steel, carefully heat treated and precision broached. Triple 
Plate, Chrome finish. Openings from 3/16” to 2” in the pop- 
vlor ‘4, 48", 2" and 34” Drives. Available in 6 and 12 point 
openings for hex nuts and 8 point openings for square nuts 
Also Flex Sockets in *s" Drive and Extra Deep Sockets in *s” 
and '2" Drives 


Available in '4", 9%", "2" and 34" Drives, NONE BETTER Drive 
Parts provide sturdy, compact strength and hand-hugging 
grips without useless weight or bulk. Specially populor are 
the Reversible Ratchets, Flex Handles, Speeders and Univer- 
sal Joints. All Drive Ports with the NONE BETTER “Keyless 
locking” feature and Triple Plate, Chrome finish for long 
rust-free life. 


CONN. 
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Here’s one game hardware 
dealers can always win be- 
cause it’s always Dealer's 
Choice .. . as well as Cus- 
tomer’s Choice. 
SANDVIK HAND SAWS 
and SHARK BRAND 
CHISELS are two of a 
kind—both are made from 
the same premium Swed- 
ish Stee! — both are un- 
excelled in design and 
performance —both prove 
aces high with your pro- 
fessional customers — the 
carpenters, 

When your customers use 
SANDVIK HAND SAWS 
or SHARK BRAND 
CHISELS, substitutes are 
a gamble because it’s a 
sure bet they expect the 
best steel... Swedish 
Charcoal steel. 


SHARK BRAND 
SWEDISH 
CHISELS 


e 
WRITE FOR THE 
CATALOGS ON 
SANDVIK HAND SAWS 


AND SHARK BRAND CHISELS 


Jfandvik faw & Joo! mn 





Division of Sandvik Steel, Inc. | 
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as garden tools, cans of cleaner 
and paints, the price is clearly 
marked on the item 

“This system helps when we a 
make a_ price-reduction, for the 
customer can see the original price 
mark and knows that he is getting 
a bargain,” Shores said 

One of the most profitable ad 
vantages in modernization Is the 
saving of time within the store 
he continued. Fewer salesmen are 
needed to serve more customers. In 
many instances the custome 
makes his own selection from the 
well-stocked displays 

“T noticed an increase in volume 
as soon as I installed the new fix 
tures. Most of my customers com 
mented on items that they did not 
know I had, because they had been 
hidden away.” 

Shores pointed to his paint de 
partment as an excellent example 
of how well-displayed merchan- 
dise results in increased sale: 
Paint is displayed on the _ side 
shelves, with no counter in front 
to block the customer’s passage 
Every can is clearly visible, fron 
the small one-half pint cans of 
enamel to the large 5-gallon cans 
and every can is clearly price- 
marked 

After the customer has selecte« 
his paint, he sees at his fingertip 
a wide selection of other related 
items which he needs or can usé 
Sandpaper, attractively and con 
veniently arranged in_ slanting 
bins, adjoins the paint display 
Caulking compounds and_ guns 
patching plaster, crack filler 
weatherstripping, paint brushes 
and other such items are show: 
nearby 

“With the small paint inventor 
which I maintained with the old 
fixtures, volume was substantiall\ 
smaller than at present,’ Shore: 
said. “The paint customer buys be 
cause he sees more to buy. Much ef 
this is impulse buying. And he re 
sponds to better salesmanship be- 
cause we, too, are stimulated by 
the many items we display on the 
new fixtures.” 

Sales of housewares and house- 
hold cleaning items also hav: 
shown a marked increase since be 
ing displayed on the new fixtures 
Women, Shores pointed out, buy or 
impulse even more so than men 
At housecleaning time, when the. 
come in for one item, they bu 
several others, provided their at 
tention is called to them. Sales of 
cleaning items, such as wax, flo 
cleanet furniture polish, et 
have almost doubled ince they 


SOUTHERN HARDWARE for AUGUST, 1953 





were placed on new fixture 

Although Bentonville has been 
a tourist's town for many years 
Shores previously attracted little 
of the tourist's trade. When hi 
modernization was completed 
however, tourists began to pay his 
store frequent visits. The window 
and several of the front display 
show attractive tourist items at all 
times now. These need not be in 
the gift line, he said, for tourist 
buy everything from sporting 
goods to seeds and plants. “If the 
tourist sees a lawn mower he 
wants here, he won't hesitate to 
buy it. If he can’t haul it away, we 
will ship it,” Shores said 

Cleanliness also is a feature of 
the new fixtures. A quick dusting 
every morning keeps merchandise 
fresh. A more thorough cleaning is 
given when new displays are ar- 
ranged. The front tables are 
changed most often, for these are 
devoted to traffic and seasonal 
items 

Shores arranges his tiered table 
displays in an orderly manne! 
with a complete display of each 
item. For example, the funnel dis 
play contains every size of funnel 

plastic and metal—for every use 
The customer can look over the as 
sortment and select the one he 
wants immediately 

“We regard our modern fixture: 
as a couple of extra salesmen 
Shores concluded. “The $3,000 cost 
was an investment that we know 
will continue to pay high return 
for many years.” 


a 


Retailers Meet 
in Miami Beach 


(Continued from page 54) 


July 16, featured an address by 
Herman E. Talmadge, Governo! 
of Georgia. Confining his remarks 
primarily to the field of national 
and international affairs, Gover- 
nor Talmadge called for a halt in 
foreign aid 

“With a national debt of $267,- 
000,000,000 - and it is rising 
every day — with $80,000,000,000 
already paid out in foreign aid of 
various kinds I believe that it is 
time to call a halt 

“We are fast coming to the reali- 
zation that we can't buy lasting 
friendship from other nation 
Even the most foolhardy must now 
realize that there is a limit as to 
how much we can drain our na- 


tional resources.”’ 





Wrapping up a good sale 


W.... you wrap up Griffin Hack Saw Blades, you 


can be sure your customer will be satisfied. 


He'll like their long-lasting sharpness and the 
smooth straight cuts they give. 

The finest steels, accurate machining and careful 
heat treating are skillfully combined to solve your 
customers’ cutting problems. 

When you sell him Griffin Hack Saw Blades, you 
know he'll be back for more 

For more information ask your jobber or write 


to us 


FRANKLIN, NEW HAMPSHIRE 


4- WV. Griffin La. 
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During this session convention 
delegates also heard committee 
FAMOUS IMPORTED SWEDISH HARDWARE reports and elected new officers 
for the ensuing year. Robert H 
Westbrook, Riverside, California 
was named new president of the 
association 

A. B. Hill, a retail dealer fron 
Portsmouth, Virginia, was named 
vice president of the national as- 
ociation for the following year 
Previously, Mr. Hill had served a 


’ i 
merica S 0 a director of the association 
e Two new directors also were 
Why named. These are Fred Gartner! 
PY Wyandotte, Michigan, and Robert 
A | owsaw Watson, Atmore, Alabama 
; eee ; 
v4 In addition to the regular busi- 
. ‘SS Sess Ss tz t - - - 
i "x 4é 99 From coast to coast, Hardware Dealers - : poses nergy ’ — a 
know the quality of America’s leading ferences were held on uesday 
bow saw—the one and only “Gensco and Wednesday afternoons fot 
those dealers who preferred shop 


«) 


Bushman They like the wide range 
of saw types and sizes—the merchan- talk to beach activities, Discus- 
dising and point of sale displays back- sions were led by NRHA staff 
ing their selling efforts. If you don't members ; 

stock Bushman Bow Saws now, you Entertainment features of the 
should to please every customer and 


: convention included the Presi- 
sell more saws. Write for literature and 


dent’s buffet supper on Monday 
evening, July 13, a ladies lunch- 
eon and style show, the industry 


FREE POINT OF SALE MERCHANDISER banquet and floor show and a 


water show and beauty pagent 


This display free with purchase of only In addition there were golf and 
fish tournaments with suitable a- 


prices 


8 saws and 6 replacement blades. Three 
colors, made of wood and duron. Order wards for winnet 


this starter today. ° 


Swedish Swedish Operating Costs Up for 


Appli Deal 
Wood Chisels f Builders’ Hardware a 


11 sizes of the world’s Famous Gensco 
finest Swedish wood Stenman Swedish total 
chisels with durable Butts, Straps, Tees, For the average NARDA deale: 


enite IT handles Hasps, Bolts and alesmen’s pay accounted for 5.7 
Blades are protected other standard type ? 
with strip-off plastic builders’ hardware 
Free display with only Write for catalog 
16 chisels. Write for for servicemen amounted to 5.1 
literature percent of net sales in 1952, a drop 
of 0.6 percent from 1951 
Swedish Mora Swedish Vehicle expense. including 
wages, delivery equipment main 
- . 
Hunting Knives Wood Screws tenance and equipment deprecia 
tion, amounted to $2.40 for every 
$100 of sales. This also was a new 


(Continued from page 57) 


percent of net sales, also a new 
record level. Wages and expense 





Inlaid Swedish steel blades, Swedish, Gensco-Crown- 
curly birch handles, plated Brand slotted wood screws all-time high 
brass bolsters, guards and in flat, round and oval head 1951's 1.8 percent 


butts. Top grain leather , : . ad 
sheaths with metal reinfore- styles. Made in bright steel Other administrative expenses 
and brass. 


ing. Free display with seven Weite for uch as office 
prices. , tertainment, etc., required 1.7 pet 


0.6 percent above 


knife assort upplies, travel, en- 
’ assort- 
ment. Write for 
catalog sheet cent of net ales. a 


for the vear 
For the average dealer occu 
pancy expense remained stable in 


GENSCO TOOL DIVISION [iirc 
GENERAL STEEL WAREHOUSE CO., INC. percent. Bad debt losses doubled 
1806 North Kostner Avenue «+ Chicago 39, Illinois from 0.1, the all-time low in 1951 


to a more “normal” 0.2 percent 
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#701 WALL BRACKET 


@134$ DOOR HANGER 


#702 OVERHEAD BRACKET 


easy to operate...easy to sell 


CURVED TRACK 


(STRAIGHT TRACK 


Smooth, easy operation and simple in- 
stallation make Coburn Sliding Door 
Hardware a popular and easy-to-sell 
item with home owners and farmers 
You get the advantage of broader cus 
tomer coverage, too, because Coburn 
Sliding Door Hardware is available for 
doors of all the following types: garage, 
barn, overhead, straight-sliding, sliding 
folding, around-the-corner, roundhouse, 
folding partition and fire doors 

Iypical of the sales opportunities 


offered by the Coburn line is the new 
#5916 Sliding Door Set—easy to stock 
and handle because it comes complete 
in One convenient package—easy to sell 
because its moderate price appeals to 
economy-minded buyers 

Why not get the full story on 
Coburn Sliding Door Hardware. Write 
for catalog and price list to Coburn 
Products Department, Sales and Engi 
neering, 56 Sterling Street, Clinton, 


Massachusetts 


THE COLORADO FUEL AND IRON CORPORATION Denver, Colorado 


PACIFIC COAST DIVISION 


Ookland, California 


WICKWIRE SPENCER STEEL DIVISION —<Atlanta « Boston + Buffalc 
Chicago + Detroit + New Orleans * New Yurk © Philodelphic 


COBURN PRODUCTS 
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Life without a BOLT BAR... Baal 








“THERE GOES THE ONE | WANT!” 


Catch as catch can bolt and nut selling methods 
have no place in the modern hardware store. You can make your 
bolt and nut business even more profitable when you let 
the “‘Self-Service’’ Lamson Bolt Bar save you time 
and steps to the back room 
The Bolt Bar comes complete with 106 of the fastest-selling 
sizes of bolts, nuts, washers, etc. Experience proves that 
the Bolt Bar stock turns over an average of 6 times a year." 
The extra profits and time-saving convenience of the Lamson 
Bolt Bar should be a “must” for every hardware store 
Ask your distributor salesman for the facts on the 


Lamson Bolt Bar or write to us direct 


Says Mr. Edward Gmyreck of 
Gmyreck Hardware, Detroit 
We have only had the Bar 3 
months and have refilled it 3 


ww 4 limes already 


“7ée LAMSON & SESSIONS @. 


1971 West 85th Street 
Cleveland 2, Ohio 


Plants at Cleveland and Kent, Ohio 
Birmingham + Chicago 


106 most popular sizes 
a ee ee 








BUSINESS TRENDS 





(Continued from page 24) 


15/16 inch cotton hovered around 
33 cents per pound from May 27 to 


June 22. The average price re- 


ceived by farmers for upland cot- 
ton in mid-May of 31.73 cents per 
pound was slightly higher than the 
mid-April price, but was 4.29 cents 
lower than a year earlier 


7 


Consumer Credit Hits 
New Record Level 


THROUGHOUT 1953 consumer ex- 
penditures have been supported 
substantially by use of credit. The 
total outstanding rose 500 million 
dollars during April to a new 
record of 26.2 billion dollars. Most 
of this increase was in credit 
granted for the sale of automobiles 
and other consumer durables, but 
all major types of consumer eredit 
outstanding rose during the month 

Installment credit outstanding at 
the end of April was nearly five 
billion dollars (one-third) higher 
than it was when consumer credit 
controls were removed in early 
Mey 1952 


Sf 


Slight Decrease in 
Farm Cash Receipts 


FARMERS’ CASH receipts from 
marketings in the first five 
months of 1953 totaled 10.5 billion 
dollars, three percent less than in 
the corresponding period of last 
year, The report from the Depart 
ment of Agriculture states that a 
five percent increase in the total 
volume of marketings was more 
than offset by lower average 
price 

According to the agency, cumu- 
lative cash receipts throughout the 
remainder of 1953 probably will 
continue to run somewhat below 
receipts in the comparable period 
last veal. 

Total livestock receipts in the 
five-month period were 6.8 billion 
dollars, down seven percent from 
last year, but crop receipts of 3.7 
billion were up six percent. A de- 
cline of 14 percent in cash receipts 
from meat animals, due mainly to 
lower prices of cattle and calves, 
accounted for most of the drop in 
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arm Morning 


DUKE OF PADUCAH, Worm Morning's 
Stor Salesman, Star of “Grand Ole 
Opry” and M. C. of Warm Morning's 


Friday night show, “Duke of Paducah 
ond The Noshville Gang 


With Big CBS NETWORK 


5 Show With Grand Ole 0 


Ce a 


Pre. eS 
aS ro. Sem es ae ¢ 


7 other Money Making Reusons ake 
Selling Wanm MorninG Heaters 
Is A Wonderful Business! 


Full Co-Op Help on space and pro 


mctional costs i another service we 


To Help You Sell More, Worm 
Morning offers you this big, double 
barreled promotion Agoin, ovr giant ofter with these 5 Special Promotions! 
radio show starring The Duke, Moon Advertisements and Window Banners 
Mullican, Annie lou and Danny, The ore yours for the asking! 
Warm Morning Boys and plenty of 

Make Extra Profits with the help of 


these Special Promotion Plans and the 


famous gvest ortists! And 5 local 
trade building promotions using ideas 


that Worm Morning dealers hove famous Warm Morning Radio Show 


proved will make early sales! over CBS! 


STOCK UP and CASH IN on the wonderful business 


Warm Morning will be sending your way with a bigger, 
better-than-ever promotion plan! 


Point of Sale 


HOT SELLER! 


Mode! 365 Warm 
Morning Gas 
Heater—the only 
heater with the 
Heat Ramp that 
gives MORE heat 
FASTER' 


HOT SELLER’ 
Mode! 460 Warm 
Morning Coal Cir 
culator with the 
famous, patented 
4.Fflue Fire 
brick Interior 
that gets EXTRA 


heat from fuyel' 


Get in on the money! Send for FREE Catalogs and Full Details on the Hottest 


Heater Promotion in the Industry! 
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total livestock receipts. Dairy re- 
ceipts were down four percent, but 
receipts from poultry and eggs 
were 11 percent higher than last 
year. In the crop group, receipt 
from wheat, corn, soybeans, tobac 
co, and fruits were all above last 
year, but receipts from cotton and 
vegetables were lower 

Farmers’ cash receipts in April 
totaled 1.9 billion dollars, down 
five percent from March and eight 
percent below a year earlier. The 
preliminary estimate for May is 
2.1 billion dollars, up around 10 
percent from the previous month 
but three percent below May of 
last year. Receipts from livestock 
and products in May were around 
1.5 billion dollars, five percent le 
than a year earlier. May crop re 
are estimated at 0.6 billion 

about the same as last 


ceipt 
dollars 


veal 


Eagle Rule Equalizes 
East, West Coast Prices 


THE EAGLE Rule Mfg 
wood 


Corp 
manufacturers of folding 
rules, has modified its price sched 


ules in a new list dated June 15th 
which establishes identical retail 
prices all over the United States 
This eliminates East and West 
Coast differentials which formerly 
existed 


* 


Telechron Products 
Show Sales Gain 


A SALES INCREASE of 35° on 


Telechron products for 1953 over 


last year was predicted recently by 
Russell T. Woodward, Manager of 
Marketing, Telechron Department 
General Electric Co 

Sales for the year to date justify 
this prediction, according to Wood 
ward, who also stated that sales fo: 
the first five months of ‘53 are 
greater than total sales for 
tire vear of 1949 


the er 


. 


Evinrude Reports 
Increased Sales 


SALES OF Evinrude Motors so fat 
in 1953 are more than 40 percent 


ahead of the same period last vea! 


according to Howard F. Larsor 
director of sales 

Since 1952 sales were up about 
25 percent compared with the yea) 
before, the 1953 figures represent 
a 60 percent increase in the last 
two years 

Larson said total industry sale 
were approximately 325,000 units 
in 1952 and are expected to react 
very close to 500,000 this year 
This compares with prewar sale 
of 145,000 to 175,000 annually an 
will make 1953 the biggest year } 
the industry’s history except fe 
1946, when the pent-up deman 
after four years of no productio 
during the war enabled the mot 
makers to sell 650,000 unit 


. 


Increase in Factory 
Sales of Washers 


FACTORY SALES of standard-sizé 
household washers in May we 
virtually the same as in the pre 
month, totalling 286.51 
units compared to 288,474, a de 
crease of .6 percent, according 
the American Home Laundry 
Manufacturer Association Mi: 


ceding 





for FE 


at 4 : 
EE 7: 
: and you 


‘ 


Sold exclusivel 


ATURES you want .-- 


want.-- 
C0 











through Jobbers ©* Write for Free Colorful Catalog 
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sales were up 34.1 percent over 
213,668 units sold in the same 
month last year 

Sales of automatic tumbler dry 
ers aggregated 32,867, an increase 
of 15.1 percent over 28.556 in the 
preceding month and 14 percent 
more than 28,812 in Mey, 1952 
Automatic ironers sold _ totalled 
9,323 units, off 33.8 percent from 
14,080 in April and down 26.3 per- 
cent from sales of 12,652 in May 
1952 





WHOLESALER NEWS 





(Continued from page 38) 


Containing 6,000 square feet of 
floor space, the building is located 
at 290 Simpson St., N. W., between 
Luckie and Marietta Sts. The tele- 
phone is Alpine 9402. 

Present stocks include Nixdorff- 
Krein Chains, David Round Hoists, 
Igloo Water Cans and Coolers, 
Everlite Plastic Pipe and Buch 
Wheelbarrows. Other products will 
be added later to the warehouse 
inventory. 

In addition to its Memphis head- 
quarters, the Everett firm also 
maintains a warehouse in Houston 
Texas, 


. 


Presents Plaque to 
Long-time Cusfomer 


THE COLUMBIAN Rope Co. of 
Auburn, N. Y., celebrating its 50th 
anniversary, has presented to the 
F. W. Heitmann Co., hardware 
wholesalers in Houston, Texas, a 
plaque “in Recognition of One of 
its First Customers,” having had a 
continuous contract for 49 years. 

Mr. C. H. Mosher, Vice-Presi 


TEE 


tT 


dent in Charge of Sales of the 
Columbian Rope Co., is shown 
presenting the plaque to the Chai 
man of the Board of the Heitmann 
Co., Mr. F. A. Heitmann, who 
signed the original contract for the 
company in 1904 


e 


Larsen to Represent 
Utica in Southwest 
RONALD A. LARSEN, manufactur- 


ers representative with head 
quarters in Houston, Texas, ha 








On Jet Pump Jobs... 


YOU CAN EXPEDITE with Evertite 


— The Gray Pipe with Extra Life 
Made of Virgin Plastic Only 


A farmer can easily install Bettis Everlite himself. Its flexibility 
and long lengths mean fewer fittings, simpler handling. And it 
weighs only '/e as much as steel pipe . . . Now isn't this an opportunity 
for you to help your customers get the piping they need but have 


put off because installation cost too much in time and labor? 


When you sell Bettis Everlite you can rest assured you have given 
top quality. No reprocessed material is used in Everlite. It is made 
of virgin polyethylene only for greater toughness and longer life. 


Write for literature and prices today. h.”. 


>is, 
MAELTTIS CORPORATION 


P. O. Drawer 9365—Howuston 11, Texas——320 South 66th St. 
Tel. YUkon 5401 
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been named by the Utica Drop 
Forge & Tool Corp., Utica, N. Y 
to handle the company’s complete 
line of pliers, adjustable wrenches 
and screwdrivers. Mr. Larsen and 
his organization will cover South- 
ern Texas and Louisiana 

A member of the Houston 
Chamber of Commerce, the Texas 
Hardware Boosters Club, and the 
Houston Propeller Club, Mr. Lar- 
sen formerly was Southwest Dis- 
trict Sales Representative for the 
H. M. Harper Co., prior to starting 
his own business as a manufac- 
turers’ representative in January 
1946 

Mi Larsen will serve as a 
direct factory representative of 
Utica Drop Forge & Tool Corp 
Working with him will be Cal 
Slocum as special assistant on 
Utica tools 
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Eaton Sales Co. Now 
THE Represents Bevin-Wilcox 


Standard THE EATON SALES Co. of Sara- 
sota, Florida has recently acquired 
the Bevin-Wilcox line selling the 


of Comparison company's extensive catalogue 


Pilot Brand linen, nylon, and othe 


BY WHICH OTHER |.) 1... 
PLIERS ARE JUDGED 


Keep a representative 
selection of Klein 
Pliers in stock for your 
best customers—the 
men who know good 
tools. They just won't 
settle foranything less 
than Kleins—the 
standard of quality 
“Since 1857."" 

W rite for your 

free copy of 

the Klein 

Pocket Tool 

Guide today! 

Contains use- 


ful informa- 
sion 


DISTRIBUTED Dewitt Eaton 


THROUGH JOBBERS 


Foreign ae 

International Stand- D D KE 1 Jot e 
ard Electric Corp., ewitt (°Doc ) Eaton and John 

New York. A. Broderick, who, with the as- MORE PROFITS... 
sistance of James D. Mullane, op . « « MORE CUSTOMERS 


erate the Eaton Sales Co., are 


known to the trade throughout the 
Eaton Sales Write for FREE 
Advertising Material 


Stock all these Wollrite designs 


southeastern territory 


“Since 1857" has specialized in fishing tackle 


for several vears, and, according SU DECORATED 
. the addition of the a4 BUILDING PAPER 


to the owners 


mu MLEIN & Sons Bevin-Wilcox 7 
, ‘ox Line Co. rounds out 
a long list of manufacturers they FLEMING & SONS, Inc. 


3200 BELMONT AVE. CHICAGO 18, ILL artes sic 








represent in their territory 
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WHAT'S BOOSTING 


7. DEPENDABLE QUALITY 

2. GENEROUS MARKUPS 

3. REASONABLE RETAIL PRICES 

¢. STRONG NATIONAL ADVERTISING 


Four profit-packed reasons why you should stock up on 


BOKER Tree Brand Cutlery immediatels 


Quality 


markup, and retail pricing that work to your advantage 
PLUS National Advertising in the Saturday Evening 
Post, that brings them in asking for BOKER Tree Brand 


WHAT A COMBINATION FOR PROFITS! 


Sq 


POULTRY SHEARS 

Full mirror polished stainless stee 
no-slip knurled handies. Cuts bones 
and meat with equal ease 
moving gift item 


3-PIECE 
SCISSOR SET 


trimmers, 5 
embroidery scissors, al 
eces nickelplated. Handsome 
eather case Great ‘“‘womar 


sapped 


STEAK SET 
Hollow-ground biades of stainiess 
stee!. Pakkawood handles; serrated 
utting edge. Women buy them on 
sight 


Ue a) ee a ee 
BOKER TREE BRAND LINE 


Request 


Cotologs Availeble on 


~ 


Pa —N 
SAA / 
¢ -_-_— 
EASY < - —- Cc» 


Removable holl 
1 precisit 


PINKING SHEARS [| S& 
w XY ’ ) 
n 


5 es Dur ahuminury 
Lightweight, comfort-de 
the moment tomers f 


POCKET KNIVES 


them once and you 
carry another brand! Fine ste 
fine look n patterns t 
taste 


The Saturday Evening 


POST 


Recognized 
b Value 
BOKER 

TREE Qiparano 


a, UTLE RY nwt" 


On owes * 


H. BOKER & CO., INC. 


ESTABLISHED 1837 


101 Duane Street 


New York 7, N. Y. 
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Stock up now for 


@ PROFITABLE 
SEASON 


Draper-Maynard Piylon Rubber Covered Footballs 
and Basketballs appeal to everyone, They're made 
of a new scientifically formulated synthetic and nat 
ural rubber compound that looks and feels, and 
handles just like top-quality leather. It's remarkably 
tear-and-scuff resistant, and moistureproof, too 

Be sure that you're ready for the football and 
basketball seasons with increased volume and profits 
by having adequate stocks of Plylon Footballs and 
Basketballs and the whole Draper-Maynard line 


DRAPER-MAYNARD 
SPORTS EQUIPMENT 


THE DRAPER-MAYNARD CO., 4861 Spring Grove Avenue 
Cincinnati 32, Ohio 
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this New STAR 
HEX-PAK.. 


That’s right—hard- 

ware dealers from coast 

to coast are cashing in on hacksaw 
blade sales with the New Star 
“Flex-Pak” Display. 

Why? 

Because it puts hacksaw blades 
where your customers can see 
them. 

Why? 

Because it helps you sell your 
customers Star “Molyflex”” High 
Speed hacksaw blades—at 4 times 
the dollar profit for you and better 
than 4 times the cutting efficiency 
for them. 

Why? 

Because you carry less inven- 
tory with a balanced stock of 80 
Star Unbreakable Special Flexible 
(green) and 20 “Molyflex” High 
Speed (copper colored) hacksaw 

blades. 

Be sure to or@er 
the Star “Flex-Pak” 
—for better display, 
balanced stock and 
money - making 
“Molyfiex” sales. 


Sold Only Through Recognized Distributors 


@® s0es 
EMSON BROS., Inc. 
MIDDLETOWN, N.Y., U.S.A. 
Mokers of Hand and Power Hack 


Saw Blades, Frames, Metal Cutting Band 
Sew Blodes and (Clemson Lawn Machines. 








INDUSTRY NEWS 





(Continued from page 36) 


of the Cooper Manufacturing Co., 
Marshalltown, Iowa. 

Mr. Buck’s entire business Cca- 
reer has been spent in the hard- 
ware field. He has been active in 


Dayton C. Buck 


retailing and wholesaling as an 
executive of the Chicago Retail 
Hardware Association, as a manu- 
facturer’s representative, and with 
Firestone. He served as assistant 
secretary of the Chicago associa- 
tion for 14 years 


. 


P. C. Frayser Dies In 
Montgomery, Alabama 


P,. C, FRAYSER, 79, former mer- 
chandise manager of the Martin 
Senour paint company, Chicago 
died June 8 at Montgomery, Ala. A 
native of Illinois, he had been as- 
sociated with the paint and hard 
ware industry for his entire busi 
ness career. 

He was a salesman for the Acme 
White Lead and Color works, 
president of the Mound City Paint 
& Color Co., and vice-president of 
the Simmons Hardware Co. He 
joined Martin-Senour in 1933 as a 
special representative, was made 
Eastern district manager, and, in 
1947, became merchandise man- 
ager. He retired in 1948. Frayser 
was past president of the National 
Paint, Varnish & Lacquer Associa- 
tion and was a member of the 
Union League of Chicago. 


SOUTHERN 





CHENEY 


Nail Holding 


wenny CHENE 


Rerrae Pacis. w. F 


You 


Hammers 


can’t beat 
The Cheney 
Sales Maker 


Piece your order now 

end receive free of 

charge the famous Cheney 

Sales Moker Counter dis- 

play, plus the new Cheney 

Nail Chart. Here's the deal: 

8 Mo. 938 hammers, 16 o7 

2 Me. 937 hammers, 20 o:. 

2 Wo, 944 hammers, 18 07 

1 Mo. 938 hammer, 16 or. for 
use with display—at half price. 

1 Seles Moker display — 

free. Pius, the new Cheney 


Nail Chart. 


Hammers available in either 
bell or octagon face. 


HHAALATAAAAVAAAAAANATTTOOAHHATTY 


estas. 1836 
HAMMER 
CORP. 


v3. 
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STOVE BOLT | 


ASSORTMENT No. 26 


METAL "Select-a-Pak'’ UNIT IS FREE 


(you pay only for assortment merchandise) 


Heres4 aeksen Mheelkarrow tr every Purpose 


The profits really roll in fast, when you stock 


the Jackson line. Jackson ts the best-known 


a complete stove bolt department... 
in J] compact auvfomatic dispenser 


P » . ~~ an Ca » pacine ; : 
name in the wheelbarrow field the easiest National Lock No. 26 assortment includes Flat Head and 


to sell. Customers ask for Jackson Home Round Head bolts (zinc plated) in the 16 most-called-for 


barrows prefer the skilled vorkmanship, sizes and types. Unique “Select-a-Pak" dispenser serves 


the quality materials. exclusive shapes and your customers automatically encourages self-service 


, Dispenser requires only a small amount of counter area 
features. Your customers know a good thing 

lack Merchandise is in full view at all times. Boles and outs will 
when they see it and they'll buy Jackson. answer a majority of your customer requirements. Only 


a nominal investment. Order NOW Prompt Delivery 





Patented sectional 


handle design is a 
~f FR Jackson feature. All These Advantages 
i @ Visual display of bolts in 16 most 


“d lin Lex \ : | popular types and sizes 





/ » @ Handy PAK has clear acetate slide 
wooD : , * PAKS Eye rtense peo easy 
GARDEN BARROWS | "amy to-identify cartons. 

| —_? rr 
eae buy it from your wholesaler 


Made of 


wi 











dispenser designed as companion unit 
to display with No. 24 ‘‘Select-a-Pak’’ 
acs wood screw assortment 


Jackson ——___ | ici 


distinctive hardware . . 


MANUFACTURING COMPANY 
HARRISBURG, PENNA. NT NATIONAL LOCK COMPANY 


Rockford, Illinois « Merchant Sales Division 
Oldest and largest wheelbarrow maker in America 
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COSCO Display Stand 


A new space-saving “Merchan 
diser” display stand for COSCO 
products has been offered to dealers 
by Hamilton Mfg. Corp. The basic 
display unit, No. ST-1, occupies less 
than 12 square feet of floor space and 
holds a flexible combination of three 
COSCO stools and two utility tables 
The unit is all steel, finished in dove- 
gray, baked-on enamel. It is 4° 2” 
long, 34” wide and 5’ 2” high. A full- 
color banner at the top of the unit 
shows the entire COSCO _iine, 
describing and pricing each model. 


Regular price of the unit is $20, 
but COSCO dealers may obtain it 
for only $10 on a special purchase 
plan. Auxiliary units for making 
larger displays can be purchased on 
a cost-sharing basis 


Hamilton Mfg. Corp. 
Columbus, Indiana 


+ 


Direct Drive Reel 


The Shakespeare Co. has an 
nounced that it will offer an ex 
panded line of its patented “No 
Thumb” Direct Drive reels, priced 
from $8.80 to $30.00, to the trade for 
the 1954 season. For the first time a 
DD “Service” reel for salt and heavy 
duty fresh water fishing will be 
shown. The new reel, in the design, 
testing and production stages, for 
three years, has nylon gears, and 


82 


will be the first salt water reel of its 
kind to appear on the market, accord 
ing to the makers 

Another new DD reel is a chromed 
brass, narrow spool “Sportcast” with 
100-yard line capacity for light tackle 
salt and fresh water anglers. Also 
slated for early season delivery: a 
chromed brass DD reel in_ the 
‘medium-low’ ($8.80) price range with 
accessory features found on higher 
priced reels. The company also plans 
to re-introduce its low price No. 1905 
Deuce for 1954, which had been di: 
continued at the time of the Korean 
outbreak due to material shortage: 


Shakespeare Company 
Kalamazoo, Michigan 


+ 


Wood Screw Packaging 


A change in pac kaging based on a 
survey of customer preference, is an 
nounced by Southern Screw Co. The 
new package adds convenience in 
handling and speeds up sales, ac 


cording to manufacturer who also 
point out a new “confusion-proof” 
color identification label 

The boxes are made of 100% virgin 
Kraft, have four-fold corners, and 
are made resistant to soiling by use 
of a dark green paraffin base dye. A 
leader in the new packaging is a 
special five-gross master carton for 
the medium-to-large range of sizes, 
though ten-gross cartons are still 
available. 


Southern Screw Co. 
Statesville, N. C. 


. 


Nylon Racquet String 


Resilitense—the new, resilient, 
permanent-tension, non-fraying nylon 
racquet string developed by Rain- 
Beau Products Co.—is unaffected by 
heat, cold or moisture, it is an- 
nounced. Braided of strong DuPont 
nylon fibres fused around a solid 
nylon core, it is completely impreg- 
nated to provide a hard, durable 


4 
Senge % 
Resilitense 


finish that wear and prevents fray 
ing. Absolutely uniform in diameter, 
Resilitense give over-all strength 
and tautness to the stringing. Scien 
tifically-spaced variations in its sur 
face get a split-second grip on the 
ball at contact, increasing speed, spin 
ind control, the manultacturer an 
nounced 

Available in the 
and lengths for tenni 
ilitense i designed 


correct gauge: 
quash and 
badminton, Re 


for tournament or “fun” play 


Rain-Beau Products Co. 
Torrington, Conn. 
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Fly-Gone Insect Killer 


Fly-Gone, designed to kill house 
flies, mosquitoes, moths, roaches, 
without 


uses a 


spiders, ants, fleas, lice, etc., 
spraying, muss or odor, 
25 watt light bulb to vaporize insect 
chemical Lindane and kills flying 
and crawling insects within 15,000 
cubic feet. For use in kitchens, base 


ments, porches and closets, as well 


7. 


j 


as in barns, poultry and milk houses, 
the unit is fastened to the wall with 
one screw and plugged into light 
socket. Chemical is poured into the 
unit 

Guaranteed for a lifetime, Fly- 
Gone is made of sturdy cast alumi 
num, comes in four colors ‘red, blue, 
green, silver), and can be used as 
TV or night lamp 


Home Mfg. & Sales Co. 
816 S. Downing St. 
Piqua, Ohio 


e 


Cyclo-Mo Rotary 


The new Cyclo-Mo rotary power 
mower, mass production of which is 
now underway, features: new design 
wheel placement to permit the 
and cutting knife to follow 
without scalping 
and a grass chute which evenly de 
livers all grass cuttings in the form 
of a fine mulch so that no windrow 
* occurs and no raking 


in 
mower 
every lawn contour 


ing or “balling’ 
or trimming is necessary 

The solid aluminum deck is special 
ly designed for safety margin and 
ease of handling. Power plant is a 
4-cycle full 2 h.p. engine of standard 
make. The Cyclo-Mo rotary is a full 
trimmer with a 20-inch cut 

Literature and additional informa 
tion are available on request to the 
manufacturer, 


Cooper Manufacturing Co. 
Marshalltown, Iowa 


Ideal for new or old homes. 





NEW-TYPE 
SCREENS ADD To 


PEASE-FABRIC ATED HOMES, Hamil 
ton, Ohio, offer one of the most versatile 
and flexible homes on today's market 
Keystone Tension Screens are cataloged 
as optional equipment. The Asrhwood 
model is shown here 


NO PAINTING 
W@W no RUSTING 
@Wirow cost 


eystone 


ALUMINUM FRAMELESS TENSION SCREENS 


Cash in on the new trend in modern screening feature the popular new 


Keystone Aluminum Frameless Tension Screens for all double hung windows! 
. everywhere’ 


apartments .- motels... cottages 


Easily installed—no heavy frames to cut or fit. Saves 25 minutes per window in 


installation time. A neat and attractive full length, low-cost screen of out 


standing /one life. Seals tight—with exclusive free floating sill bar 
adjusts screen to uneven or off-level sill. Many more 


» assures 


snug fit at bottom 
plas teatures that mean profits Jor you! Send today for details. 


KEYSTONE WIRE CLOTH CO 
Dept. H12, Hanover, Pa 


t obligation, send me complete des 


s on Keystone Aluminum Fromeless Tension 
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3 easy Sleps 


TO INCREASE 
YOUR MOUSE AND 
RAT TRAP SALES 


Here’s what many 
successful dealers do... 


1. Stock a nationally advertised, 
widely accepted brand like vicror 

the leading name in mouse and 
rat traps 


_ et Use attractive counter displays 
This colorful Rhyme Clock Display 
really catches a customer's eye, and 
makes vicror Auto-Set traps 
sellers 


best 


Press down bow 
with hand 


Trap is set 


3. Demonstrate to customers. [t's 
to show the operation of this 
“Little Champ” 
they soe 


Cusy 
VICTOR 
snap tt up 
simply it works 


Customers 


when how 


For bugger sales and better profits, 
sell vievroR Mouse ind Rat 
traps ‘the traps that people 
know.’ Order a complete stock of 
VICTOR (raps from your wholesaler 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. + Pascagoula, Miss. 





Bakelite Door Nameplate 

A new door nameplate display card 
by Whitney is made of “Lamicoid,” a 
glossy black surface laminated bake 
lite with white bakelite Letter 
ing is engraved through the black 
surface into the white No paint 
is used. Nickle plated bra crew 
are furnished or nameplates can be 
had with double adhesive back for 
attaching to any urface such 
as metal or glass. The nameplates are 


core 


core 


smooth 
unconditionally guaranteed and avail 


able in walnut wood veneer on bake 
lite at slightly higher prices 


Ca Your Dose - 
Yam * F 
4 yer a 


NAME PLATES 


ee me 


Geenat/ 


98! ‘ 


According to the company, over 
90 of the nameplates sold are in 
the doorbell size of 1” x 3%” at 98¢ 
retail. Others listed are 2” x 5” re 
tailing for $2.00, 2” x 6” f $2.25 
and 2?” x 8” for $2.50 


C. M. Whitney 
94 Boulevard Street 
West Springfield, Mass. 


. 


National Bit Campaign 


Irwin Auger Bit Co. ha 
details of its national 
which began in the 
popula! 
in the year 


iInnounced 
idvertisin 
campaign, June 


issue of crentifi maga 
other publi 


e in the 


zines. Later 
cations will 
schedule 
Irwin officials 
campaign will be directed to the 
fast-growing Do-It-Yourself market 
and will emphasize the many pra 
tical advantages 
fer the home har 
woodworker. The 
liver approximately 
messages to prospective iuger bit 
materials will be of 


upplement the 


announce that the 


; 


Irwin Auger bits of 
idyman, hobbyist and 
campaign will de 
18,000,000 sale 


use! and free 
fered to stimulate 
and buyin 
Present plans 
reprints for use by 


idditional interest 
iction 

ncelude 

hardw 

‘ 


and wholesalers a ie-in 
the point-of-sale 


Irwin Auger Bit Co. 
Wilmington, Ohio 
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To stimulate sales... 
display the new 


RAncy CRAFT ' 
CABINET 
HARDWARE 











No. DB 530 Salesmoaker* 
Size: 21° x 12° 


Distinctive—Different 


Designed for 
Modern Living 


Here's your chance to cash in qui kly 
on the new sensation in cabinet hard 
ware—Ranch Craft. This hardware 

different, 
has been especially created for tod 


complement 


dramati y¢ racti 


living, 
room perfectly 

To get your share of Ranch Craft 
sales, set up the exciting wo-color 
above. It shows actual samples 
of Ranch Craft. It has 
unique, built-in spac der 
Use it on post, w il 
sure traffhic-stopper, a 
*Ask your wholesaler abou 
package of Ranch Craft Hardy 
which includes this Salesmaker. 

Reg. Applied for 


display 
of every type 
e for sal 


| 1 
1 OFT ¢ 


The Stanley Works, New Britain, Conn. 


[ STANLEY ] 


Reg. US. Pat. Off 


HARDWARE * TOOLS * ELECTRIC TOOLS 
STEEL STRAPPING * STEEL 








1953 





Bicycle Line i , paints, stucco paints, aluminun 


paints and roof coatings. The “Lon, 

The 1953 Murray bicycle line in es Boy” painter kit includes 9” roller 
corporates new slip stream color 7 Ro with cover and clamps, a 2-gallon 
styling, designed for boys and girls . By metal paint tray with distributor 
of all ages Now including two " creen and retails at $6.95 
wheelers in sizes from 10” to 26”, the The “Twin-Boy” is a combinatio! 
line contains 18 models in 16”, 20”, on ind hort-reach convertibl 
24”, and 26” sizes, both deluxe and girs naintenance paint roller. It can be 
standard. Also, Murray junior size “ “ ised on rough or smooth surface 
Park Cycles now include’ seven oe Se von tucco, metal, concrete block 
models in wheel sizes from 10” to 16” ; plaster, brick and wall board. The 
in both standard and deluxe specifi , init, complete with 9” roller with 
cations. tective materials, and rugged con over and 44” extension handle with 

Murray’s deluxe 24” Meteor Line of “tucson to Mand up uncer hare lamp, retails at $3.50 
1952 is followed in 1953 by the 26’ — 
super deluxe Fleet Line and the 20” The “Long Boy” applies flat wall Wooster Brush Co 
equipped Cadet Flite Line. Deluxe paints, metalic paints, exterior wall Wooster, Ohio 
equipment on the Fleet Line models 
J-28 and J-29 include new exclusive 
headlights with side reflectors, deep 





chrome fenders, newly engjneered 
triple-action double-spring rk, ©x- 98 years of “Know-how” are behind the dependable, 
clusive jewelled pedals, bright Steel high-quality Elephant Brand line. Here ore a few of 
chrome tubular rear guard rails, Stake Pockets our many specialties, from “the only complete line 
large snug-fitting tank with chrome 
trim; a wider, deeper, stronger lug 
gage carrier with reflectors and 
iutomotive type reflector in the rear 
fender. The Fleet Line is styled to 
assimilate the latest in jet plane de 
ign, in attractive. color Hay Rack Loops 

Leaders in the 20” juvenile group 
a hr bs, east § lite models J-42 = Strap Bolts and Gee Truck U-Bolts 
— adet Flite features are th Side Braces for and Cotton Rack 
new modern lug ge carrier with Trailer, Truck and 


stan ped grid pattern for extra eve Wagon Boxes 
ippeal and strength, two-tone head 


light with chrome bezel, attractive 


color schemes and advanced styling Chains Box Rods, for Wagons 


The complet line of Murray Trucks and Trailers 
Bicycles and Park Cycle are avail 
able for immediate shipment 


Murray Mfg. Co. 


Cleveland 10, Ohio It also pays to handle ELEPHANT BRAND ‘'Chain-Pack the 
All-Steel Chain-tainer with the handle. Contains 100 Ibs. of any 


- one of the 4 fastest-selling sizes of “PROOF Green label 
BBB Red label) Full-Size, Stranded Chain. It's easy to 
handle, stock, display, sell! . ASK YOUR JOBBER 


Industrial Paint Rollers ae G>} 


Two new paint rollers, specially — 
designed for industrial and mainte NIXDORFF-KREIN MFG. CO. 
nance purposes are being introduced 916 Howard St., St. Louis 6,Mo. 


by Wooster Brush Co. Featured are 
fabric covers to carry larger paint Mokers of All Types of Welded Chains + Tire Choins 
loads, ability to apply almost all pro Singletrees * Wagon and Truck Hardware 


Combination 
End Gate Fasteners 
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FOR THEM 
BY NAME 


NUTS—RIVETS 
SCREWS 


The Name Clark . a 99 year old 
part of America’s heritage, has always 
been known to be dependable .. . “For 
Greater Security Fasten Fast with Clark 
Fasteners.” 

Clark products are yours for dependa- 
bility and yours for workability. 

They work with you and work for you. 

Uniformity of Quality and Finish have 
made the name Clark outstanding. For 
information write to 130 Canal Street. 


Get Them from Your local Jobber or Distributor 


4 
: 


soug wuvi1) 


\ 


Export Dept: Suite 513 
25 Beaver St. N.Y. 4, N.Y 
WHitehall 4-4392 


GLaRK Bros Bout © 


MILLDALE, CONN 





Copper Tackle Box 


This solid copper tackle box, the 
C-419, said to be impervious to the 
corrosive effect of salt spray, has no 
seams of any kind and features solid 
brass hardware fittings. The box is 
19 inches long, 7% inches wide, 7 
inches high, and weighs 8 lbs. 2 oz 
It has double cantilever trays, the 


upper plug tray having nine com- 
partments, the lower tray six vari 
sized compartments, it wa an 
nounced. 

Packed individually or four per 
shipping carton, the tackle box re 
tails for $34.95 


Union Steel Chest Corp. 
LeRoy, New York 


+ 


Color-Chip Folder 


A new 6-page color-chip folder, 
Form No. 125, illustrating and de 
scribing the new Rust-Oleum restful 
color group for plant interiors and 
machinery has been released. The 
new color group is specially prepared 
to assure pleasing colors and harmony 
in contrasts. Machinery finishes in 
clude 842 Grandeur Gray, 840 Har- 
mony Green, 844 Crescent Ivory, and 
$48 Pleasant Green. Finishes for 
walls, ceilings, etc., include 831 Rest 
ful Green, 835 Cosmic Gray, 837 Sun 
Glo, and 839 Vertex Green 

Each of the eye-soothing hues is de 
signed to harmonize with the exist 
ing interior decorations and blend 
into an overall color scheme that will 
provide ideal work surroundings in 
plants, offices, schools, institution 
ek 

Form No. 125 and complete infor 
mation is available from the manu 
facture! 


Rust-Oleum Corp. 
2799 Oakton St. 
Evanston, IIl. 


HOW TO MAKE 
$8 INTO $12 


That’s the game—making money, 
and it can be done even in the re- 
tail hardware business 

For example—display the No. 6 
Nowatoco Grass Hook—the best 
sickle value on the market 

Its attractively finished red trim 
black lacquered handle and sharp, 
polished cutlery steel blade will 
catch your customers’ eyes. They 
will want to hold it and swing it 
By their own demonstration they 
will realize the blade is offset to 
protect their knuckles and the han- 
dle is made to fit their hand. Also, 
they will note that the 18” over-all 
length, perfect hang and balance, 
and low price make it just the 
sickle they want 

Better still, these money makers 
cost you only $8 a dozen, retail at 
$1 each, and are a volume item. 
Don’t miss sickle sales and sickle 
profits this year—Order you No- 
watocos from your wholesaler to- 
day. Also write for free catalog of 
complete line 


FREE SHIRT 

if Mr. John Pendleton of Pendleton Hardware 
Wheaton Md reads this advertisement, we 
vill send him FREE a famous Hathaway 
shirt. Just tell us your shirt size, Mr. Pendleton 
There's no catch 

NORTH WAYNE TOOL CO. 

Oakland 2 Maine 








Salad Sets 


attract Shoppers 


Do this today: Drop us a postcard 
requesting our new enlarged Cata 
log. You will see a beautiful col- 
lection of fine wood bowls in a 
variety of woods and prices for 
your trade. Also new woodenware 
gift novelties and kitchenware. You 
will want to make this compre- 
hensive catalog your woodenware 


bible. Send for it today 


J. SHEPHERD PARRISH CO. 


201 N. Wells St., Chicago 6, IIL 
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Setting 
a record! 


WORLD'S STRONGEST 
PALMER HAMMER 
—chalking up big 
sales coast to coast 


The greatest 
striking and 
pulling power 


A result of 
PALMER'S 
perfect balance 


PAL 


Wor 


A FINE 
HAMMER AT 
A POPULAR 

PRICE 


Most Patterns List 
at $195 


Complete line 


PLAIN AND BELL FACE 
CURVED AND RIPPING 
CLAWS. ALL WEIGHTS 
AND FINISHES IN 
4 PRICE GROUPINGS. 


Manufacturers of 
WELLOCT PLIERS 

Get our illustrated 

descriptive literature 


PALMER STOOL CorP. 
MEADVILLE, PENNA., U.S. A. 





Decor Door Knobs 


New hand-decorated, 
signed porcelain door hardware has 
been made available for the first time 
at popular prices. Known as Decor 
Knobs, makers Yale and Towne claim 
their new product is the result of 
long research and development. De 
signed by a noted home furnishings 
stylist, the knobs come in 12 different 
designs in three different knob 
shapes, and are adaptable to the 
traditional or modern home 


style-de 


: : - 
hee’ = ea SRS 


Selling at $4.95, the unit is com 
plete with one knob, an all-purpose 
spindle, a rosette, and a tube of 
special adhesive. Screws have been 
eliminated from the installation pro 
cedure in favor of the adhesive ap 
plied to the rosette enabling the unit 
to be set into place permanently with 
a minimum of effort. 


The Yale and Towne Mfg. Co. 
Chrysler Building 
New York 17, N. Y. 


* 


New Revere Saucepans 


Two new Revere Ware covered 
Sauce pans in 4- and 5-quart size: 
have been added to the line of cop 
per-clad stainless steel cooking uten 
sils manufactured by Revere Copper 
and Brass, Inc. Announcement of the 
new addition, which will sell for $7.75 
and $8.75 respectively, was made b 
C. M. MecCreery, vice-president in 
charge of the Rome Manufacturing 
Co. division. There are now ix 
Sauce pans in the line, ranging in 
size from 1-quart to 5-quart 


Revere Copper & Brass, Inc. 


230 Park Ave. 
New York 17, N. Y. 
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HERE’S 
HOW 


YOU can make 


3000% 


MORE PROFIT! 
> 


Nobody likes to rake lawaes 
-ITS WORK! 
SELL ‘EM A 


Sweep-O-Malic 
The most exciting idea io the history 


ot lawn care! 


AN @ Finger Flip Adjustment 


regulates beth cow! position and 
brush height with Ube handy keebd 
ngbt on the handle 


Bingo 


THE HAMPER UNLATCHES! 


7 BUSHEL GARDEN CART 





KEEPS YOUR LAWN CLEAN 
THE WHOLE YEAR AROUND. 


Liber, hor 


TOPS IN EYE APPEAL 
COMPLETE ASSEMBLY 
NATIONAL ADVERTISING 


HIGHEST DISCOUNTS 
PLUS LOWEST PRICES 
A SIZE AND PRICE FOR EVERY PURSE 
MAIL COUPON TODAY! 








LAMBERT INCORPORATED | 


DEPT. SH-8 ANSONIA, oOnIO 
Plea Rush Complete Detail 
OM THE MEW LAMBERT LAWMIWEFRPER 


The Su cep () Mati 








< 


type wide base lugs cannot 

3. New nose design for gripping 
small objects. 4. Patented design 
of tension edge eliminates stress 
concentration at channels. §. New 
interlocking design minimizes 
stress on joint bolt. 6. Precision 
machined interlocking surfaces re- 
sult in perfect fit, distributing 
pressure evenly. 7. ‘‘Rite Angle'’ 
|teeth guarantee maximum bite 
and minimum wear. 

Here is a plier that will last for 
years! Channellock Pliers—made 
only by Champion DeArment Tool 
Co., Meadville, Pa. 


Send for your Catalog today. 


Channellock pliers are listed in 
the Yellow Pages of most Tele 
phone Directoriesunder ‘Tools 


eSiGn 
ye* ° "Har 


or 
« Msoceres Att Nee. 


CHAMPION DeARMENT mates 


CHAMPION DeARMENT TOOL CO @ MEADVULE, PA. 


; “a 





Nylon Starter Rope 


A nylon starter rope for outboards, 
lawnmowers, generators and similar 
hand-started power units, is a new 
product of American Mfg. Co. cord 
age mill 


The rope is pure nylon, 3/16 inch 
diameter, fitted with a polished wood 
handle. According to makers, nylon 
is ideal for starter rope, being virtual 
ly unaffected by moisture, oils, or 
greases. Each rope is packed in a 
pliofilm envelope. Twelve ropes are 
packaged in a self-service, three-color 
counter display package. Retail price 
is 49¢ 

American Mfg. Co 
Brooklyn, N. Y. 


. 


Revere Ware Gift Sets 


Two specially-created Revere Ware 
gift sets, 
popular items in the line of Revere 
Ware Copper-Clad_ Stainle: Steel 
cooking utensils packaged in a gift 


each consisting of the most 


carton, will be offered to dealet ind 
consumers this summer 

rhe “Kitchen Jewel” chest will sell 
for $49.95 and will consist of a special 
deluxe wall rack with bra hook 
and these Revere Ware items: one 
two and three quart covered uct 
pans, a six- and a ten-inch covered 
killet i four-quart covered Luce 








ALUMINUM or BRASS 


THRESHOLD 


ALL POPULAR 
STYLES 


SADDLE 
AND 

INTERLOCKING 
TYPES IN STOCK 
SIZES AND SPECIAL 

CUT LENGTHS 

PACKAGED 
and POLISHED 


Decorite, Inc., 2116 Peachtree Rd., Atlanta, Ge. 
2915 San Jacinto St., Dallas, Texas. 














4\ 
CONSUMERS I 


<_ 


SPACKLING COMPOUND 


FOR REPAIRING 
HAIR-LINE CRACKS, HOLES 
IN PLASTERED SURFACES 


For pre-painting preparation—the 
smooth way to “crack-proof’’ plaster 
walls, seal open joints and cracks in 
woodwork, fill nail and screw holes, 
smooth rough wallboard, cover checks 
and knots in wood. Can be sand- 
papered to velvet finish. Will not shrink 
or fall out. Available in 1, 5 Ib. cans; 


100 Ib. drums; 300 Ib. drums. 


Order from your wholesaler. 


CONSUMERS GLUE CO. 


15 N. HADLEY ST $T. LOUIS 6. MO 
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REPRESENTATIVES 
WILBUR H. DAVIS CHARLES L. Lewis R. F. BEVERS H. C. GLOVER 
1639 W. Farge Avenue 2450 17th Street 4524 East 60th Street 2611 Gerrison Bivd 
Chicago 26, Iilinois San Francisco 10, Calif Seattle, Washington Baltimore 16, Merylend 
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45 Warren Street 115 Brood Street 6637 Golf Drive 4638 Nichols Parkway 6954 Olecthe Avenve 
New York 7, N.Y Boston, Massachusetts Dollies 5, Texas Kansos City, Missouri! St. Lewis 9, Missouri 





GRIFFIN PRODUCTS 
q 








Sells tast by J 
FREE DEMONSTRATION! ~ 


WEED : CHOPPER 
ELECTRIC FENCER” 


tf fac 


The label that 
Guorantees Perfection 


Guaranteed 


You can’t buy or sell finer fishing lines at ILLUSTRATED Sales arguments don’t mean @ thing—show your 
: . ustomers by our Free Dealer Demonstration 
ire mg 3 ees catalog Gwe | eee 2 ee ee See 
inen. Si n n Lines. and dealer helps, feature the “WEED CHOPPER” 
e ° S . Yy . Retail 529 1s Free Demonstration at your store! Mall coupon 
Other models today—tie up t& this customer-bullding demon 
P ‘ stration lan You'll jake OF | « 
Ask your jobber about the B8-W 1953 BONUS PLAN. m,n pr a ale ites calamenaen Gon ae 
$14.25 up free lemonstrations f International's famous 
BIGGER PROFITS We El} CHOPPER” Electric Fencor! 
SALES REPRESENTATIVES FOR YOU! Write Today for information on how you can make 


profits with International Electric Fencers 


Cuts and Kills Grass and Weeds That ‘‘Short’’ Electric Fences 

















A few exclusive territories still open for 
experienced fishing tackle representatives. R. E. ZIMMERMAN & SON SH 853 
Mr R E. Zimmerman, Maneger 


h BEVIN WILCOX e Tate St. Station, Box 5115—422 Scott Ave.. Greensboro, N. Car 
7 L C Without bligat please send forma on Interna al £E 
T e ine Xo. FREE DEMONSTRATION PLAN for 


Dealers 

















East Hampton, Connecticut ADDRESS 
NAME 


TOWN 
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pot and a six-cup percolator. The 
“11-Purpose” set will consist of the 
wall rack and these pieces: a one 
and three-quart covered sauce pan, a 
14%-quart covered double boiler, a 
breakfast unit which combines an 
eight-inch skillet with a four-cup 
egg poacher, and a 10-inch covered 
skillet 

The two sets will be advertised 
with four-color pages in leading na- 
tional magazires and on Revere’s 
coast-to-coast television show, “Meet 
The Press.” 


the gem of home workshops 


Revere Copper and Brass Inc. 
230 Park Avenue 
New York 17, N. Y. 


+ 


POWER TOOLS, 


New Rotary Mower 


The Reo Revo-Lawn Power Mower 
is announced as a new addition to the 
company’s line of home _ power 
mowers. Equipped with a four-cycle, MALLISON WEBBING 
1% horsepower engine, the mower 
also has an automatic rewind starter 
and an 18-inch safety shielded rotary 
blade. A friction-type rubber clutch 
protects the engine when the blade 
hits a solid object. The four wheel 
have oil saturated bearings and semi 


Top Puritan quality 
Packed in cut bands 
stitched for immediate 
use or in 1LO0-Tt 


rolls 


Place a MALL tool next to 
any other portable elec- 
tric tool on the market. 
You'll see how the 
MALL stands out in 
rugged good looks 

? MAGNOLIA 


and smooth, 
streamlined PLOW LINE ROPE 


design. And aside from ; 1 . 
: A op Puritan quality 
outstanding appearance, Packed in individual 
MALL tools are also tops in burlap and paper 
performance. That’s why wrapped tubes. Ideal 

MALL is the favorite for well rope 
brand of men who 
make their living 
with tools. As a 
dealer, you can 
MAKE MORE . “hed Here are three 
MONEY with = proved sales 
MALL because 5 leaders. Just dis 
MALL tools play them and 
are sold factory- 

to-you! Get all the facts 

by mailing this coupon right now. pneumatic, wide tread rubber tire: er og — 
o™ _ ~ oy Seg yhoo wr Cones to The blade has an adjustable cutting pking saaie , rete 
SSE, SO UWE FO POM, HAPEneawe Sores height of from 1 to 3 inches and will of contents puts 


CLOTHESLINE 


your customers 
will do their 


JODO SHS VOSSSSSSTSOSE trim close to trees, sidewalks, et Puritan products 


Manufacturers claim the compactness eut froat ia 


' 

' MALL TOOL COMPANY 

' and simplicity of the mower make it avery anche 
7714 S. Chicago Ave., Chicago 19, lil. easy to operate and economical : 


Show me how |] can MAKE MORE The Reo four-cycle ergine has a 


: i Z 
' " . 
' ’ 
' ' 
i ' : 
' ' 
: ' 
; MONEY by becoming an authorized , crankshaft speed of 3200-4000 rpm 
: MALL Dealer. : with a built-in two to one gear reduc 
' i tion. It has a plastic micronic oil 
; Name ; cleaner, an air vane type governor 
ae i and uses regular gas. The mower i 
y Company 1 2 
: ; finished in cream and green baked 
' ' 
' ' 
' ' 
' ! 
4 


on enamel and retails for $109.50 CORDAGE MILLS 


(MANUFACTURERS) 





Address 


Reo Motors, Inc. 
Lansing 20, Michigan LOUISVILLE, KY ATHENS, GA 


NT.40 
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': caulking cartridges 
USE THEM BOTH WAYS! 
1. Standard Hole- 


in-Cap with Metal 
Nozzle Guns 





2. With Snap-in 
Plastic Nozzle* for a 
all Other Guns 


At last . . caulking 

compound cartridges to fit 

every type gun! So easy to use . . either way 
there's no after-cleaning required. CALBAR 
Caulk-O-Seal is non-hardening, non-staining and 
meets all specifications! 

*Plastic Nozzle supplied with each 

cartridge af no additional cost 


SIMPLIFIES INVENTORY... 
ANSWERS ALL NEEDS! 


Write today for complete details 


CALBAR PAINT AND VARNISH CO. 











Monvufacturers of Technical Products 


2, 2612-26 N. Martha Street, Phila. 25, Penna. “‘Murdock’'s quite a hero since his 
mother sent him his 
PARKER HACK SAW!”’ 
FOOT AND CHECK VALVES ———— You can earn a medal of thanks yourself from 
P Wee one customer after another, by selling them the 
with ; Parker Hack Saw model they like the best. All 7 


Hack Saws in the Parker Line are stars in quality 





and ruggedness. 


conical 


rubber 


a 

“ 

STRATAFLO Foot and Check Valves 
erd leakage troubles, save their cost many 


times over in service calls. Ideal for jet type Manufacturers of World-Famous Trojan Saw Blades and Frames 
pumps. Ask for Bulletin 203. 


wi | Staal 7/ Fry t| Parker |.Zxe 


STRATAFLO PRODUCTS, INC. PARKER MANUFACTURING CO. 





FORT WAYNE 1 INDIANA 





WORCESTER 1, MASS., U. S. 
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New Fan Catalogue ADDED SALES 


A revised 2-color catalogue includ- 
ing all new models in the Murray 
line of attic and window ventilating 
fans is being offered free to dis- 
tributors. A new 16” x 30” window 
fan has been added as well as a 


it’s 
Adjustable 


Yes... . you can build sales ; 
volume and customer good will Now, with te Little Giant’ Weed Cutter 
-Li % you can offer your customers a cutter that is 
ri cancer ty eng > sgl rae : easily adjusted to their preferred cutting angle 
Sportsman's Lamps this Fall .. . hang end belence, and handle length 
the first choice in the South since i ; ; ‘ 
1914. Star di Z ” . Other features are: elastic stop nuts for easy 
914 Start building your lamp oe ee a Oe Se te bo 
business today by ordering these ay ama ef c? i 6 aoe Gn 
four popular Auto-Lite models : folders and mats. Order from your jobber 
from your wholesaler now! ian ‘ a ah ot 
en or @ sempie an see r you why 
11SMODEL this is a profit maker This trial offer can't 
Furnished Deluxe line of horizontal and vertical last, so —_— us NOW including $1.00 to help 
« cover cosTs 
— . attic and industrial fans. According to 
ing capacity 4 the makers, the Deluxe is equipped A free Hathaway shirt to Mr. A. B. Goff of 
hours. Rust ith valed. lifet .-lubricated ball Goff Hardware, Deland, Florida. Send us your 
proof con with sealed, ltetime-iubricatec da shirt size Also. free shirt to jobber salesman 
struction bearings in both fan and motor, never in your area who selis North Wayne Tools 
Rubber Bum Please send his name, company and address 
perarip. pre requires lubrication, and carries a 10 
tects bottom vear guarantee NORTH WAYNE T L 
Strong wire The new catalogue illustrates the ) 00 co. 


b 4 
race full Murray line with photographs, OAKLAND 2, MAINE 


full specifications, and _ installation 


0 MODEL instructions 
7 plated re 
flector. 4 hour 


capacity. Pat Murray Company of Texas, Inc. 
gates = Sar c/o H. C. Biglin Co. a pa T cI) 
i" steady 177 Harris Street, N. W. eect wees OAGeeece us oer OFS 


even flame at Atlanta, Georgia HORSE COLLAR PADS 


times 
e 








all-purpose 


(gs 
en 


117 COM 
BINATION 
Consists of 115 
Model Auto-Lite . . 
Lamp with a Screw Driver Display 
sturdy brown 
cloth 1 gee | Introduced as a complete sales 

hat yith met Boer ane pam 
lanai. ‘A maker, Fuller Tool Co.’s new “Golden 
real special this 100” Screw Driver Display, contains 


sani 100 screw drivers and features a 
“Screw Driver Tester,” which shows red hooks 


875 MODEL the right driver for every screw type 

Will dura 6 From the golden, all-metal display 42 [ad @@ 

hours on one 7 
re00t wees CAGiete@eo ws cer O88 


full charge of 


ter. Furnished . TRACTOR SEAT CUSHIONS 


with 7 plated 
reflector and 
convenient fold- 
ing handles 
Ideal for camp 
ing 


For every work horse and mule 
“The pad with the rust-proof 











Contaet your jobber today or write 
us tor an illustrated catalog and 


the name of your nearest whole | 
salet | | For every tractor and farm 





implement seat 











See your jobber or write us. 


U | Vv E R S A L ; THE AMERICAN PAD & TEXTILE CO. 


Greenfield, Ohio 


L A M Pp Cc oO * Sard ii ry MAKERS OF FAMOUS TA-PAT-CO 


Springfield, ttlinois ee 1 HORSE COLLAR PADS SINCE 1881 
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All chain, 45 inches 

long, strong welded link, 

cadmium plated . . . 8 fixed safety 

snaps, center swivel for rotary action. A fisher- 
man’s favorite everywhere! 


FRABILL MFG.C 


938 W. Walnut St. 
e Milwaukee 5, Wis. 











Sell one — 
or a complete set 


( 


With or without key locking, Three 
3/16” hole install Streamlined 
beouty, Adjustable for %" to 1s" 
doors, Reversible 








= a Oe ed 


© ee x | 





Lubricated for long life, Simple applica- 
tion, Enclosed Shock absorber spring, 
Hold-open feature, Display models 
available with each half-dozen 


Plated or Stainless Steel and Brass Metal. 


on SCREEN DOORS 


Write for full description, price and delivery on these 
and other items 


Jdeat IDEAL BRASS WORKS, Inc. 


St. Paul 1, Minn. 





250 East Sth St. . 
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Hunting & Outdoor Clothes 


® Leader in Sales 
® Leader in Profit 
® Leader in Quality 
® Leader in Advertising 


Get ready for another big hunting, fishing and 
outdoor year. Stock up right now with Duxbak ... 
the clothing that active, outdoor men and women 
look for above all others 


The first price is higher. That's right. Yields the 
dealer more profit per sales check. No mistake 
about that. But it also sells faster in greater volume 
because almost a half-century of use has proved 
that Duxbak clothing wears longer, gives greater 
freedom, comfort and protection. In short, Duxbak 
clothing gives more for the money, costs less over 
the years. And Duxbak backs up its dealers with 


more advertising, telling more people the wisdom 


and economy of buying Duxbak 


Style 04 Duxbak coot our most 
popular number, double-ply 
body and top-sleeve; bi-swing 
back, adjustable pivot sleeves 
blood-proof Pakbak game 
pocket; hand-warmer pock 

ets; shell pockets divided 


or with loops 


Style 71 trousers for 
hunting, fishing or any 
outdoor activity 
double seat and knees 
zipper fly; over-size 
pockets. In Duxbak 


and lighter fabrics 


Style F hat-cop popular and 
practical for brush-hunting 
fishing; Duxbak, Montana « 


or Mohawk Duck 





UTICA 4, NEW YORK 





custome! il 
lriver for eact ( ‘ illowing for blad ‘ull i 
complete self-ser blisterproof ( ail fron De 


Valued at $10, the display is free ir I5¢ to 75¢ permanent 


in arrangement that include four possible cha 

each oo; Fuller ' . elling driv Fuller Tool Co., Inc. eteieendions: 

e1 | including 9 hillin a . 3522 Webster Avenue daohes Thi 
. . New York 67, N. Y. sage le 

+ 





| 
’ Cotton Handy Cloth 
New Display lew strong cotton, duck cloth Modell. CHAIN 
FULL MARK-UP! corner carrying loops for easy ha Buy it here in any length 


ncnic 
») repairs, a 
i childret tent 
idually packed 
polyethylene 
top vhich 


a — 1 i oO to } 
GLAZIERS : ! John H. Graham & Co., Inc. 


POINTS 105 Duane Street 
New York 8, New York 


DRIVING 
TOOL... 


New display 
box contains 
2 dozen 
boxes of Red 
Devil zine coated glaziers’ points. It 
gives you extra sales! Each 10¢ box has 
FREE driving tool! A sure-fire sales 
builder. Get your RD #22 Display 


quare 
A product of =. : , _ 
- Hodell Chain Co 
3924 Cooper Avenue 
eee os oe Cleveland 3, Ohio. 








PROTRACTOR LEVELS or apc 


Plimuin ‘ guessing at difficult angles. Make ae 4 
ices Msciee Eee all teodeeman! fest ene eluate to Dep 
# the dial and you have the angle or dre p per foor i meia.)\ ae \iciae) 


ainsi tie _— Omohe, Nebrosko 


CARDI AL RUBBERIZED ALKYD ¢ JAMELS 


FLAT AND SATIN GLOSS 
nerevree Cardinal Paint Coz. vous Haan 


1445 WN 6th St . St Lovwis 














pte 


MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 
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SOUTHERN WOOD SCREWS 


START FAST 
DRIVE STRAIGHT 


HOLD TIGHT 
INTRODUCES 
Precision Milled Slot 


Full Size Shank the Rocky-Ford 


Thin, Sharp Thread 
BOOT FOOT WADER 


Sharp Gimlet Point 


Shipment from Stock! : Seal-Dri (originators of 
plastic stocking-foot wad 
ers) NOW INTRODUCE 
the First Boot Foot Wader 


FACTORY WAREHOUSES . : electronically sealed in one 
North Bergen, N. J we ty : piece and made of newly 

Los Angeles 23, Calif af developed tough, extra 
Chicago 10, Ill strong plastic materials 

p The tops of the Seal-Dri 
, > , ~ Rocky-Ford waders are 

SOUTH ER N made of extra-strong low 


temperature 20 gauge 
= Cc R E W ~ Krene, made by Bakelite 

Ihe Boot Foot ts of spe 

A N y cially formulated low-tem 

C Oo M P perature Plastisol which 


will not crack or peel, and 


Ahab th hhh dha hadmthaaaia 


Manufacturer of Wood Screws 
STATESVILLE + NORTH CAROLINA 


wears for years cven Ww hen 
used in rocky streams, salt 





water, or on sandy bot 
toms. Other features in 
clude (1) Low price. (2) 
Comfortable. (4) Auached 
nylon suspenders. (4) Re 
movable Foam-Vinyl in 
nersole. (5) Quick repair 
kit. (6) Not affected by salt 
water. Excellent for surf 


Columbiana’s NEW Fig. 20-2 : fishing, duck hunting, and 


wading streams. Write for 


Brass Cylinder Pitcher new catalog page 
Spout Pump... —— ' MADE OF THE 


@ Brass cylinder (pump body) Kew 
@ Simple, sturdy; for cisterns or wells > ‘a BAKELITE 


up to 2S-ft-deep. Draws water hori 
zontally for short distances 


@Left or right-hand installation 


@Suction valve and cup leather made 


of finest quality oak tanned leather 
sy > : The Seal-Dri Super 20 Wader, and Utility Suit, and 


the Red-Buck Hunting Jacket illustrated here are 
timely fall items. Seal-Dri also makes Parkas, Sports 
Jackets, Hippers, Air Mattresses and other products 


@3” cylinder diameter; 3/2” stroke; 
144” suction connection for standard 
pipe tar 


e weeny ally cartoned; easie “Super 20’ af Utility 
iia is Wader 


MANUFACTURED BY 


COLUMBIANA PUMP COMPANY / Seal De Red-Buck Jacket 
A, x 


COLUMBIANA, OHIO. U. S.A SEAL-DRI SPORTSWEAR CO. 


A 
a * preoucr 2512 KILBURN AVE., ROCKFORD, tit. 
SHERBROOKE, QUEBEC, CANADA 
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bt WRIGHT 


STER 


LAWRENCE J. BALDWIN & SON 


WORC 


D. C. HORNIBROOK 
E. L. HORNIBROOK 
Box 176, Avondale Estates, Ga. 


HEXAGONAL 
NETTING .. 


high standard of 
the industry 

evenly woven. . 
perfectly straight 
selvage heavily 
galvanized with 
gleaming finish. 
This popular prod- 
uct is readily iden- 
tified by the fa- 
mous colorful 
rooster label. 


STEEL & 


WIRE CO. 
‘MASS. 


306 Carondelet Bidg. 
New Orleans 12, Lea. 





JUST PRESS 'N TURN 


A AY 


FRABILL’S 


Mewar 


FISH FLOAT FOR CASTING OR STILL FISHING 
YOURS IN FIVE SIZES — From 20¢ to 40¢ 
Customers insist on BOB ‘EM 2-WAY fish floots 
mode right . designed right they work right! 





FRABILL MFG.CO. ivi. .ci.0'3"Wwi" 

















CASH IN WITH A RUGGED ROBERT 


FAST SELLER 


Here's a Rugged Robert 
product that will stand up and 
take it. This durable broom 
rake combines five important 
features to give your customers 
a he-man rake with qoox 

1. One-piece frame 
cannot lose shape 

2 Special patented locke 
that makes it im 

rake to come 


cover plate’ 
possible for 
apart 

3 S; ecial t atented rein 
forced socket* that gives rake 
the life of the steel! itself 

4. Semi-circular depression* 
that absolutely locks tines for 
good 

5. Tines made of finest high 
carbon steel Every Rugged 
Robert broom rake is dated 
when it ccmes off production 
line, and is unconditionally 
guaranteed for two years. 


*No. 2,632,992 
“Serving the Jobber 
for 15 Years” 


Heavy usage straight spring balance 
A popular scale for farm and industrial use. 
Built for rugged heavy duty service. Six sizes 
with capacities of 25 Ibs., 50 Ibs., 100 

Ibs., 160 Ibs., 200 Ibs., 300 Ibs. 


HANSON SCALE CO. (Est. 1888) 





* Northbrook, Illinois 














THE BROOM RAKE 
THAT OFFERS YOU 
BIGGER PROFITS 











Wire Products Company 


2713 North 24th St., 


Member, American Hardware 


Birmingham, Ala. 


Manufacturers Association 














CONTAINS 
LATEX 


Contains Mutton Tallow 


Stop V-Belt Squeaking, Slipping LIQUID BELT DRESSING 
\ 


2. Cutting 
oll 


Suiphurized ana Prime Lord 
Homogenized 





rure homogenized 
Neatsfoot Oj!. Wa 
terproofs, pre 
serves leather 2 
boots, sho 

es, sod anva- 


dies, luggage 
ekandlte 


Liquid Saddle 

Waterproofing tor canvas 
awnings, tents, tarps, brick, 
cement, stone, w 
Dist'd by whiee., bdw., 
will scupply, drag ond 
saddlery bowses 


Anime! Shampoo 
Animal Hair- 
dressing 
Neotsiene Harness Oil 
Mfgd. by NEATSLENE CO. 
Omahe 8, Nebr., Roy W. ‘‘Shep'’ Sheperd 
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rARM 


Section of SOUTHERN 


Self Angling Tandem Harrow 


Lift Type Tandem Harrow 


Texas Cultivator Sweep 


Lift Type Drag Harrow 


THE © KING 


AUGUST, 1953 


EQUIPMENT 


206 Peachtree St., N.E. 
HARDWARE Atlanta 5, Ga. 


OF CONFIDENCE 


TRACTOR 
DRAWN 
IMPLEMENTS 


As a dealer, you will appreciate 
the confidence that farmers have 
in King Harrows and implements. 
Keeping abreast of modern farm- 
ing methods, King offers you the 
same quality, the same dependa- 
bility in this outstanding and 
populor line of tractor drawn 
implements, a few of which are 
shown here. 





Cultivator Stalk Cutter 


PLOW COMPANY <: <<: 





ORE than once Harry has been chided 

for the pains he takes lining up a fence 
row. With all the precision of a navigator he sets 
the course of that fence, and he doesn’t let it 
vary an inch. You can see him out there, direct 
ing the placement of each single post, his eye 
sighting along the row with the accuracy of a 


marksman. 


To those who kid him about being so fussy, 
Harry offers some cold logic. It's true, says Harry, 
that it isn't always necessary to have a fence row 
just so—that, as long as a fence is strong enough 
to hold back stock and straight enough to sepa 
rate fields, it'll do. But, he says, being particular 
is a kind of habit with him, and making ex 


ceptions whenever it's convenient might spoil 


$0 fussy 


about 


@ tence (row 


him—might break his good habit and make it 


tough to be particular when it js necessary 


Now we of John Deere can see Harry's view 
In fact, we subscribe to his homespun 
Statistical Quality 
We've found it 


pays to be particular in every phase of manu 


point 
philosophy, and, through 


Control, practice it every day 


facturing—that striving for perfection in every 
thing makes it easy to do a precise job when the 


tolerances are close. 


Vision, initiative, and craftsmanship—firmly 
implanted in the »rinciples of its founder and 
strengthened today by a practical Quality Con 
foundation 


trol program—are the stones on 


which the John Deere organization stands 


youN DEE Re 


JOHN DEERE © MOLINE, #tLLINOTS 





‘Ty A” el 


98 SOUTHERN FARM EQUIPMENT Section for AUGUST, 1953 





Shop Superintendent R. F. Bailey 
shows customer where new part 
should be used on his tractor. 
Bailey and company's 11 mechan- 
ics share in a monthly bonus 
which is based upon shop volume. 
Bonus arrangement has given 
mechanics a new interest in sell- 
ing. Their efforts in off-duty 
hours have been largely respon- 
sible for steady growth of the 
company's service business 


onthly bonus plan makes 
Every Mechanic a Salesman 


A SIMPLE bonus plan has turned 
mechanics into effective off- 
duty salesmen for the H. R. Turne: 
Farm Machinery Co., Navasota, 
Texas. The company’s mechanics 
with a real incentive to sell serv- 
ice, have been largely responsible 
for a steady growth in shop vol 
ume. Their activities have been 
particularly important in influenc- 
ing tractor fleet owners to forego 
operating their own service shops 
and to rely on the Turner company 
to maintain their equipment 

There are 11 mechanics in the 
company’s service department 
which is under the direction of 
Superintendent R. F. Bailey. All, 
including Bailey, share in a month- 
ly bonus, the amount of which de- 
pends upon the volume of service 
business processed during the 
month. As Bailey points out, this 
bonus arrangement aptly explains 
the mechanics’ off-duty interest in 
selling. The more work brought to 
the shop, the greater will be the 
next monthly bonus 

“It was surprising how quickly 
the men in the shop picked up 
pointers in salesmanship,” Bailey 
said. “Regardless of how busy a 
mechanic may be on a certain job, 
he always takes time to explain 





By Ruel McDaniel 


the value of additional service o1 
needed parts to a customer—pro 
vided, of course, he really believe 
the additional 
are necessary.” 

The bonus plan ha 
eration for four 
body concerned is 
idea. Management favors the plan 
for it obviously encourages me 
chanics to try to sell more service 
jobs. Service personnel expres 
their enthusiasm, for it gives them 
an opportunity to make additional 
money for additional effort 

The success of the plan prove 
that it is possible to inaugurate an 
incentive program for the 
department even where a flat-rate 


service and part 
been in op 
years and every 


sold on the 


ervice 


plan for pricing service is not used 


The 
plicated as it 1 
end of the month 


plan is as uncom 
effective. At the 
ervice business 


bonu 


handled by the shop during the 
month is totaled. The percentage 
of total sale allotted for 
the bonus is determined by the 
handled. On busi 


which } 


type of busines 
nes that come customers 
owning less than five tractors, 15 
percent of the customer's cost of 
the work is earmarked for the 
On repair work that comes 
owning fleets of 
10 percent of 
the custome! cost is allotted for 
Work tickets designate 
o that 
department can 
with the 


from 


bonu 
from customers 
five or more tractor 


the bonu 
the type of work processed 
the bookkeeping 
eadil 


charge each job 


With a real incentive to sell, this com- 
pany's mechanics go all out to attract 
more service work to the shop. As a re- 
sult, shop volume has increased steadily 
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repairable. Afte: 
procedure for a 
VerTage mecni 
earned to look ¢ 

ts of the « 

ill follow thi 


that 1 


ure 


when it would be mo! 


economical for the customer if 


old part were repaired 
The bonu l paid fo 

complished on used mi: 

which has been accepted 

and overhauled for re-sa! 

the final conditioning 

tors and implement 


Increased Volume 


Above, company mechanics work on tractor belonging to large fleet owner 

With monthly bonus as an incentive, mechanics helped persuade fleet owners 

to forego operation of their own service shops and to rely on the Turner 
service shop for all of their repair and maintenance requirements 


el percenta ‘ 
bonu 
The amount illotted fo 
mu ! divided amor the 
nechank und Batley on the ba 
alary, all shop personnel earn th: per a cout 
i straight month! var pairing the old part 
We olved thi pro 
quiring all mechani 
Workable Formula . 
inspect any doubtful part 
deciding whether or not the 
The formula for determining 
dividual amounts works in thi 
manner. The total of all salari 
paid in the service department Company makes every effort to save money for farmer. New parts are used 
eine, deme tade S908 unite Thy only when old parts cannot be repaired. Here Bailey and mechanic check a 
: crankshaft for further serviceability. If micrometer readings indicate sound- 
number of $100 units then | ness of part it will be repaired and replaced in equipment 
divided into the amount of the 
bonus available for that month 
The resulting figure ts the amount 
each hop employee receive 1 
bonu for each $100 dollar 
alary 
Assume that $600 is allotted for 
a bonus at the end of a giver 
month, and that total shop salarie 
for the month amount to $3600. By 
dividing the number of $100 unit 
of salary into $600, the bonus pe 
$100 of salary amounts to $16.67 
Thus a mechanic with a monthly 
alary of $250 would receive $41.67 
additionslly as a bonus. Should a 
mechanic have a monthly salary of 
as much as $400, his bonus would 
amount to $66 68 
We found only one weak point 
in this incentive arrangement 
Bailey said, “and we have licked 
that. At first we found that some 


mechanics were prone to use a 
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A report to you about men and machines that help maintain International Harvester leadership. 


International Harvester has developed and produced 


17 new machines in 770 days! 


and the newest of all is 


FARMALL’ 


Fast-Hitch ie 


for the McCormick’ Farmall® Super C with a 
full line of Fast-Hitch Implements 


Just back up... 
CMWk...and GO! 


PLUS =55 other new machines —77 in all! 


Today —more than ever—the full IH line offers the tractors, 9 tillage tools, 8 planters, combination 
farmer the widest choice of tractors and equip- hoppers for all cotton planters, pickup balers, side 
ment available anywhere, backed up by complete, delivery rake, field harvester, cotton stripper, two 
close-to-home sales and service. cotton pickers, two harvester-threshers, four corn 

Power and machines for every farming job, from pickers, a fertilizer distributor—and many more. 
plowing through harvest, are included in the 77 All these new products are part of International 
new farm machines developed and produced by Harvester’s continuing program of product de 
International Harvester in 770 days. velopment and improvement to provide farmers 

In addition to the new Farmall Fast-Hitch for with equipment keyed to today’s farm produc- 
the Farmall Super C and a full line of Fast-Hitch tion needs . . . new labor-saving machines de- 


implements, some of the new machines are: 11 signed to increase production and cut costs, 


Every farmer is a prospect when you're an IH dealer. Your base of operations is the logical 


place for the farmer to look for his individual solution to his mechanized farming needs 


INTERNATIONAL HARVESTER 


oment and Farmall Tract« 
a! Office, Chicage 


Internationol Horvester products pay for themselves in use—McCormick Farm Eq 
Motor Trucks Crawler Tractors and Power Units . . . Refrigerators and Freezers Gener 
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Company serviceman here demonstrates use of a hoist in transferring implements from flat bed truck to ground with- 
out need of special ramps. Low-clearance trailer is shown with tractor held in place by two-bolt method 


Its the Follow-up Service 


7. OUTSIDE salesmen comprise 
the formal sales staff of Mc- 
Farland Tractor Co., LaGrange, 
Georgia. But Arthur L. McFarland, 
owner of the business, has a host 
of “customer salesmen” pushing 
his equipment. His success in build- 
ing this effective “sales staff” is 
due largely to a carefully planned 
follow-up service program 
“Eighty to ninety percent of my 
new sales result from ‘testimonials 
over the back fence’ given to 
prospective buyers by my satis- 
fied customers,”’ McFarland says 
“and that is exactly the way we 
plan it. It does not take much 
thought to realize that your equip 
ment owner will be much happie 
with you and your product if he 1 
realizing the maximum use of the 
outfit he ha As a 
natural follow-up to that thought 
the word 


purcha ed 


he also is going to ‘pas 
to his neighbors when they get to 
gether 

The soul of a follow-up service 
program depends upon two bast 
consideration intent and ability 
Intent 
out firmly with the idea in mind to 


give your customer the best serv 


’ 


imply means that you se 


‘ 


ice and advice on equipment of 
which you are capable. To make 
intent a real factor in custome! 
satisfaction, a definite plan for 
service must be drawn up and put 
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into practice, Ability means that 
your plant is capable of perform 
ing the type of follow-up program 
which you have planned. Here 
qualified service personnel and 
shop facilities, including special 
tools and rolling stock, are vital re 
quirements 

McFarland’s plan is a simple one 
and takes its cue for action from 
philosophy, “Our 
works toward 


his singular 
whole operation 


making customers rather’ than 
simply making sales.”” Each cus 
tomer who buys a piece of equi; 
ment is shown the parts depart 
ment and told how he may make 
use of it. He is then 
through the service department 
where the servicemen are intro 
duced and facilities for repair and 
maintenance are pointed out 
After the farmer 
equipment in use a 50-hour check 


guided 


places hi 


A. L. McFarland serves customer in parts department. Firm aims to have on 
hand when needed at least one of all parts required by major line 
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A planned program of system- 
atic service after the sale 
gives the assurance of de- 
pendability that is winning 
repeat business for dealer 


By C. L. Lorentzson 


that Pays Off 


is made free-of-charge at the cus- 
tomer’s convenience. “We ask him Service department is well-arranged and equipped to 
assure fast, dependable service for farm customers 


at the time of delivery to notify us 


by letter, telephone, or personal 
visit when his equipment nears Checks are normally made in the The results of all inspections are 


the end of the 50-hour period, He field, although ometime the noted on a standard form made out 
is reminded of the check by a tag farmer brings the tractor into the in duplicate showing the check-off 
hanging inside the door of the gas shop if he lives nearby. Rainy list and appropriate settings. At 
compartment which he sees every days are good check day They the bottom of the form is a space 
time he fills up with gas. This tag suit us and the customer, for there in which the serviceman make 
also outlines the important points is no conflict between his need for recommendation regarding use 


to be covered in the check the tractor and our service check misuse, or maintenance procedure 
for the future as indicated by the 


equipment’s present condition 

At this point, a definite effort 1 
made to further promote customer 
confidence. For example, if a di 
crepancy is noted which doc not 
require any action, yet is a depart 
ure from the normal operating 
characteristic of the machine, the 


iscrepancy is noted on the check 





mm thu etting a basis for a 
possible out-of-warrant' adjust 
ment for repairs late! 

od example of the above 

repam would be 

the front wheel of a 

think it 

Wit 

ow that iti 
oprene eal 
imilar to a 

the tractor 1 
have made 

Company's outside display area is adequate and with ample parking space. ny Sener we discrepancy 

Here McFarland shows a new model tractor to interested prospect (Contu lon page 105) 
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Southern dealers report on 


The Used Equipment Picture 


| es THE AVERAGE Southern farm 
equipment dealer, competition 
of used machinery 
equipment is at the keenest point 
ince the close of World War II 
A survey of 600 dealers in 
South Southwest 
recently by SOUTHERN 
EQUIPMENT, revealed that 
Southern 
of used equipment ha 


for sale and 


the 
conducted 
FARM 
for the 
inven 


and 


average retailer, 


tory edged 
prices received down, and 
average profit sold ha 
fallen off an average of 15 percent 
Some dealers who the 
field during the wat have 
been badly jolted tight 
market for used Ac 
customed to low and a 
whopping the 
of unlimited competition 
pattern for those 
the 30° caused 
majority the ex 
indi 


are 


unit 


up 
pel 


entered 
years 
the 
equipment 


by 


inventorie 
consumer demand, 
spectre 
a normal who 
ha 
of 
however 
in their replies that they 
have sized up the situation and 
have taken positive steps to keep 
used equipment moving 

Asked in the survey thei: 
inventory of used equipment com 
pared with a year ago, a large ma 
jority—67 tated that in 
ventories heavy a 


operated in 
fear. A 


perienced 


ome 
deale 


cated 


how 


percent 
at least 
a year ago. 43 percent 
that inventories of used equip 
ment have increased, while for 30 
percent, inventories have declined 
For those who reported an in 
crease in inventories of 
equipment, increases 
from 10 to 
average rise 
cent 
Perhaps the 
change in the 
situation from a vear ago has been 
the break in the level of prices for 
Slightly 
those 
reported that 


are as 
indicated 


used 

such 

50 
being 


ranged 
with the 
33 pe 


percent 
about 


significant 
equipment 


most 
used 


so many dealers more 
than 85 
pating in the 


of 


of 
urvey 


percent partic! 


prices used have 
dropped 
The 


10 to a 


equipment 
levels of a 
declines 
as 50 percent 


below yeal 


reported range 


high 


azo 
from 
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A READER SURVEY 


the 


percent 


ave! 


of the de 
tion replied that price 
ame level 


to about 
aZzo 
the 


while le 
replies 


dre p 


Approximately 


alers an 


the 


price b 


14 


wering thi 


than one 
indicated 


are 
of 
pe 


an 


in used equipment price 


This d 


ecling in 


price 


pl 


’ ) 
Cllle <i 


perce! 1 
que 
holdi: 


‘ 
reel ( 


mncreast 


obab] 


is a natural accompaniment to the 


decline ji 
the 
price 
teadily 
Cl have 


cautious! 


past 


fai 


evera 


n net 


received 


with the 


m 


Income 


] monttl 


have d 


re 
I 


returned to 


ie with 


purchases 


Meanw 
plagued 
lve tra 
trading l 
ealistk 
i ed 
be 
nated en 

In the 


ing 


eq 


cent indi 
used 
of 


reports d 


per 


level 


extreme 


average 


everely 


hile 
with 
de in 


de 


re 


al I 


demand 


ult tha 
then 


pect t< 


/ 
l 


for 


allowance 


Ove 


Carry 
arn 


eclit ed 
t farn 
nor 


rY 
Tic jf 


ll are 
exce 


Until 


accompli hed on a mort 


pricing 
iipment 


tirely 


ir rephes 
majority 


cate d 
unit 


decline 
of 50 


decrea = 


basis 
will 
queezed if not elimi 


an 


of 


in 


cont 


of more than 
that 
old 


a VeCar ag 


avecrare 


dew 
The =¢ 


from 


percent, w 


profit 


profit oO 


’ 


nue 


overwheln 


72 pe 
profit 
n fron 
dealer 
two to 
ith the 
beir 


recent. Slightly in ex 


pe 


this questior 


recent of the dealer 
reported 
rienced no loss 
profit reent i 
dicated 

protits or 
deale: all were le 
Southeast, out of the 


De the momentary gloom 


pe 
actual increase i! 
it. These 
the 


area 


i ed equipmel 
wated wu 
ought 
pits 
of the used equipment situa 
there were few eypression 
pessimism the part of deal- 
Replies are pointed evidence 
the fact that ] recognize 
the industry agalr in the 
of a buvers’ market and that 
fully 


iiiy 


on 


dealet 
t 
wav to compet cece 
emphasis on promotor 
and selling 

According]: dealers have 
the with de 
termination and have taken special 
to 


to renew 


most 
iccepted challenge 


tep increase sales activity on 


their used equipment lots 
ome 
to the 
what special steps have been taker 
to keep the trade-in 
profitable basi 
Oklahoma 


Following are typical com 


ments in reply question of 


business on a 


Increased advertis- 
attention to prospects 
Extra effort 
farmers to buy 
equipment than 
f so much used equipment 


QO! 
Florida—By overhaul 


ney: clo el 
for 


to encourage 


used equipment 
used 
rather go in debt 


comple te 








For the average southern farm equipment deal- 
er competition for sales of used equipment is at 
the keenest point since the close of the war. 
For the average dealer, used equipment inven- 
tory is up, prices received are down and aver- 
age profit per unit sold has fallen off. A ma- 
jority of dealers, however, have taken posi- 
tive steps to keep used farm equipment moving. 
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to meet the 
demand... 


a 


IN CANADA, 
Plastics Limited 


ada 


v 


FOR NX iy ~ , Upper Sendusky, Ohio 


PLASTIC PIPE "Seen 


North Corolina 


Flexibility long life lightweight 
installation economy and outstanding quality 
have necessitated CARLON'S continuous establish © Denver, Colorado 


ment of new plants 


At these strategic points of manufacture, CARLON 
meets the demands of the hardware industry, home 
owners, farmers, and ranchers. New piping for water ® Corsicana, Texos 
sewage, oil and gas keep CARLON active in meeting 


these demands for the best in plastic pipe 

To keep pace with these needs, CARLON will con 
tinue to buiid its production facilities and create ® Klomath Falls, Oregon 
higher standards of quality and efficiency 
CARLON does this with a purpose to maintain 
its uncontested leadership as the world’s largest 


producer of plastic pipe 


Buy the Pipe urth the Stupe! | 


Write Today for Free Literoture * 
CARLON PRODUCTS 


@ @ CORPORATION 


10300 MEECH AVENUE e CLEVELAND 5, OHIO Du 26 tt PL y Pipe 


BEER TL; 
- eas ee > 7 
ee S cat 


* 
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The era through which we have just passed isn't conducive to the de- 
velopment of good businessmen. Therefore we might expect many to be 
weeded out during the period of transition. There are many, however, 
who subscribe to the sound business philosophy of making a reasonable 
profit, giving the customer his money's worth, meanwhile treating him 
with the courtesy and consideration which he as a customer deserves at 
all times. I¢ is this dealer who will survive and prosper. Impiement deal- 
ers must not be guilty of overselling. The prospects ability to buy, either 
for cash or on terms, must not be overlooked in the eagerness to make 
a sale. Used machinery sales can be increased materially by doing a 
first class job of repairing and re-painting.—Brownsville, Tenn. 


of trade-ins we find we can keep 
it on a profitable basis 

Texas—Give salesmen special 
bonus on used sales. Advertise 
used equipment. Don’t allow as 
much as a year ago. This affects 
sales of new equipment, but we 
can’t do otherwise 

Kentucky—-Our used machinery 
is moving better than a year ago 
and so we haven't resorted to any 
extra selling methods 

North Carolina—Our sales have 
been below 1952, due to price cut- 
ting and over-allowance on used 
equipment by some new dealers. It 
has always been our policy to re- 
condition and paint all our used 
equipment so that the purchaser 
will get the maximum service. We 
seldom keep used equipment on 
hand very long. Used equipment 
prices are breaking so fast it is 
hard to tell just what to allow for 
a piece of equipment 

South Carolina—Have tried al- 
most everything. Best results ob- 
tained from house to house calls 

Georgia—We are trying to trade 
for the right price and trying to 
get the trade-in ready for re-sale 
quicker, 

Alabama—Cut down on _ the 
amount allowed for used equip- 
ment. 

Tennessee—More personal calls 
and contacts. Trying to make more 
accurate appraisals. 

Texas—Better reconditioning. 

North Carolina Additional 
sales effort. 

South Carolina—Less allowance 
on trade-ins. Better display of 
used equipment 

Virginia—Hard to get any profit 
on used tractors. New competition 
hasn’t learned a lesson yet 

Alabama—Increased 
tivity. Recondition trade-ins more 
thoroughly. 

Oklahoma—lIf I can’t see a fair 
profit in a sale I will not make it 

North Carolina—Demand for 
used equipment has increased due 


sales ac- 
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to reduced buying power 

Arkansas—Reduced prices and 
put on selling campaign among 
salesmen 

Texas—Decrease in profits on 
used equipment is outgrowth of 
higher allowances for trade-ins 
Higher allowances were necessary 
because of adverse crop conditions 
in our area for the last three years 

Oklahoma—Would like to know 
of some special steps to combat the 
idea of farmers to steal my pants 
No grass and no feed prospects 
makes farmers plenty tough 

Texas—Spot announcements on 
local radio station produced sales 
in first quarter 

Arkansas—We are planning on 
moving our used tractors inside 
and shining them like a new penny 
if possible. Some change has got to 
come both in new and used equip- 
ment. Farmers are expecting too 
much for their used equipment 
Dealers must reduce allowances if 
they are to make a profit on used 
equipment. 

Texas—We sold 41 new tractors 
since the first of the year. We 
overhaul and paint our used trac- 
tors and guarantee them 30 days 
We have no trouble selling used 
tractors 


7 


Follow-up Service 


Pays O 


(Continued from page 103) 


we have had to make no replace 
ments. But the owner was assured 
that if real trouble developed, he 
would be covered.” 

The copy of the 50-hour check- 
form is given to the owner and the 
original is filed in the owner’s jack- 
et which is on file in the office 

“After the 50-hour check, peri- 
odic visits are made by one of our 
servicemen who makes frequent 
calls on our customers. This man 
carries with him numerous light 


repair items, i.e.. points, spark- 
plugs, fan belts, and other parts of 
this nature. He can, therefore, 
make an operational check of the 
equipment and greatly improve the 
functioning of the machine. Regu 
lar parts prices are charged for 
any parts used, yet the job is done 
in the field at the owner’s con 
venience.” 

These visits also serve as an op 
portunity to show a current or 
easonal implement to the tractor 
owners. The serviceman explains 
the function of the implement and 
quite often demonstrates it to the 
customer resulting in increased 
implement sales and defraying the 
expenses of this service 

Another opportunity to promote 
customer satisfaction and confi- 
dence occurs during the planting 
season. “We ask our owners to 
notify us a day ahead of the date 
they desire to start planting. We 
then send our serviceman out to 
adjust their planters in the field 
and to give use and maintenance 
instructions.’ 

With regard to maintenance in- 
structions, McFarland, who has 
had 14 years’ experience in the 
farm equipment field, shows an 
unusual grasp of the equipment 
owner’s problem. “Many imple- 
ment dealers attempt to deliver 
the tractor after the sale and give 
complete operating and mainte- 
nance instructions at that time. 
Unfortunately, the farmers do not 
use their equipment for all of its 
designed uses at once; consequent- 
ly, most of the instructions they re- 
ceive are forgotten. We tell our 
customers what they need to know 
to operate and maintain their ma- 
chine for the season at hand. On 
our follow-up visits, we expand 
this information to include cur- 
rent problems, thus our owners 
are taught the best operating tech- 
niques at the time they put these 
instructions to use.” 

Most of the follow-up service 
program is designed to accommo- 
date the buyers of new equip- 
ment; however, from time to time, 
a courtesy service call is made on 
buyers of used equipment as a 
gesture of helpfulness rather than 
as an obligation. “In one case, not 
long ago, this service call so im- 
pressed a farmer who had pur 
chased a used tractor that he came 
to us soon after and signed for a 
new one. He had purchased the 
used tractor from us on an “as is”’ 
basis, so we gave him credit for 
what he had paid us in the first 

(Continued on page 110) 
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Here’s why experienced pump dealers sell DEMING; 15 
different types of water systems...most popular sales fea- 


tures... biggest range of capacities! Sell the line that 
means more profit to YOU! SELL DEMING WATER SYSTEMS! 


(Nine of fifteen different types of 
Deming Water Systems are shown) 





FIG. 6700 SUBMERSIBLE 


FIG.4963 CONVER 
TIBL 
for Deep Wells , for All Wells . 


Easy to instoll Quiet operation 
Water cooled and woter lubricated 
Copacities up to 1500 gallons 


Gtions Ca 

2450 gallons rer hour Panes Up to 
lity. 

Atop ave 


low price 8¥* 


FIG. 6612 
tom 300 oot j “CUSHIONETTE” 


lons per hour. 5 for Shallow Wells 


$ 
spark Pre om ¢ 
" gwd mm rg 
90 *MARVE Busines: 
FIG. 20 Wells “ . A complete packaged 
for Shallow 


a : unit! Capacities: 318 
Always @ POPY oa to 684 gallons per 
seller! Unequalle hour. 

. loss. 
in its orice © 


cities: 275 5s 

coptars ello A a. Mr 

« hovr. . 66 . : 
per ho MULTI-STAGE Jer FIG. —- 

s 
for Dee for Deep We 
. Ex" P Wells 
gig. 2895 “DUPE - 


Woter lubricated, turbine 
s 


for Shallow Wells 


Made with Two Pipe 


type pump Quiet opera 
and Single Pipe Jet 


900 to 
tion Capacities 
Ca o 4800 
1, lerge copacity a a oe to 
An ideo!, 4 


720 gall l , gallons 
* eowertul R . Ns per hour or howe = { 
woter syste Co- v te 
double-octind grid 0 he > - 
ties: 500 to 180 sa at 
por! ° , 


gallons per hove. a i 


THE DEMING COMPANY 


519 BROADWAY ° SALEM, OHIO 
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@ The half-century history of Ford accomplish- 
ment is a brilliant record. 

It tells a story without parallel, of how one family 
and one organization have helped to broaden 
the horizons and increase the richness of all 
human living. 

In thumbing through its pages, one chapter is 


= 
of particular interest to those of us who work in 
and with agriculture. 


It is the chapter which has to do with the part 
played by Ford in the development of low cost, 
widely useful tractor power for more productive, 


and half way back again... sin Scere atone 


If all the tractors built by Ford since the begin- 
ning of quantity production in 1917... over tivo 
million of them ... were lined up end to end, 
they would reach clear across this nation and half 
way back again. This is equal to nearly one-half 
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— 


Ford 


of all tractors of all makes and all types in use on 
American farms today. 


Beyond this, because of their effect on the rest 
of the tractor industry, Ford's efficient mass pro- 
duction techniques, Ford's insistence on quality at 
low cost and Ford's engineering progressiveness 
have contributed in a major way to the spectacular 
advance of mechanized farming as a whole. 

It is fitting, then, that Ford's 50th year .. . 1953 

. Should mark the introduction of the latest and 


greatest of all Ford Tractors, the new Golden 
Jubilee Model. 


It's great to be a Ford Tractor dealer. It’s great 
to have the tractor sensation of the year. It's 
great to have the Dearborn Implement line with 
its many important added profit-makers for 1953, 
including the new Dearborn Hay Baler, Dearborn 
Forage Harvester and Dearborn Cotton Harvester. 
It's great to have the expanded profit opportunities 
and faster turnover that come only with the Ford 
Tractor Franchise. 


MEANS LESS WORK... 


Sa 
MAIIUNG MORE INCOME PER ACRE 
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Follow-up Service 


(Continued from page 106) 


isaction. Consequently, the new 
ale amounted to a normal one 
with standard profit 

A key factor in the succe of the 
ervice program is. the rolling 
tock which is designed to meet the 
greatly varying needs of an up 
to-date implement business. Fo 
example, McFarland uses a special 
trailer with low clearance for de- 
livering and ervicing tractor 
This allows higher speeds on the 
highway and materially reduce 
the time required for loading, de- 
livering, and unloading equip- 
ment 

Another feature of this trailer is 
that a tractor may be rolled on 
and locked in position by using 
only two bolts! The ramp is so de 
igned that each arm of it when 
raised into position exerts pres 
ure on the tractor tires, driving 
it forward firmly § against the 
front stop thus taking up all 
lack and securing it for travel 

McFarland also uses a flat-bed 
truck with a_ specially-designed 
hoist which is used to load and un 
load implement in the field 
eliminating the necessity of high 
‘round or a special run-way 
Loading and unloading may be 
done anywhere Then too, the 
hoist may be used as a “come 
along” for loading a dead or di 
ibled tractor cn the trailer 

In ummary McFarland ex 
plain “We do spot selling. By 
this I mean we sell in one place 
nd then try to fill in around it 
As a result of this approach, ou 
follow-up service program _be- 
comes an essential element in our 
elling effort. To date, the success 
of our plan is plainly evident to 
us. Recently, we sold a tractor to 
a county school official the sale of 
which marked the fifth sale in a 
line built-up through four previ 
ous owners. This phenomenon is 
not unusual at all and inspires us 
to increase our follow-up service 
wherever possible 


*. 


Red Jacket Mfg. Co. 
in Eastern Location 


LEO P. FRISKE, Sales Manager of 
Red Jacket Mfg. Co. of Davenport 
lowa. announces the opening of a 
ales office and warehouse at 2809 
Jefferson Davis Hig Arling 
ton, Virginia 
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THE COUNTRY GENTLEMAN - October 
CAPPERS' FARMER . November 
PROGRESSIVE FARMER November 
HOARD'S DAIRYMAN - December 


4 FARM QUARTERLY Fall Issue 
0 if our ai es e and in 21 other State and 


4 Regional Farm Papers. 
and Your Customers 
POWER NEEDS 


Shown at the right, in reduced size, is an advertisement 
that will appear during the fall months in 22 U. S. farm 
magazines, and 4 in Canada . . . reaching the great 
majority of all farmers north of the Mexican border. 


Many of these buyers of farm equipment will see this 
advertisement in not just one, but in a number of their 
favorite farm papers . . . reminding them again and 
again that: 


“There's Always Plenty of Work for 
WISCONSIN HEAVY-DUTY AIR-COOLED 
ENGINES on the Farm"... 


As a farm equipment dealer, Wisconsin Engine ad- 
vertising in the farm press adds up to easier selling 
of Wisconsin-powered equipment and Wisconsin 
Air-Cooled Engines for YOU . . . advertising that 
fits your Sales Job because it talks down-to-earth 
language about the equipment you sell. 


This advertising is planned to show how Wiscon- 
sin Air-Cooled Engines fit your customers’ power 
needs all through the year — a reminder that 
there is no closed season for these fine engines 
and their many power applications. 

More Wisconsin Air-Cooled Engines are sold 
to the farmers of America, either as “original 
equipment” or as general purpose power 
units, than all other makes of carburetor 
types combined, within a 3 to 36 hp. range. 

It pays to back a winner! 


_ ncaa sate 





The advertisement shown above is one 
of a series appearing throughout the year, 
at those times when farmer readership is greatest. 


WISCONSIN MOTOR CORPORATION 


World's Largest Builders of Heavy-Duty Air-Cooled Engines 
MILWAUKEE 46, WISCONSIN 
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A Keystone representative will 
be glad to explain how simple 
it is to put the P.L.U. Program 
to work in your town. Ask him 
for details. Get started with- 
out delay. 


112 


Yes, Keystone’s P.L.U. Plan 
does boost farm business 


It’s a proved fact. 

But first, what is P.L.U.? These 
letters mean Practical Land Use, a 
program that helps farmers put each 
acre of his farm to work most effec- 
tively, most profitably. 

Why should you, a dealer, get 
excited about that? Here’s why! 
Farmers who adopt a P.L.U. plan 
boost their income. Their land value 
increases. 

What’s more, to get under way, 
farmers have to spend money, for 
implements, for seed, for fence, for 


feed, for fertilizer. Soon, they dis- 
cover a need for farm buildings. 
Then they start to satisfy their de- 
sire for better home improvements. 

The Keystone P.L.U. plan helps 
overcome a reluctance among farm- 
ers to spend. They spend to make 
their position more secure, to assure 
continuing profits. 

And you, the Red Brand dealer, 
who helped start them “on the 
way,” get their business. 

It’s a natural business builder, it’sa 
powerful lever to boost sagging sales. 


KEYSTONE STEEL & 


RED BRAND FENCE 


* NON-CLIMBABLE FENCE 


* ORNAMENTAL FENCE 
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Progressive larmer 


Keystone brings 
customers fo you 


Year after year, Keystone has been taking the story 


of Red Brand fence and Red Top posts to farmers 
with magazine advertising and radio programs. 
We’re telling ’em, too, about how they can 

benefit from Practical Land Use. They’re 
learning about P.L.U. and Red Brand in other 
ways, too. And now, we’re ready to help 

boost your farm sales with the most 

effective program ever. Be sure you 


have the details. 


WIRE COMPAN F veces 


CORN CRIBBING + NAILS + GATES + KEYSTONE POULTRY NETTING 
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MAGIC 
MONEY 
AKER 


= 


LOMBARD’S 
NEW MODEL 30 


‘ow ones $2200" 


20 IN. SIZE $235.00 F.O.B. ASHLAND 


(What, never?) “NO, NEVER!!", says Mr. Ruben Puta, pictured above with 
one of his best friends, a Lombard chain saw. “I started (with the Miller 
Supply Co., St. Nazianz, Wisconsin) three years ago with the Lombard 
chain saw line. | have never lost a demonstration to any saw in the low priced 
field.” 
For both man and saw, this IS “Something To Crow About’, and it all 
comes from Lombard’s long leadership in the chain saw field 
Take WEIGHT take POWER take PERFORMANCE take PRICE as 
your measuring stick for chain saw value, and you'll be able to out-demon- 
strate too because after you've tried them all, you'll TAKE LOMBARD. 
Three outstanding models for any customer preference. Sizes from Feather 
Weight 16° One Man saw to Master Two Man model 60” size. 


4a a Jill Pa al “a c” 4 
Sell a Complet Line ~ {THE Your Sates! 


ONE MAN SAW 
24” SIZE $325.00 


F.O.B. FACTORY 


6 Main St., Ashland, Mass., U. S. A. 
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International Harvester Co.'s 

new one-row cotton picker, 

mounted on a Farmall Super C 

tractor, will pick at speeds up 
to 2'2 miles an hour 


Below: a rear view of the new 

C-14 cotton picker. Capacity of 

the large basket is 750 pounds 

of seed cotton, enough for half 

a bale. Picker is designed for 

growers who produce as few as 
50 bales per year 


Introducing the Harvester Co.'s 


Single-Row Cotton Picker 


A NEW AND smaller mechanical 
cotton picker now 18 1n production 
at International Harvester Com 
pany s Memphis Works, it was an- 
nounced recently. 
The new cotton picker, desig 
nated the “C-14,” is 2,000 pounds 
lighter and will sell for about 
$2,800 less than the company’s big 
M-120 cotton picker, T. B. Hale 
vice-president in charge of sale : Pie bf Hh va p ftean 
announced. Harvester expects to ' 4 yf ud Ge 
produce 800 of the small picke: ie) | | F Nam Py a 
for this year’s cotton harvest a seca ses Pin 
The list price, f.o.b. factory, of 
the C-14 picking attachment is 
$4,600. It is mounted on a Me 
Cormick Farmall tractor, — the 
Super C, which lists at $1,672 
f.o.b. factory, making a total price 
of $6,272 on the new and smalle: 
cotton picke! 
“This price brings mechanical 
cotton harvesting within the reach 
of cotton farmers who produce as 
few as 50 bales per year,” Mr. Hale 
said. “The C-14 gives us a com 
plete line of cotton harveste: The 800 C-14 pickers to be pre 
both pickers and strippers, capable duced this year will be distributer 
of harvesting all types of cotton in throughout the cotton belt, fron r hour ik w other Inter 
all sections of the cotton belt the Atlantic to California Mi 
Total weight of the lighter picke Hale said. Approximately half of 
and tractor is about 7,200 pound them will be sold in southeasterr 
The picking unit can be released tates where the size of cottor opened boll asket holds 750 
from the tractor, making the trac farms has limited mechanical cot ounds of ( otton, or enougl 
tor available for other farming op- ton harvesting in the past. Texa a alf a b will cover ar 
erations will get about 300 small picke1 (Continued on page 118) 


t 2! rriiie 
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New Case diesel tractor is esti- 

mated to be in the 60 belt H.P. 

range. Under most conditions the 

tractor pulls a 5-bottom plow 

or other implements of similar 
capacity 


Case Co.'s New Diesel Tractor 


INTRODUCTION OF the Model 
500”, a diesel tractor powered by 
a Case-built 6-cylinder diesel en 
gine, marks the entry of J. I. Case 
Co. into the diesel field. The com 
pany points out that the new en 
gine is strictly a diesel, not an 
adaptation of a gasoline engine 

This new tractor will be avail 
able with power steering. Smooth 
and quiet operation comes partly 
from its 6 cylinders, partly from 
its heavy 7 bearing crankshaft and 
partly from its ““Powrcel” method 
of combustion, according to the an 
nouncement 

“Powrcel” controlled 
tion eliminates sudden peak pres 
sures and distributes more uni- 
formly the downward thrust on 
the piston throughout the power 
stroke. Greater fuel economy re 
sults from more complete burning 
of the fuel during this controlled 
process of combustion 

Fuel injection equipment is of 
the latest single-plunger pump 
type. The pump serves the six 
cylinders in succession through a 
fuel distributor 

Easy starting on diesel fuel is ac 
complished by means of a 12-volt 
electric starting system using two 
6-volt batteries in series. A cold 
weather starting aid, a sort of 
primer, works with ready-to-use 
ether capsules. Normally the op 
erator starts the tractor by simply 


combus 


The six-cylinder tracter includes 
as regular or extra equipment all 
company design features appli- 
cable to a standard four-wheel 
tractor of large capacity 


opening the throttle and 
the starter button 

The cylinder 
movable wet-type 
only for ease and accuracy in ulti- 
renewal, but for uniform 
freedom 


pre ing 
bores are in re 


sleeves—not 


mate 
temperature control 
heat 


and 
from stress or distortion in 
operation 

The cylinder bore is four inches 
and the stroke is five inches, giv 
ing a displacement of 377 
inches. Normal full-load speed is 
1350 R.P.M 

Engine bearings, both main and 
are of the pre- 
steel and 
They are re 


cubic 


connecting-rod. 
cision type with 
coppel lead linings 


backs 


placeable 
Another Case feature 
into the diesel is the oil-cushioned 


designed 
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clutch, supplied w.th oil from the 
pressure system of the engine. Be- 
sides constant lubrication of clutch 
it provides an oil mist 
the plates when they 
separate and cushions their en 
gagement for smooth starting 

In general design the new Model 
“500” includes as regular or extra 
equipment all the latest Case fea- 
tures applicable to a _ standard 
four-wheel tractor of 
ity. Easy, shoek-free 
provided by irreversible, 
steering working in 
warm transmission oil. Self-ener- 
gizing double-disk brakes 
eparate pedals which may be used 
individually to assist in short 
turns, or locked together for safe 

(Continued on page 118) 


bearings, 
between 


large capac 
steering 1s 
full- 
worm geal 


have 
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NO OTHER... 


PRINCIPAL OF AGITATION 
OFFERS THE PROVED PERFORMANCE 
IN SPREADING ALL TYPES OF FERTILIZER 


Regardless of Condition 








MOUNT VERNON 


MODEL 206 


FERTILIZER AND LIME 


SPREADER 


eee} PRs Siig aie! Bay yall a2) 


Welded hopper—heavy gauge steel, reinforced with 
heavy plate at all critical points 

Sturdiest drawbar and strut construction with center strut 
carried through machine 

ASAE-SAE standard 6-bolt implement wheels, 15", 16”, 
18” and 20”. 

Floating agitator shaft carries no load—weight carried 
by a stub axle. 
Disengaging wheel clutches traveling without 
spreading. 

Removable agitators come out quickly for easy cleaning 
of hopper bottom 


permit 


Three-position tractor control lever adjusts to reach seat 
of all tractors. 


PERFORMANCE FEATURES OF 


Check the facts 


AMERICA’S BEST BUILT SPREADER ... WRITE FOR THIS 


INFORMATIVE 


. JUST SET THE DIAL AND SPREAD 


. HEAVY SPREADING 


. POSITIVE CONTROL 


OF THE MODEL 206 


%& Side struts located to prevent interference with tractor 


wheels when turning—regardless of angle 
Reversible wheels add as much as 42" of tread 


Tight fitting waterproof covers with spring-loaded rattle 
proof handles 


Heavy duty hitch plus rear implement hitch 


Center steel partition inside hopper adds strength, pre 
vents shifting of material 


Newest design wide-range hopper openings 
Hip-level loading into huge capacity hopper 


Case hardened agitator discs force material through 
clogging is impossible 


THE MODEL 206 


. SPREADS ANY COMMERCIAL FERTILIZER—positively will not clog 
. WIDEST SPREADING range of any machine 


40 Ibs. to 8000 Ibs. per 
ocre 

etched aluminum sowing chart 
conveniently located next to rate-of-feed dial gauge 

exceeds by 2000 pounds per ocre the maxi 
mum rate of any other spreader 
instant stort—instont shut-off. Rote of feed requ 
lation right from the tractor seat 


. SIDE DRESSING, BAND OR ROW DRESSING, with optional equipment 


--.DISCOVER THE SALES POSSIBILITIES WITH 


12-PAGE BROCHURE 


MOUNT VERNON IMPLEMENT CO., INC. 


STAMFORD, 


CONN. 
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Case Introduces 
New Diesel 


(Continued from page 116) 


roud ope ration 


The 


tem 


constant 
available if de 
cludes dual for u 
hydraulic cylinder 
both at the 
hand operation by 


valve 
ame time 
twin 
right of driver eat 
take-off 
constant-running 


Powe! also i 
It is 


pletely independent of 


hydraulic 


electively o1 


with one 


available be in the 


clutch and gears. Belt pulley is the 


resilient type, located on the right 
ide fe 
The 


tran 


and belting uy 


rr easy lining 
duty, 
follows Case pr 
hort 
tapered roller bearings ad 
and doub 
1i 


heavy low friction 
inci 


shaft et cre 


mil ion 
control , with 

ired, in wise in 
e of two ju table 
roller-cha n final 


ferential shaft to rear 


from outside le 


‘ 


drive from di 


axle prock 
levers at et 

timated te 
range with 
Unde: 
“200 


Case Diesel ts ¢ 
60 belt H.P 
economical working speed 


Me de | 


The 


ind com 


traction most conditions the 





/ 


LEADER | 


IN ROTA 


RY | 


CUTTER SALES 


Mounted models available for 
three-point hydraulic systems 


AS 
ia -\ 


7 


Heavy duty 60 h. p. gear box 
custom mode to fit the job 
better! 


Floating Idler Pulley Arms 
anure accurate align- 
ment, longer belt life 














Staggered Blades a» 
wre a clean, even 
cul, greater cutting 
power. 


WOOD'S IS THE O 


FAST, DEPENDABLE 


woopD’s 


Here’s the original line, the complete 


line of heavy duty rotary cutters 


sales proven, performance tested! Thess 


machines are also precision 


cutting sage thick as your 


machines 
wrist or clipping pasture clean and close. 


In three cutting widths, standard and 


hydraulic lift) models 


SPECIAL FEATURES: Parking Jack for easy. 
one-man attachment or adjustment— Adjustable 
Front Shield to open or close as desired — 
Choice of Wheels, 8" “no blowout” tires. or 15° 
wheels for low cost “used tires” —Custom Made 
Gear Box is heavy duty, 60 h. p. 


Write for new, colorful catalog! 


WOOD BROS. MFG. CO., OREGON 2, ILL. 


RIGINAL ROTARY CUTTER AND MOWER|I 





pulls au 5-bottom pl 1 
plements of imilatl 


ad 


Harvester's New 
Cotton-Picker 


(Continued from page 


one ana 
t of cottor 


acre of cotton in 


hours the 


ted 


amoul 


harve depending upon the 


ield per acre and the percentage 
that is open and ready for picking 
The C-14 picking principle is the 
ame as that of the Inter 
Harvester cotton picker 
done by tened 


bigger 
national 
Picking mol 
pindle working on both sides of 


the cotton row 
o 


Hunter Baker Named 
Cobey Sales Director 


BAKER has been name 
Director of Sales for the Cobe' 
Corp., Galion, Ohio. According t 
the announcement Mr Buke 
to Cobey a background of 


HUNTER 


bring 
long and successful experience i 
ales management and in the agri 
field Mr Bake has 

acquaintance among leaders 
industry 
Exten 
4-H, Radi 


cultural 
w ide 

in the 
Soil 


farm 
Conservation 
sion Service, F.F.A 
Farn Director and Publisher 
He j a trustee of the National 
Garden Institute and, by appoint 
the Secretary of Agricul 
the Nationa 


Committee 


equipment 
Service 


ment of 
member of 


Advisory 


ture, a 
Garde 


Hunter Baker 
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RUBCTRIC 


America’s Leading Wagons and Wagon Boxes 
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Write for the Name of Your Nearest Distributor 
ELECTRIC WHEEL COMPANY - QUINCY, ILLINOIS 


2805 LIND STREET 
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“Like a great many people in 

busine have done. I 'tooked at 

Report from the Southwest appliance he related. “I did this 
in spite of the fact that our loca- 

tion is bad for that busine and 

those left in our organization have 


Farm Equipment or Else no traning in that field. 


pliances and what I found there 
was a situation I want no part of 
It is largely a localized condition 
By Baron Creager that has demoralized the small ap 
pliance market and it is my gues 
there will be some vicious throat 
cutting. Besides, just about every 


A DROUTH-PLAGUED, veteran ment field. In the good years he body handles small appliance 
farm equipment dealer of operated a sharp business, took hi “Then I looked at the major ap- 
West Texas has investigated prac full profit on deals, sold his serv pliance lines and found almost the 
tically every sane possibility for ice and built up his reserve. Ever ame situation, with ihe added 
producing revenue through the ad if he doe suffer, he won't go distraction that almost everyone lr 
dition of one or more unrelated under that business is allowing discount 
lines, but has concluded his only But last year he found it neces Nothing sells at list. Beyond that 
sensible course is to suffer if he ary to reduce his personnel by I would have to establish and 
must, but continue as an exclusive more than half. Two experienced maintain a _ service department 
farm equipment dealer alesmen were pulled off the terri And for us to try to sell appliance 
Having gone through _ thre« tory and off the payroll. One in either the mall or maj 
years of drouth and well into the them was put back to work afte! category 
fourth, this dealer will weathe: this yea spring rains, but by pliance salesmen out to call on ou 
the storm. His is the best insurance July his presence in the territo1 farmer customers 
available against a depression, and was useless. The dealer didn't ‘Oh, I looked around quite a 
that is what the drouth has im want to further dilute his organi at this and that merchandise ane 


South zation if he could avoid it, so he dismissed as out of the questior 
nearly everything I considered 


would be like sending a} 


17 


posed upon much of the 
west, at least in the farm equip- began looking for other lines 





Special analysis “hot top’ steel makes ‘EMPIRE’ 
tillage tools split-proof and curl-proof. ‘EMPIRE’ built 
HEAT TREATED products are scientifically heat treated by our exclusive 
FOR TOUGHNESS — Isothermal process for extra springiness, clean scouring, 


TEMPERED keen cutting and longer life. There are none better 


FOR CURTORMANCE st pays fo sell the line with ready trade acceptance.” 


THE EMPIRE PLOW COMPANY 


1840 "Iu Our Second Century Of Progress 
CLEVELAND 27, OHIO 
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We've packaged plenty of profits 
for YOU... in these 
TWO PACKAGED PUMPS 


ou | 1G.368! | 


| 


LY | ron ocer WES 


- and through . ef I. = the reorles . 
It's Goulds quality through -tem thats load per tf sy. 


swell sy 
lete t ank-mount« d — 
’ ‘ * 
dl with Goulds famous vate ‘iat * 
et + Vee this Goulds Fig . "plete tank Mounted de 
age install, less to operat leal pe or twin prin 
= 10 520 G.P.H., it is the Het 150 GPL. 

es up to - . homes, where 

With ape pfor™ - ny = a ‘ Vers Low mM Cost, vet 
combined _ ; inst Wed any units outperform. 
7” high cast) ; 


iouy p many hice 
aa and pump and jet fitting. 


$645) a the 
( for tne with “tandard | 


tem fog thre Many im tallat 
ell limits i re 
pecially for pumpun | 


1 rformanes fea just le yond shallow ww 
gore ps less to buy. 


tine 
water system for 


at be 
economy mu t 


“ | “ 
aa eo maaed tank. Pump unit 


s also 
e with standard tanks @ 


Tr. Costhes 


Melon prunip tank 
TE CHE nds I 


tank thee ‘\ tihiabele 


mounted o ‘ 
only (Fig. 9° 
available : 


THE LOW COST answers 
TO MODERN 
WATER SYSTEM 
REQUIREMENTS ! 


Like all the pumps in the fast-selling GOULDS line. these two “packaged” 


units are designed to fit vour customers’ specific needs. When you feature the 
big GOU LDS line. you're sure to have the right pump for every job 
right price! No need to spend time “selling” a system that’ 
the job 


snot quite right for 
or aosystem that costs more than your customer wants to pay. 

’ 
Result: more satisfaction for your customers: more sales for vou 


See your distributor 
or write: DEPT. - SH-5 


WATER SYSTEMS 
GOULDS PUMPS INC. : 348 
Seneca Falls, N.Y. 
FOR EVERY FARM AND HOME NEED 
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There was one line I looked into This dealer believe that wi 


pretty thoroughly. It tempted me out a substantial break in 
“It was fire-proof safes, the 

kind that can be installed in the in factory-dealer financing 

home, and the manufacturer of rangements or many dealers 

this particular line of safes markets be in distress, and some 

only through farm equipment lost to their factori 

dealet It seemed to be a good “A great many 

line, with a nice margin. And it surely lose their discount 

would not be altogether = silly pointed out, “and if they bor: 


imply because farmers have no money to meet factory obligations 
after having lost the discount, then 
they will have the additional loss 


money now to put in safes, to try 
ind sell them safes. They have 
valuable papers, too of interest 

“But then you come immediate It will be rather difficult 
ly back to the fact that if the farm 
ers have no money there would be tion to discount some _ plece 
no point in me selling them safes equipment $200 just to move 
and getting us both out on a limb 
If they can’t buy the necessities 
uch as a new tractor or even an 
overhaul on the old tractor, how 


and there goes some profit 
“Already the shoppers are 


y fy 


from territories not suffering f1 


can they afford safe 
‘So I decided that I would file 
that idea away for future refer they expect to find is dealer 


ence and maybe ell safes along distre willing 


with farm equipment in bette: a list price. And they have found 


yeal For my part, in times of some 


tress and no money coming in, I Just recently I lost a tractor 
want no other line. I consider my ale that way. The same tractor 

howed at list was purchased else 
where at a discount. There will be 


elf a qualified farm equipment 
dealer, but utterly unqualified ir 
other lines. I'll ride it out or go more of that going on, unle 
under with the line I know get some rain 


drouth, there must be temporizing 


ome dealers to resist the tempta 


the drouth, looking around among 
? the deale: eCeID what equipment 
can be bought at discount. What 


to cut deep into 








STALK SHREDDERS ARE Dogéseered 





.. TO CUT STALKS IN SMALLER PIECES . . CLOSER 
TO THE GROUND . . WITH LESS POWER .. AT A FASTER TRACTOR SPEED! 
New "“Gyro-84" 
BRUSH CUTTER 


Rugged built, heavy duty machine 
for clearing pasture land, crops, stalk 
shredding Cuts sage, wild rose, pecan 
sprigs and toughest stalks up to > 
in diameter with ease. Heavy blade 
with hammer mill blade on ¢ ich end builds positive smooth cutting action 


Minimum power required (24-45 hp. drawbar Cut every | to 2. of 
| | I 


travel at 4 m.p.h \lloy steel-cut gears in oil bath limken bearings. Re 
versible blades idjust ible 0” to 14°. Also available (syvro $7 ind “Gyr 
LP-§7" for 3 pt. lift. Does the job right—the first time over! 


SERVIS EQUIPMENT COMPANY > 
1000 Singleton Boulevard - Box 1590 — Dallas, Texas 


Please send me dealer informaticn and prices on implements checked 

Gyro-84" Brush Cutter (pull type B & W Row Weeder 
Modal “LF Stalk Shredder pt. itt Servis Dump Rake pt tft 
Standard & “Fiat Top’ Stalk Shredders Husky Wheeled Scrapers 
Modelt “F"' Whirtwind Terracer ; pt 1ift Lien a Loaders 
Model “IH" Whirlwind Terracer universal 
Zig Zag Pulvi-Packer and Seeder 
Hudson Automatic Row Marker NAME 
Hytece Angledozers (1-9 & W.-9 

Moline GTB tractors) 
Berry Heavy Duty Ditchers ADDRESS 

(row crop tractors) 


Servis “"3-Way"’ Diteher Blade 
(3 pt. itp DEALER FOR 





“In conversation with my cus- 
tomers I maintain the optimistic 
attitude and insist we may get the 
rain we need just any day. But 
personally, I wouldn’t be su! 
prised if we’ve had our rain for the 
year, and I doubt if we'll make 
even half a crop, more probably 
no crop at all.” 

The dealer emphasized that he 
and his customers are accustomed 
to drouth. They all grew up with 
drouth, aren't afraid of it and re- 
cover quickly. But this time it is 
different 

The drouth we grew up with 
was a spotted type,” he explained 

One year the first county west of 
here, for example, would get a 
little rain and make a little crop 
while the next county east would 
get good rain and make good crop 
Then the following year the situa 
tion would be reversed. That’s the 
vay the drouth used to work out 
here, scattering it blight arot 
here one year, there the next 
that basis, a farm equipment deal 
could get along 

But now this is the fourth 
and it isn’t spotted. It’s just 
big drouth all over this part 
of the country and there's not 
much a farm equipment dealer can 
io about it.’ 

Even as the dealet spoke Gov 
ernment plans for farm and ranch 
relief were taking shape. In these 
of course. for dealers there was 
only the future prospect of benefit 
limited comfort for the present 

For by July the situation could 
almost guarantee complete 
widespread crop failure 

iarantee, too, that there 
be no more substantial 
thi easo! for those 
equipment retailing 


7 


G. D. Andrews to Head 
Ford Distributorship 


D. ANDREWS, vice-president 
ale Dearborn Mo 
position 


n Iowa 
al ame _ inde- 
pendent under new ownership 

Andrew joined Dearborn Mo 
tors in February, 1947, as adver 
tising and sales promotion man 
ager. He became assistant gene ral 
sales manager in August, 1948, and 
was promoted to vice-president ir 
charge of sales in June 1950 
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This tractor chokes itself 
to prove performance 


Wr choke the life out of a perfectly good tractor? 


Why build a dust storm that may ruin bearings, 


gears, valves, carburetors in fact, ail working parts? 


The reason ts a never-tiring search for quality for 
better dust and oil seals, better air cleaners, greater 
protection for internal working parts to safeguard them 


igainst the abrasiveness of dusty fields 


This search and testing at Massey-Harris ts an integral 


irt of design. It gives engineers the answers to “design 
vorth” in a matter of hours or days rather than weeks 
rr months 


As a result, Massey-Harris tractors are first with fea 


res that outperform the field in every class. This one 
test, alone, makes sure he iring ils, gaskets, air cle ners 
} 


re so thoroughly efficient that they keep out even the 


smallest amount of damaging dust 


The Massev-Harris Dust Cell, illustrated above, actu 
illy does choke the life out of a tractor. It gives perform 
ince data under varying loads in varying dust concen 
trations. It shows the pitting and scoring action of dust 
on all working parts the effects on carburetion, com 
bustion and power what dust does if it gets into 


the crankcase of your tractor or self propelled combine 


Ihe dust suspension in the air is controlled to « wt 
ing degrees the force increased and decreased ¢ 


simulate open air conditions 


lo M issc\ H irris dealers this system of higher qu lity 


design means products with longer Ife more to tall 


thout and demonstrate at 


tluable sales tp il lo 


farmers tt represents moother operation lower main 


tenance more years oft pe ik performance in ever 


Massey-Harris tractor, combine and machine they buy 


Moke Wo Messey forms . 


/ A / 


| 


The MASSEY-HARRIS COMPANY, INC 
Quality Av. onsir 


we. Vs € 


© Racir Ww 


8 
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Deere's Model "70" 
Has Increased Power 


A NEW, HEAVY-DUTY 4-p!ow trac- 
tor, the John Deere Model “70” 
designed specially for large-acre 
age row crop farme! has been 
announced by Deere & Co., Mo 
line, Ill, The “70” replaces the 
Model G in the John Deere line 
The new tractor develops more 
than 47 maximum belt horsepower! 
44 at the draw-bar. According to 
the manufacturer the new tractor 
easily handles big-capacity§ tool 
under practically all condition 
The extra power is available over 
a wide range of six forward speed 
to give you maximum work 
capacity on every job. 
New duplex carburetion mete! 
the fuel in identical amounts to 
each cylinder providing marked 
fuel economy, smoother engine Shown above is the John Deere Model "70" tractor, designed specially for 
power, and faster cold weathe! large-acreage row crop farmers. It replaces the Model G 
starts, according to compsny engi 
neers 
New “Live Power Shaft” op PTO job, it was announced. Fu completely protects the power! 
erates independently of the trans- ther it does away with much of shaft and cushions shocks on the 
mission clutch, It practically elimi- the shifting and clutching former power driven machine 
nates clogging of power driven ly required and saves the cost of Operating independently of bott 
machines and speeds up every auxiliary engines. A safety clutch the transmission and the power 
shaft. new “Live” High-Pressure 
Powr-Trol” provides constant hy 
draulic power without clutching or 





shifting gears 
A new hydraulic remote cylinde: 


MILKING veU@ali ts : approximately 15 pounds light 


in weight, quicker and easier t 


Mage@asiall PARTS adjust, and permits the operator t 
over-ride the pre-set depth at an) 
time, without stopping, the manu 


facturer announced 
34X 2R 3R RS 426R I3R Ri pac “s of tractor rear wheel 


Suact pearection Lp preriction aire way HINMAN wot been simplified because of 
mccomnct, WF wonreouter itt war sean cnont 8Ov new Quick-Change Wheel Tread 
DEERING wane ANDERSON ROtBUCK 
winMan Tota NATIONAL According to the manufacture! 
— hd there is no tugging or heavy lifting 
| Wako 5 . 
} and no necessity for reversing 


wheels to obtain any setting be 


6M 176 83 tween 60 and 88 inches. Specia 


ron roa Fon long rear axles which provide 104 
uwive eat tpiat mc commie pt vavat DE LAVAL DE LAVAL 
De LAWAL | weccomece DFtRING ‘ se Meqnetic | ME OG SWELL and 112-inch tread widths ar 
= SHorhing 
Sreus Ott Rime trae 06 Swtu ‘ > 
ee ANDERSON ay WiTW 60A available 
ow —- ry 
02777 Prat ett | Hf amperson |} ADAPTER The new tractor’ features 


wie 604 ry 
abarree wooos 


CAEAn easy 
DECKER 


number of other operating con 
veniences. The air intake stack, for 
example, has been placed undet 
the hood and the exhaust located 
to provide center-line visibility 
Get this Display Board FREE! Be capacity fuel tank permit 

Sets you up as Rubber Replacement Parts Headquarters for all leading more working hours in the field 
makes of Milking Machines. between refills. A new steering 


Write today for full details. ratio and highly finished worn 


and full gear provide a new stee1 


CROWN DAIRY SUPPLY CO. |meueeneaunnaE) 


327 W. College Avenue, Waukesha, Wis. fac tones 
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The New Ives complete line of corn 
harvesting machines is ready to do the 
job from field to crib — wagons, 

wagon boxes, wagon hoists, elevators, 
pickers and snappers 


New [pea 


FARM EQUIPMENT COMPANY 


4vco 


COLDWATER, OHIO, U.S. A. 


Orv isioh 


Gets more corn out of the field . . . even “down corn 
and stalks that are out of line 

Outstanding durability, quality workmanship along with 
time and labor-saving features are advantages that every 
corn farmer wants — and they're all found on the New Ipea 
pickers. They are designed and engineered to meet every 
field condition, to deliver smoother operation and superior 


performance. 


_---~ Low gathering chains and gate 
prevent smaller ears from falling out 
Chains are lower on New IDEA pickers 
and as a result, can grasp stalks that 
are badly down or flat on the ground 


‘ 





STOP Weed and Grass Shorts on 
Your Electric Fence Line’ 
GFT BULL-TIGHT 


FENCING WITH 
ONE WIRE! 


115 Volt A.C. 

$27.75 
Famous HoL-DeM WEED CLIP 
PER Fencer clips weeds off on con 
tact. Eliminates “nuisance shorts” 
on your fence line. Guaranteed to 
hold all stock year ‘round on driest 
‘round with one wire Write for 
free folder. ‘Pasture totation” 
Gives price 


5 YEAR GUARANTEE 


Satisfaction or your money back 
Six models to choose from, both 
Hi-Line and Battery operated. Ask 
one of our 10,000 dealer for a 
lemonstration of the Famous Weed 
Clipper. Dealers Wanted 


Ask your local Deoler or write: 


HOL-DEM ELECTRIC FENCER CO. 


High Point Rd., P. O. Box 2377 
Greensboro, N. C. Ph. 3-6103 
or 
344 E. Edgemont 


Montgomery, Ala. Ph. 795-J 











Utility Sprayer for 
Abrasive Service 


THE BLue UTILITY Sprayer 
especially designed for highly 
abrasive service which is necessary 
for handling wettable powder, 
comes as an easily transported unit 


where tractor is not available o1 
can be bought for tractor PTO 
complete with the Blue 
Blue Twin” TPO pump (piston 
type); with zero-to-400 
selector type pressure regulator; 
with adjustable, all-brass 
gun with quick shut-off 
The John Blue Co., Huntsville 
Alabama is the manufacturer 


drive 
pound 


spray 


126 





| 


i 


New Ideal Produces 
New Sprayers 


THE NEw IDEAL Sprayer Co., In¢ 
Nashville, Georgia, has introduced 
a new 43-H Hi-Clearance Tractor 
Duster and a new and improved 
$3-RT Cart Duster 

The 43-H Duster which mount 
on the tractor comes in 4, 6, and 8 
the boom being 24 feet 
particularly de 


row sizes 
wide. This unit 1 
igned for mounting on one row 
tractor for dusting tobacco and 
cotton 

The 43-RT Cart Duster come 
$4. 6 and 8-row iz and ha 
width of 
inches. The primary 
duster is constructed from steel 
tubing with other 
duster being made from angle iron 


from 36 to 48 


frame of thi 


wheel 


welded together electrically 

The duster unit is powered with 
a two horsepower Continental 
asoline engine. The unit come 


complete with tubing, singletree 


hafts and shaft brace 


and brace 


° 


Ezee Flow to Continue 
Present Dealer Policy 


DEALERS FOR Ezee Flow fertili 
distributors will continue to pl 
through independent Ez 
wholesaler it has beet 

nounced by E. A. Juzwik, 
manager of Ezee Flow Division 
Aveo Mfg. Corporation. Juzwik 
added that new wholesaler agree 


eeneral 


ments are now being printed 


parts of the 


Ezee Flow, a leader in the field 
of fertilizer application equipment 
became a division of Avco last 
April when Avco acquired the 
properties and assets of Ezee Flow, 
Inc., of Collegeville, Pennsylvania 
and Ezee Flow Cx rp. of Chicago 


~ 


New 22-inch Bow Sow 
Carries 5 Horsepower 


THE LOMBARD Co Ashland, 
Mass announces a new Model 5 
22-inch, 5 horsepower bow saw 


which is equipped with a pressure- 
fed carburetor, and is designed to 
operate in any position According 
to maker y balanced 

htweigh hassi allows for 
close-to-the ip-in-the 
air cutting, and th ower saw ls 
esper ially effectiy th Southern 
pulp woods 

The Model 5 is also available i: 
a straight bar saw, various size 
from 20” to 40” model 

Further informatior 


from the manufacture: 


available 
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Southern Plow Co.'s model WO-800 disc harrow 


Southern Plow Introduces 
New Line of Disc Harrows 


AS PART OF their 100th Anni 
versary celebration, Southern 
Plow Co., Columbus, Ga., is intro 
ducing a new line of disc harrows 
including both the pull and lift 
types 

According to the 
design of these harrows 
implicity and maximum 
changeability of parts throughout 
the entire line. The present line 
consists of a wheel type offset 
designated as the Southern WO-800 
which is adaptable to tractors of 25 
to 40 H.P. power The lift 
type harrows with the standard 
three point hitch includes an off 
et, the Southern LO-100. a tan 
dem, the Southern LT-200, and a 
ingle cut known as the Southern 
LS-400 

Frames of all the 
made of 4” x 4” 
which gives a neat yet mas 
pearance. They are relatively light 
in weight but strong in construc 
The frame of each type har 
all-welded unit 
thorough 
The over 
frame pro 
extreme 


company, the 
provides 
inte! 


range 


harrows are 
square tubing 


sive ap 


tion 
row i 
said to insure even and 
cutting by all the blades 
head mounting of the 
vides ideal clearance for 
trashy conditions 

Disc blades, both solid and cut 
outs in 18”, 20”, and 22” diameters 
are available for all the harrow 
except the Southern LT-200 which 

limited to 18” diameter disc 
weight limitation Each 
with a 


a one-piece 


aque to 

tvpe harrow is available 

lise pacing ofl 6”. 7%”. 9” or 10” 

a combination of any two wher 

‘sired, with the exception of th: 
LO-100 harrow which i 
_ pacing 

the two. All 

16° square hole t 

quare gang bolt. The 


quare gang bolt 


used on all 


the harrow carbo! 
steel 

The 
directly to the 
the harrows in the 
use of high 
iron standard 
able clamping 
method 
gang frame 


disc gang ure clamped 
main frame of all 
ame way by 
carbon heavy angk 
and special malle 
Thi 


lrame 


bracket 
eliminates all sub 
and and makes inte1 
changeability of gangs possible 
among the various harrow It also 
makes it possible for any 

to mount on or be 

position of each frame with 
alterations to the 


embly 


embly 
to any 
out change or 
frame or gang a 
In addition, thi 
it possible for each of the 
frame to be 
of the three 
either of the four 


method make 

different 
equipped with eithe1 
diameter dist ol 


without 


changing the one basi 


pacing 
altering o1 
frame of each type harrow 

Among the other feature 0 
harrows are the plated bolt 


aid to resist rust and 


f 


these 
and nut 
pacers mad 
alloy n 
around which mount two iden 
white 


the plain bearing 
pecial stress relieved 
interchangeable 
that 
that 

angeabk 


and 
bearing cap 


lasting 


prov lage 
bearing 
imply intercl 


the harrow 


* 


Freeman Introduces New 
Deep-Hole Digger 


Super Hole-A 
Mode! 636-S. which 
with a shaft exten 
holes be 
announced by 
man & Co 
Calif 

on the far 
foundation 
pens anda corr 


A NEW 


yond a 


any air drill eq 
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SPRAYERS 


RITESIZE SPRAYER 


2 GAL. COMPRESSED AIR 


Be sure to visit our 
Booths 864 and 865 at the 
NATIONAL 
HAROWARE SHOW i 
Oct. Sth-oth 
GRAND CENTRAL 
PALACE 
New York City 
Fourth Fleer 4 y 


Complete line of sprayers and dusters 


As advertised in House & Gorden, House 
Beoutiful and Many other National Publications 


D. B. SMITH & CO. 


428 Moin St, Utica 2, N.Y 

“Originators of Sprayers” 

Cenedion Rep. G. tL. Cohoon 
1265 Stenley $¢., Montreal 2, Conede 











a 
u 
J 
rr 
( 
Ww 
0 
it 


half-inel 


rated at 


rd Jacob 
r larger 
00 rpm or ike 

Model 


and 


chuck or any 
electric drill 
even 
636-S chews uj} 


amps O 
ore, the 
iter 

ithout 
r deeper 


rock 
toot 


minute 


hal ride above 


damaye, digging a 6 
hole in just one 
The tool! 


neineered for long heav' 


ru t-proo! 
duty 


is claimed 


erformance 





\merican Steel & 
Cyclone Fence Div 
Ames Co., O 
Animal Trap Co of Ameri 
Asbestos Textile Di 
Raybestos Manhattan, In 
Atlantic Steel Co 
\tlas Asbestos Co 


B 


Hbamite Compan 
Jarrett} Divisior 
Chemical & DD 
ick Co 
fie Manufa 
Belmont Stamping 
{ 
tjernz Compan 
tethlehem Steel 
Hettia 


ir 


Hlorton 
Corporation 
it Co 


Manu 


Company 

, Pumps, In 
iraham & Co Ine 
King Cotton Ce 
tireenlee Tool Co 
iriffin Co., G. W 


tiriffin Mfg Comy 


Calbar Paint & Varnish Co 
Campbell Chain Co 
Cape Cod Line Company 
Cardinal Paint Cory; 
Carlon Products Corporation 
Case Co e . 
Caswell Manufacturing 

Company 

hampion DeArment Co 

hapin Mfg. Works, Ine 

K Kk 

hapman Chemical Co 
hattanooga Implement & 

Mig Co 

theney Hammer Cor; Hlenry 
Nark Brothers Bolt Co 
‘assified Ads 

lemson Lroas, Ine 

leveland Mills Company 

‘tole Hot Blast Manufacturing 

Co 

olonial Brush Mf Co Ine 
olorade Fuel & Iron Cory 

Wickwire Spencer Steel Div 
olumbian Rope Co 
olumbiana Pump Co 
onsolidated Meta Products 

Co 

onsumers Glue Co 
ontinental Motors Cory 
orning Glass Works 

reasecent lool Co 

ross Manufacturing Co 
rown Dairy Supply Co 
rutcible Steel Compan 
yelone Fence Dept 

State Steel Cory 


D 


ayton Pum 
lazey Corp 
learborn Moat 


H 


Ilumilton Mfg 

Hlanson Chemica I 
Co 

Ilans 

Hers 

Hodell 


Ideal Brase W 
Igloo Water Car 
Imperial Knife 
Companies, In 
Ingersoll Products 
Rorg-Warner Cor 
International Electri 
Internationa Har 


As 


trener 
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s YOUR Customers Will Want These NEW WHIZ Attachments! s setting Sales 


RECORDS 


the DEMPSTER complete 








ROOT-BUILT 


W iz 


S SAWS and ATTACHMENTS 
for EVERY USE 


Shallow -Well 
Rex iprocating 





NEW WHIZ SAWS 
AND ATTACHMENTS o-oo 
MEAN MORE SALES, 


Deep. Well 


HIGH PROFITS! =. : bone Wel 











tne NE WR 


WHI7 


WHIZ 20° AND 26° SAWS CUT TREES, POSTS, AND 
CORDWOOD. 


The standard cordwood saw blades w it trees and ¢ 
jot “Deep-Well 
Jetma 
MOWING ATTACHMENT CUTS GRASS AND WEEDS ee 
Double edged crucible wry pale steel brush blade has safety 
leveling platform. Cuts ta ass brush end seeps com Tows = Shallow Well 
Can make mulch Eas j attach. Safe m operation . Jetmaster 


Post wed nicer 
Exclusive y duty WHIZ Post H le Digger t res 7” holes t 
feet deep in les: _ ne minute! Auger has har 
utt ng edees This WH iM NT an be run Dy 
yn a fencing job, it's a labor sa 


ROTARY TILLER rin cuutvaToR 

The WHIZ Rotary | 

Tiller breaks “hard 5 turns up surface and p 

Prepares the seed bed and cleans furrows asy to attach Windmill 
Powered Pumps 

CHAIN SAW ATTACHMENT 

The vf Disston CHAIN SAW ATTACHMENT make 


Uv 
p whee hh 
' fa ure with the WHIZ CHAIN SAW ATTACHMENT For 75 years Dempster's reputation has been a sales- 





SELF. PROPELLING ATTACHMENT producing guarantee of reliability for Dempster Water 
The Sf ELF PR OPELLING Al TAC {MENT deal for all mowing and Systems. From windmill-powered pumps to the latest 
ta d to WHIZ 20” and 26” SAWS. multi-stage and submersible models, each new Demp- 
ma WHIZ artacmnernts. EDGER, GRINDER AND SHOW ster Pump has won instant acceptance because thousands 
arg of customers knew they could depend on Dempster 
d WHIZ SAW d HMEN design, engineering, quality 
materials and workmanship 


If your Jobber cannot prot you, write- 


Dempster's 75th Year! 


{ole} s MANUFACTURING CO., INC. s ATER SUBLY EQUIPMENT DEMPSTER MILL MFG. CO 


127 East Eleventh St. Baxter Springs, Kansas iets Millian 
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YOU CANSEE 


PROATS 


AT A GLANCE 


SERVICE 


| SHARES 


Patterns are available 
for practically all 


Fully Nef plows, listers, middle- 


breakers in No. 1 soft 


GUARANTEED center or No. 2 cru- s 
PRACTICALLY ALL 


AS TO QUALITY, cible steel of the high- TRACTOR SEATS. 


est quality obtainable. 
FIT, AND < y Oheninable Wi SHREDDED FOAM RUBBER. 
Send today for catalog, COVER OF PLASTIC-COATED FABRIC 


FINISH 
..sell to all tractor owners! 


ABRICS Order TODAY from your locel distributor or 
STAR MANUFACTURING COMPANY F ia write ws for your neorest source of tupply 

DIVISION OF ILLINOIS IRON & BOLT CO. 311 BELL ST MONTGOMERY, ALABAMA 
CARPENTERSVILLE, ILLINOIS, U. S. A. (EST. 1873) 


WATER RESISTANT! 


























FOR GUARANTEED PROFITS 


SELL GUARANTEED SHOX-STOK 
TO FARMERS AND GARDENERS 


34 and 78 
EXTRA STRONG (4, SHOK-5TOK 
: ELECTRIC FENCE CONTROLLERS 
y 





EXTRA TOUGH 


Tractor, Plow and Harrow 

Clevises - Hay Hooks - Trailer 

Hitches - Hitch & Clevis Pins 

FORGED OF ; 
Hi-Strength STEEL ” Model } 

Cash in on the farm demand for low cost PH-5 

fencing; also the needs of gardeners for pro- 

tection against rabbits, dogs, etc. SHOX-STOK 

fence controllers are nationally advertised. Use 

our colorful window and store disploy moteriol 

Newspaper mats ond printed matter FREE 





Favorite of farmers everywhere. Will 
outwear two or three ordinary Corton 
Four types of BIG ORANGE Ff 
CLEVISES offer 14 numbers | 
up to |" body with I'/," » 
pin L 
ELECTRIC AND BATTERY MODELS 
SHOX-STOK controllers ore available in 
three models — model PH-5 for 115-volt 


Be | $ 5 power line operation ond model D for 
y : 6-volt, wet or dry battery operation. Retail 
i 
| 
i 
' 

- 


Model D 


| Hey Bele Hooks - prices as low as $1295. Liberal discount 
2 tn } — Sold by leading jobbers everywhere 
5 Sizes 
3 Sizes Hitches 716 


ASK YOUR DISTRIBUTOR or write to 
SHOX - STOK, 
MIDLAND INDUSTRIES, Inc. 541 MAIN STREET Wellington; Ohio 


Cedar Rapids, lowa 
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ANNOUNCING SOMETHING NEW AND DIFFERENT IN THE DISC HARROW LINE! 


Celebrating our 


100th ANNIVERSARY 


A challenge to compare these outstanding features with 
any other line of harrows. 


Disc Harrow No. WO-800 


One piece all welded frames of 4" x 4" square tubing. 
Rigidity throughout that insures even and controlled 
penetration by all blades. 


Designed for best performance and stays as designed. 
Overhead frames handle the extreme trashy conditions. 
No twisted iron, few bent pieces, no cross bracing, and 
few adjustments. Simple for operation and maintenance 
with a minimum of wear points. Surprising amount of 
interchangeability of parts throughout the complete line. 
Disc gang to frame mounting without sub frames or gang 
frames. Gang assemblies interchangeable among the 
various harrows and will fit any position on each harrow 
without change or alteration. 

*Three discs sizes, 18", 20", 22", available for each 
harrow in either solids or cutouts or a combination of 


both when desired. 





Disc Harrow No. LT-200 


Disc Harrow 
Model No. 
LO-100 


**Four disc spacings 6", 7!/,", 9", or 10" available for 
each harrow or a combination of any two when desired. 
All discs on all harrows have 1-3/16" square hole for 
1-1/8" square gang bolt. All gang bolts are 1-1/8" 
square and are high carbon steel. Plain heavy duty 
bearings consist of two identical white iron caps over a 
special stress relieved alloy bearing spacer. 


All bearings and bearing parts interchangeable among 
all the harrows, All bolts and nuts electro galvanized to 
prevent rust. These and many other features available in 
this line of harrows for which patents are pending. 


Disc Harrow No. LS-400 


For the full story contact the manufacturer. 


*LT-200 available with 18 discs only due te weight limitations 


**10-100 available with 7'/,' 


and 9" spacings only. 
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LaBelle 


... unmatched 
in quality 


and 


uniformity 


Massey-Harris No. 509 One Way Disc with ible LaBelle discs 


You can sell your customers 
LA BELLE discs with confidence. 
That’s because Crucible maintains 
strict quality control over LA BELLE discs 
from mining of coal and iron ore straight 
through to the finished product. A final 
Rima aut insures that a disc meets Crucible’s L A B E L L E D | S C yr) DVA NTAG E S 
uniform high standards before it is shipped. 
Farmers have been specifying LA BELLE 
discs since 1870 knowing that each disc will 
provide maximum discing life and 
economy of operation. 
Crucible’s full line of farm discs for all soil types 
and all makes of disc plows and harrows 
helps satisfy all your customers’ 
requirements. Specify LA BELLE when you 
order replacement discs. 


|CRUCIBLE| first name in special 
58 yaou of (Fes statrakig AGRICULTURAL STEELS 


CRUCIBLE STEEL COMPANY OF AMERICA, GENERAL SALES OFFICES, OLIVE NG PA 


REX HIGH SPEED © TOOL © REZISTAL STAINLESS * ALLOY © MAX-EL MACHINERY ©¢ SPECIAL PURPOSE STEELS 


. @ full line for all soil conditions 

. unmatched quality and uniformity 

. available for most makes of harrows and 
plows 
product of a complete steel operation — 
from mine to finished disc 
made by the most experienced producer of 
farm implement steels — since 1860 
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‘> 


PARENTS 


: Disploy Stan 
This oe 970M 


warp. pro 
ERY PAN 


pIsPLAY DEAL 


sett cum Cir: 


PAN COVERS 


Number Vn ail Fost = Retail West Quantity N Nome ate etail We 
799M _ Display Stand FREE FREE l only 798M Display Stand FREE FREE 
737M 7’ Fry Pans $1.75 ea. $1.95 ea. 2 only 5157M 7 Covers $ .65ea. $ 75 ea. 
739M 9° Fry Pans 2.75 ea. 3.00 ea. 4 only 5159M 9° Covers .85 ea. 95 ea. 
740M 10 Fry Pans 3.45 ea. 3.80 ea. 4 only 5160M 10 Covers 1.00 ea 1.10 ea. 
741M 11 Fry Pans 3.95 ea. 4.35 ea. 2Zonly 5161M_ 11° Covers 1.25 ea 1.35 ea 


TOTAL RETAIL VALUE $33.50 $36.90 TOTAL RETAIL VALUE $11.20 $12.40 


Watakea 2 


THE FINEST ALUMINUM 


ALUMINUM GOODS MANUFACTURING COMPANY . MANITOWOC, WISCONSIN 
FIFTH AVENUE BLOG . NEW YORK 10 MERCHANDISE MART, CHICAGO 54 
wor.io’s LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 
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a chain for every purpose 
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Wide selection of quality McKay Chain meets your customers’ 
exact needs—offers you easier and more profitable sales 
satisfied customers . . . steady repeat business. See your 
jobber, or write direct for details. 


McKAY HARDWARE CHAIN INCLUDES: 


* Cow-Ties @ Sash Chain * Log Chain 

« Tie-Outs © Jack Chain * Sling Chain 

¢ Halters * Swing Chain * McK-Pacs (Proof & BBB) 
e "Silent Chain Salesman” Dispenser-Display Assortments 


Write 442 McKay Building, Pittsburgh 22, Pa. 


THE COMPANY 
PITTSBURGH 22, PA. 


WELDING ELECTRODES COMMERCIAL CHAINS TIRE CHAINS 





Na a a rt rt Net De Det Meet At AD et A 


A Good Name for Good Chain Since 1881 i 


SOUTHERN HARDWARE for AUGUST. 1953 





